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The new, Appleton ““CES-CESD” type recep- ing ease and these Appleton convenience 
tacle Unilet and matching plug is feature- features . 
packed to give your customers outstanding 
performance for all industrial equipment re- 
quiring heavy-duty circuit breaking outlets exclusive plug-locking slide mechanism ¢ smooth surfaces. chamfered 
without disconnect switches ahead of the outlet. edges « concealed cable clamp choice of 30-ampere, %° hub or 60 


Advanced, compact design e Interchangeability of plug or receptacle with 
certain other brands e pressure-type solderiess receptacle connectors « 


Y a : “ill articuleriy lik tk a ampere, 1%” hub in CES or CESD types e and the quality construction 
our customers WI particularly like r€ that meets most installation requirements; CES for Class 1, Groups C and 


installation simplicity—the push-pull operat- D—CESD for Class 1, Group D 


Wherever hazardous area installations or replacements are made, this latest Appleton development can be depended upon 


to give safe, foolproof protection. Contact your Appleton field engineer or write today for full details— bulletin No. CES 660. 
Sold thro } 


Also manufacturers of: 


ee o> Ath Industrial 
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-~ ~ Equipment 
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Proot 
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1701 Wellington Avenue, Chicago 13, Illinois. 











CLX” 
INTEGRATED. 
CABLE SYSTEM | 


Requires no separate Duct or\Conduit 
in any environment a 





The revolutionary C-L-X Continuous, Corrugated, Light- 
weight, metallic sheath, that Simplex introduced to this 
country two years ago, is now available in Aluminum, 
Copper or Bronze as well as the enormously successful Steel. 

Simplex C-L-X pliable cable systems provide unexcelled 
ease of installation and mechanical protection. 

The corrugated metal sheath combines pliability for ease of 
installation with very great strength and seals the cable against 
penetration by oil, chemicals and moisture. 

Depending on the environmental conditions of the instal- 
lation, these power, control and communication cable systems 
can be furnished with or without plastic jacketing. 

Light, and pliable, C-L-X cables are easily installed, and 
require no special reels. 

Now, with corrugated Aluminum, Copper or Bronze 
sheathed C-L-X cable systems, the low resistance of these 
metals permits designs where the sheath may be used as a neu- 
tral or ground. These metals also permit the use of single as 
well as multiconductor cable assemblies in a-c power systems. 

For complete details on C-L-X sheathed cables, contact 
your Simplex Engineer, or write direct. 





WIRE & CABLE COMPANY 
79 Sidney Street, Cambridge, Massachusetts 
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BUTORS 


By the time you read this memo, Square D will be in its 
new corporate headquarters building in Park Ridge, 
Illinois. It's a peautiful structure of modern design, 
strategically located for peak administrative efficiency: 
But as a Square D distributor, you'll be far more 
interested in another aspect of this new building-- 
one-third of it is being devoted to research and 


development activities: Here 4 staff of R & D engineers 


in noaernly-equipped laboratories will be spending their 
full time in applied research which leads to new products 
and the improvement of existing ones. 


Research and development work is nothing new to Square D-- 
for many years we've maintained such a program through 

our various divisions. This new Park Ridge research 
center will generate even more activity by the individual 
divisions, at the same time coordinating and supplementing 
their efforts. 


Here is tangible evidence that Square D intends to protect 
its role of design leadership--now and in the years ahead. 


Sincerely, 


Ww. Jd. Moriarty 
Manager, Distributor Relations 
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Here are top 
lighting ideas. 


Utility help 


increases sales. 


The overall 
program is 
stressed here... 


Promotions 
aid customers— 
and salesmen. 


“Where Are Your Customers 
Buying Electronics Products?” 
—a comprehensive survey of 
industrial buyers, giving you 
another picture-potential of 
your industrial market. 


and 


Times and Trends: “‘How’s Business? It Depends’’ 
“DJ Needs a Winner” 


A look at business, and the Justice Department versus the electrical industry 


SPECIAL LIGHTING SALES REPORT 
Spotlighting Top Creative Sales ideas 


A 40-page special report, including 18 case studies 
Concentration Adds Volume to Apartment Lighting 

S. F. Lighting finds profits by getting in on the ground floor 
Big Plant Calls for Big Job 

How Battey Machinery made a large sale to a textile mill 
Making Lighting Sell Itself 

Good displays sell lighting for Electric Supply 
Utility Aids, Plus Sales Persistence Equals Profits 

Cooperating with local utilities, Equitable boosts 
Recreation Market Builds Sales 

Pine State finds good opportunities in calling on customers 
The ‘Right’ Approach to Home Lighting Sales Protit 

At Mid-Island, officials take the ‘‘realistic’’ approach in residential sale: 
‘Church Lighting Is an Art’ 

A knowledge of architecture is an assist for Reliable Electrical Supply 
Promotion Plus Fair Prices Are Keys to Lighting Profits 

How an overall lighting program benefits Incandescent Supply 
Nine Basic Points for Selling Lighting 

Here is Lax Electric’s formula for increased sales 
A Lighting Package With a Profit 

Demonstrations are the keys to sales at Louis Supply 
Adequate Lighting Boosts Sales in Retail Shopping Center 

Lighting-conscious customers help Mass. Gas to increase lighting levels 
A Box That Sets the Stage for Creative Lighting Sales 

Independent Electric takes a miniature lighting show to the customer 
‘Woman-sense’ Salesmanship Pays Off in the Showroom 

A woman's artistic sense has provided more residential business for Elgee 
Keeping Salesmen Lighting-Conscious 

Promotions at Tristate are beneficial to the firm's sales 
Looking for Challenging Lighting Sales 

The specialty market is boosting sales for Fife Electric 
Visual Approach Builds Residential Sales 

The ‘‘seeing-is-believing’’ approach is beneficial t 


Two-fold Market—Two-fold Approach 


of lighting sales ideas 


utside sales 


im recreation areas 


personne 


Mersick G @ 


Here’s how Mayer sells the home builder and office modernization market 
Business Up! Why? 2X Markup 
Reducing residential markups has aided Duellman Electric's residential sales 
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The Best Way To Install 
Boxes & Fixtures In 
Dropped Ceiling Work... 


Arrow Conduit 


CHANNEL 
SUPPORT 


MORE ECONOMICAL! 


MORE EFFICIENT! 


No more makeshift arrange 
ments! These features are ‘‘sell 
ing’ contractors, everywhere! 


ARROW CONDUIT 
& FITTINGS CORP 


om aon 
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Credits and Collections 


IF you think this issue is fatter than 
usual—you're right. No small part of 
its heft is caused by the 40—Count ’em 
—40 pages comprising EW’s unique 
special lighting report, “Spotlighting 
Top Lighting Sales Ideas,” starting on 
page 69. 

We call the section unique for many 
reasons. During its 4-month produc- 
tion period, our editors have travelled 
more than 12,000 miles calling on dis- 
tributors and salesmen across the 
nation to collect material from which 
to fashion these 40 idea-packed pages. 

You'll find lighting sales techniques 
analyzed in thorough detail and por- 
trayed in the 18 distributor case studies 
that make up the report. These are 
proven methods for successful cultiva- 
tion of the residential, commercial and 
industrial lighting markets, as well as 
some of the profitable specialty light- 
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ing application techniques. 

You'll certainly find a wealth of 
practical and useful information in 
this fourth “Lighting Sales Idea Book.” 

As you read through the 40-page 
report, you'll note particularly that 
it’s eye-pleasing. For that presentation 
effect, we thank... 


Judy Bookbinder (above), our newly- 
promoted Art Editor. 
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Sidney Gotowner, Gotowner Electric, 
Rego Park, L. I. “Even the man who 
spends $15,000 for a home has a right to 
luxury, and Remcon helps me provide it 
at a profit! I can build in three- and four- 
way switching quickly—at lower labor 
costs—because Remcon’s #18 wire ends 
the need to run heavy armored cable. 
And the transformer’s in the relay. I’m 
sold, and my tracts go just as fast.” 


Ephraim Berkowitz, Turnpike Electric, 


Franklin Sq., L. I. It’s the little touches 
that make Remcon so appealing to my 
clients...remote control of any light in 
the house from as many high-fashion 
switches as they wish...master control 
convenience from the bedroom to save 
steps...path-of-light safety to eliminate 
fumbling in the dark. And the beauty of 
it is Remcon is a ‘plus’ that’s practical 
in any home.” 


Find out how versatile and flexible Remcon can be in your houses. Send in your plans for a free wiring diagram and estimate. 


se tt ood a Division of Pyramid Instrument Corp., 
a 630 Merrick Road, Lynbrook, N. Y. 
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RAWLINSON ENDORSES TORK’s 
SELECTIVE DISTRIBUTION 
POLICY 


Percy Rawlinson (right) likes the inquiries and sales leads given him by TORK 
Sales Representative Paul Matthews. Providing local leads and national pro- 
motion are all part of TORK’s backing for its selective distributors. 


“I’m all for selective distribution” said Mr. Rawlinson, leading Dallas, 
Texas, electrical distributor. “And”, he continued, “I’m all for TORK’s 
policy of selective distribution. It pays off for me.” 

“TORK and I feel that honest and correct relationships with legitimate 
distributors are the only way for a manufacturer to do business. It’s 
made for a closer relationship, in both investment and promotion, be- 
tween myself, the distributor, and TORK, the manufacturer. For ex- 
ample, when my salesmen promote the line, I know they’re not wasting 
their time — for we’re protected by TORK.” 

Paul Matthews added: “TORK isn’t interested in diluted distribution. 
And, we work closely with and for our distributors. Non-stocking dis- 
tributors, who must bid on TORK specs, are referred to Rawlinson. 
Leads and inquiries, developed by TORK’s national advertising and 
promotion, are turned over to Rawlinson Electric Supply — as with 
all our distributors.” 

“The TORK line and selective distribution is truly a ‘profit package’, 
Mr. Rawlinson concluded. The true completeness of the TORK line 
makes for better customer service. We get the benefit of TORK’s good 
profit line ... plus protection by the manufacturer ... plus support 
by the manufacturer — and we at Rawlinson wind up with an unbeat- 
able combination as TORK’s stocking distributors.” 


@ SELECTIVE DISTRIBUTION 

@ BETTER CUSTOMER SERVICE 

@ WIDELY SPECIFIED 

@ TRUE COMPLETENESS OF LINE 


~~ TIME CONTROLS, INC. 
> | Fe kK MOUNT VERNON, NEW YORK 


in Canada: Dominion Electric Manufacturing Co. Ltd., Toronto 


LETTERS TO THE EDITORS 





Another Agent Speaks 
Dear Sirs: 

In answer to your offer in the June 
issue (page 8) “To Warehousing 
Agents—An Offer,” we submit the 
following comments 

Our company maintains five ade- 
quately stocked and staffed sales off- 
ices and warehouses scattered through- 
out the Southeastern states. 

For many years we have stood by 
our policy of making the stocks avail- 
able to distributors who have stocks 
of our merchandise in inventories. 

We would be the first to admit that 
in the industry there have been some 
abuses of warehousing facilities but 
isn’t this also true in many other in- 
dustries? 

The present day electrical whole- 
saler must serve his customer prompt- 
ly. In many cases to get the order he 
must either have the merchandise 
available in stock or wait for factory 
shipment. 

A manufacturer’s agent with a rig- 
id policy of selling only the stocking 
distributors can be very helpful in 
cases such as this in providing immed- 
iate shipment from a local point. 

It is our hope that the series of ar- 
ticles in ELECTRICAL WHOLESALING 
will help the agent’s position and not 
hinder it 

We know we speak for all our col- 
leagues when we say we are proud to 
be of service to the industry 

R. W. CHAPMAN 
VICE PRESIDENT 
CARY CHAPMAN & CO 
ATLANTA, GA 


“, .. Of Great Value” 
Dear Sirs: 

Your special report, “Succeeding In 
the *60s,” has proven of great value 
to us as we plan to move into our 
own warehouse this coming year. We 
will use a lot of ideas expressed in 
“What’s Ahead for Operations.” 

I have read and re-read the articles 
on “Selling.” The changes in selling 
tactics seem to have rushed onto the 
scene in the past few years. 

Specialization and creative selling 
are an added challenge to the distribu- 
tor salesman. Your articles pointed 
out these conclusions which are prov- 
ing true even as early as this year. 

May I commend you and the rest 
of the staff for a group of deep-think- 
ing articles. Your guesses as to the 
future seem to be more than pure 
guess. You present a most logical 
case . 

ALAN C. MCKERNAN 
SEAMANS SUPPLY CO 
MANCHESTER, N. H 
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R&M- -Hunter’s new Convection Baseboard 





Here’s how exclusive Honeycomb Heat 
Exchanger increases warm air delivery 


In the new R&M-Hunter Convection Baseboard, heat- 
ing engineers have combined a fast-action, highly 
efficient rod-type heating unit with newly designed 
Honeycomb heat cells of non-corrosive aluminized steel. 
The result: greater metal-to-air ratios provide more ef- 
ficient heat transfer at lower surface temperatures. 
Directional outlet speeds circulation of warm air into 
room, away from wall. This advanced design achieves 
a 9-to-1 ratio of warm air delivery to radiant heat. 


FEATURES 
High and low density—For concentrated heat loss 
area, higher wattage sections may be used (below a 
window, for example). Low wattage sections spread 
heat source evenly for normal areas. 
Room-by-room controls—Individual built-in ther- 
mostat section controls comfort levels in each room 
Eliminates wasteful overheating in one area to provide 
comfort in another. Insures efficient use of power. 
Complete safety—Surface temperatures are always 
low. Can’t harm sensitive skin of children. Won’t dam- 
age fabrics that can be ironed with “medium” setting. 
Thermal cut-out—Each baseboard section has a ther- 
mal cut-out switch. This prevents any overheating that 
might occur if air flow were restricted or shut off. 


Send today pone ail 


makes electric heat better than ever! 


| 











HONEYCOMB 
HEAT EXCHANGER 


Continuous interlocking fins 
provide fast heat transfer 
from element to air 











Reflective aluminized 
stee! baffles enclose 
Honeycomb heat 
exchange cells. 


Fast action, reliable 
rod-type heating element 


Double spring mounts absorb 
expansion and contraction silently 


Silent operation—Heat exchange assemblies and baf- 
fles are separately spring mounted to prevent expansion 
or contraction sounds resulting from cycle operation. 


Accessories—Convenience Outlet Sections (240 or 
120 Volt). Dummy Sections. Matching End Caps and 
Corner Pieces. Built-in Thermostat Sections. Wall Ther- 
mostats also available for use where desired. 


Other Data—240 and 208 volt sections available 
32” and 48” long, 634” high x 214” dee p. 





for catalog wad 
——e Hunter Division—Robbins & Myers, In 
” el 2718 Frisco Avenue, Memphis 14, Tenn 


ELECTRIC HEAT 
a | Mateh leer! 





Send complete data on new R&M-Hunter Convection Baseboard to 


Name 


Addre $S 





TIMES and TRENDS 
How’s Business? It Depends 


Ask a dozen persons the same question and you get as many different answers. 
This statement has particular pertinence when the question is, “How’s business?” 
In the last three months, ELECTRICAL WHOLESALING editors traveling around the 
nation have put this question to many more than a dozen distributors. And while 
the replies ranged widely, the majority report is that business so far is “pretty 
good.” 

This plurality in our random pulse-taking is confirmed by figures released in 
August by the Bureau of the Census. Sales for the first half of the year are 
running 4% ahead of the same period of 1959 (page 124). Dollar volume is up in 
four regions, down in four and unchanged in one for the six months. And some- 
thing new has been added: a switch in regional sales patterns. The leading gainer 
is New England, often a laggard. And the Pacific Region, usually a front runner 
on percentage gains, is behind for the first half. 

There’s the distinct possibility, however, that the sales gains—national and 
regional—may narrow or disappear before the year is out. The reason is that the 
last half of 1959 was strong for distributors, with inventory-building by customers 
spurred by the steel strike. And sales for June 1960 already had begun to dip 
below year-ago levels in every region. 

What distributors’ over-all sales at this point hide are decided weaknesses in 
volume and prices for certain commodities. Our information at this point is too 
sketchy to spot trends, but it’s clear that some types of products are selling well 
while others are sagging badly. 


DJ Needs a Winner 


We read with interest an editorial in the August 13 issue of The Saturday 
Evening Post. While not usually considered an observer on the business scene, 
the Post nonetheless commented on some recent cases brought to trial by the 
Anti-Trust Division of the Department of Justice. After noting that the DJ wins 
most of its anti-trust cases, the Post opined: “. . . in the last year, the department 
has lost several important cases that never should have been brought.” 

The editorial then reviewed four anti-trust actions involving oil companies and 
pharmaceutical firms, commenting that these “recent legal defeats have been 
attributed to the hollering of the anti-business bloc in Congress”—notably Senator 
Kefauver’s Subcommittee on Anti-Trust and Monopoly. 

After reciting this roll call of rebuffs and moralizing that political anti-trust 
cases fare badly in court, the editorial abruptly ended. No mention was made of 
the recent blizzard of criminal indictments against electrical manufacturers (for 
a summary, see page 126). Perhaps the Post is loath to be viewed as prejudging, 
particularly since the trials are scheduled to start this month. Or perhaps by 
omission the Post is implying that past may be prologue for some of these cases. 
In any event, the magazine deserves credit for bringing the DJ’s recent anti-trust 
record to the public’s attention at this time. 

Had the Post commented on these new actions—which could be the most im- 
portant to date—one observation might concern the sense of urgency that surely 
motivates the Anti-Trust Division’s present incumbents. Whatever prestige they 
have left must ride with the verdicts ahead. Robert A. Bicks, acting anti-trust 
chief, and his associates are certain to invest an enormous amount of energy, words 
and aspirin—not to mention taxpayers’ money—in their effort to win their cases 
against the electrical industry. Much must be staked on the successful transfer of 
“egg on DJ’s face”’* to the corporate images and faces of 27 electrical manufacturers 
and approximately 50 individuals indicted—not to mention fines, jail sentences, 
consent decrees, damage suits, and a host of other harrassments. 





This was how McGraw-Hill’s National Petroleum News headlined an editorial on the ac- 
quittal of 29 oil companies in February on a “half-baked accusation of a great conspiracy.” 


neha. 


Editor 





























... that job calls for 
COLUM BIA 


the new FLEXIBLE 
LIQUID-TIGHT , 
ELECTRICAL CONDUIT , 


IT’S LIQUID-TIGHT! 


Flex-Seal has been designed specifically to meet the most adverse condi. 
tions—in chemical plants, machine shops, printing plants, food plants, 
breweries—any installation, indoors or outdoors, subject to moisture, 
coolants, salt air, corrosive fumes, chemicals, greases, abrasives, and 
other conditions that create hazardous wiring with ordinary conduit. 


IT’S SUPER FLEXIBLE! 


Because it bends easily to small diameters and because it fits the tightest 
corners and most irregular shapes, Flex-Seal is ideal for wiring on machine 
tools, motors, pumps, air conditioning towers, outdoor amusements, 
conveyors . . . machinery of every type. 


IT’S ECONOMICAL! 


Because the first cost is the last cost, Flex-Seal means genuine economy. 
It eliminates maintenance and prevents costly shutdown. Flex-Seal is easy 
to install too, cuts easily on the job without special tools. And, its machine 
grey finish stays cleaner-looking longer. 


2 TYPES TO MEET EVERY REQUIREMENT 


with bonding strip 
Approved by 
Underwriters 

Laboratories 






Sizes: 3%” through 2” Color: Machine Grey Sizes: %" through 1%" 
For installation with standard liquid-tight electrical fittings 


fore) Ui I-17. Wea ov-\-] @ sar. am 4 & on 8. i | ome ote) dL 


255 CHESTNUT STREET BROOKLYN 8, N.Y 





Non-Metallic Sheathed Cable .M.T. Flexible Stee! Conduit 
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TOP OF THE NEWS... and its significance to you 





Conduit Prices Cut 


Wholesaler Changes 


Antitrust Trial 
Set for September 19 


“Flameless Promotion 
Gets Hot’ 


TVA RATE 
Hits Record Low 


Bulova and RCA 
Enter New Electrical Fields 


Money Ease 


Personal Income 
Reaches Record 





A 5% price reduction on rigid steel conduit, standard elbows, and 
special large radius elbows, has been announced by Pittsburgh 
Standard Conduit Co. The reduction is retroactive on all shipments 
as of August Ist. Other conduit producers probably will follow suit 
with similar price reductions. 


Electric Supplies Distributing Co., San Diego, Calif., has purchased 
the Incandescent Supply Co. branch in Pasadena, Calif., which was 
formerly Cook-Nichols Co. In another move, according to an ISCO- 
Phillips & Edwards Co. spokesman, the ISCO-Los Angeles branch is 
being closed out—not sold. 

In Atlanta, Ga., Electrical Wholesalers, Inc., has oiticially opened a 
new branch in the Buckhead area of the city. The new branch, 
located at 210 Pharr Road, N.E., represents the first Atlanta branch 
venture for the company. 


The World Series isn’t until next month, but in the “Electrical 
League” it begins September 19. That’s the day the federal govern- 
ment will be pitching the opening game against electrical equip- 
ment manufacturers on antitrust charges involving power switch- 
gear assemblies. At last report, prior to press time, the I-T-E Cir- 
cuit Breaker Co. and Federal Pacific Electric Co. changed their 
pleas from innocent to guilty on price fixing charges. For a score- 
card on the “big game,” see page 126. 


In advertising circles, the “flameless” promotion campaign adopted 
by the Live Better Electrically program of the Edison Electric In- 
stitute is receiving unfavorable response. According to a recent 
article in the New York Times, the “flameless” approach has induced 
a dispute on—safety. The article further states that gas adherents 
could counter-claim the LBE promotion campaign with emphasis 
on safety factors in their favor. One instance cites the electric water 
heating campaign, which could be rebutted with a “gas attack” such 
as: “water is the best conductor of electricity and also the most 
dangerous.” 


The average cost for home users of Tennessee Valley Authority 
electric power is at a record low. The rate dropped in the fiscal year 
that ended June 30 to just under one cent a kilowatt hour. The na- 
tional average is about 22 cents a kilowatt hour. 


Both the Radio Corporation of America and the Bulova Watch Co., 
Inc., have entered new electrical manufacturing fields. RCA has 
entered the field of electroluminescence. The company will manu- 
facture panels of electroluminescent lighting. Bulova has entered 
the manufacture of automatic radiant heating controls. 


The Federal Reserve System has cut its interest rate on loans to 
member banks from 342% to 3%, the lowest rate since May, 1959. 
The results will be lower borrowing costs for governments, busi- 
nesses and consumers, according to financial experts. 


Personal income during the month of July rose to another record, a 
seasonally-adjusted annual rate of $407.1 billion, $1 billion higher 
than the revised figure for June. Also, consumer spending is ex- 
pected to go on rising if employment and incomes continue to ad- 
vance. However, as profit margins shrink, business is currently con- 
ducting a major cost-cutting program. As for Industry, see the report 
on page 144 for future industrial construction. 
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STOCK THE 


ie 


ROYAL LINE 


ROYAL ELECTRIC CORPORATION 


PAWTUCKET, RHODE ISLAND 
in Canada: Royal Electric Company (Quebec) td. Pointe-Claire, Quebec 
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BIG SELECTION, BIG QUALITY, 
BIG REPUTATION... 


BIG SALES FOR YOU 


When you order ALL TYPES of portable and flexible cords 
and cables from Royal Electric’s big, COMPLETE line, you save 
time . . . you simplify purchasing operations . . . you facilitate in- 
ventory control . . . you profit with consistent high quality and 
superior packaging. Royal can supply from stock the largest variety 
of types and sizes, every one backed by the nationally recognized 
Royal reputation . . . the brand that’s preferred by electrical con- 
tractors, maintenance electricians, and dealers alike. 





ELECTRIC An 


soe OR Geseciote of ~ a) 














NEW PRODUCTS 





Push Button Lines 

Three new push button lines intro- 
duced 
Devices available in each of the three 
lines include: push button units, selec- 


tor switch units; standard pilot lights; 
and push-to-test pilot lights or lighted 
push buttons. Units are bulletin 100- 
HO and 100-H push button stations 
and control units. ¢ The Clark Con- 
troller Co., Cleveland, Ohio. 





Illuminated Ceilings 


Features simplified suspension level- 
ing system 
Unit called “Sky-Glo” is based on 
2-ft x 4-ft and 2-ft x 2-ft vinyl, poly- 
styrene and acrylic diffusers. Featur- 
ing new acoustical vinyl panel, unit 
is also available with variety of pris- 
matic diffusers plus 42-in cube alum- 
inum or plastic louvers. Grid network 
is suspended directly from lighting 
element and inverted T-grid is of alum- 
inum alloy. ¢ Benjamin Div., Thomas 
Industries Inc., Louisville, Ky. 


Receptacle 


Pendant type designed for ceiling 
mounting 
Unit has dead-end contact feature. 
Arcing is confined within plug com- 
bustion chamber of dead-end recep- 
tacle. Dual protection is afforded user 
by elimination of live contacts exposed 
to atmospheres which may contain 
volatile, inflammable fumes or explo- 
sive vapors, maker says. Constructed 
of polished aluminum, units have 14- 
in-hub with set screw and are rated at 
20-amps, 1-hp, 115 or 230-v, 60 cycle 
ac, single phase and 2-wire 3 pole 
circuit. @ Appleton Electric Co., 
Chicago, Ill. 
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Busway 


New compact, packaged busway 
has 100-amp capacity 
Called “Speedbus”, unit is designed 
primarily to afford complete flexibil- 
ity of true busway system at installed 
cost comparable to conventional con- 
duit and wire. Three and four wire 
constructions are standard. Made in 
pre-assembled sections of packaged 
5 and 10-ft lengths ready to install. 
Features 16 full contact, polarized 
plug-in outlets in every 10-ft length. 
Outlets spaced 8 to each side of bus- 
way, back to back, and all can be 
used simultaneously. e National Elec- 
tric Div., H. K. Porter Co., Inc., Pitts- 
burgh, Pa. 


Diffuser 


Midget-chrome plastic type for 
tight areas 
Called “Midee-Ray” series, with bal- 
last mounted in channel, unit is de- 
signed to illuminate dark areas where 
space is limited. Unit, finished in chro- 
mium, is offered in 3 models, 8-w 
(12%-in long), 15-w (18%-in long) 
and 2 lite 15-w (3634-in long). Depth 
of unit is only 3-in and width 1%4-in. 
e Duray Fluorescent Mfg. Co., Chi- 
cago, Ill. 


Switch 


Provides dim, medium and bright 
illumination 


One switch controls three-light lamps 
or two separate banks of lights on two 
separate circuits. Switch will carry 
1800-w at 120-v and 4100-w at 277-v 
enabling single switch control of large 
banks of lights. Called “Two Circuit 
Touchette,” at first touch, first circuit 
makes contact with dim light. At sec- 
ond touch, second circuit is activated 
providing brighter light. At third touch 
circuits come into play with full bright- 
ness. Fourth touch breaks contact. 
e Rodale Mfg. Co., Inc., Emmaus, 
Pa. 


Power Fuse 


Employs design of open-type cut- 
outs 
Circuits are cleared without pitting or 
burning of contacts, whether cir- 
cuit disturbance results from min- 
imum or heavy fault currents. Silvered 
for cool operation, contacts are held 
under high pressure and are self-wip- 
ing with each operation. Type P 
power fuse available in 7.5, 15, and 
23-kv ratings; 100 and 200-amp con- 
tinuous current ratings. Interrupting 
capacity ranges from 4,000 to 10,000 
amps. e A. B. Chance Co., Centralia, 
Mo. 


Motor Protector 


Designed to protect small power 
tool and appliance motors 
Unit is miniature circuit breaker de- 
signed specifically to protect small 
motors in portable power tools and 
appliances. Attaches to end of cord 
within minutes and protects motor 
from burning out due to overload and 
overwork. Units will automatically 
cut off power when machine is over- 
loaded or overworked, and reset but- 
ton, instead of fuses, is used to reset 
circuit breaker. Available from 3 to 
10-amp. e Modern Mfg. Co., Inc., 
Willow Grove, Pa. 
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DIFFUSED JUNCTION 
AND ALLOY JUNCTION 


~ Tung-Sol Silicon Power 





250 ma to 100 amps 





Tung-Sol silicon rectifiers were designed 

to serve with unqualified dependability 

in the most exacting military and commercial 
applications. They're precision engineered 

to assure your customers the utmost in top- 
performance uniformity and stability ... and to 
function at maximum capacity even under 

the most severe environmental and electrical 

overload conditions. You sell with confidence awe 
when you sell Tung-Sol silicon rectifiers. 
You can be sure that Tung-Sol silicon 

rectifiers carry with them the built-in 
reliability and peak performance standards 
associated with all Tung-Sol components 





What's more, this select line was especially 
designed to fit the broadest variety 

of applications. Each of these versatile units 
delivers across-the-board utility and will 
directly replace many existing types. 

Write for Tung-Sol silicon rectifier 
interchangeability chart and information about 
the Tung-Sol line—industrial and military 
electron tubes, germanium transistors and 
silicon rectifiers. Tung-Sol Electric Inc., 
Newark 4, New dersey. 








1N253 
Series 


Standard JEDEC configurations 
Standard JEDEC specifications 
Standard JEDEC numbers 

but with Tung-Sol’s unsurpassed 


Standard for reliability 
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1N1396 
Series 


1N1291 
Series 





1N1183 
Series 


) TUNG-SOL 
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“LECTRI-LOK” 
REFLECTORS 


SAFE, INSTANT 
ELECTRICAL DISCONNECT 


Circuit Breakers 


Available in ratings to 100-amp: Hottest 


New type QI breaker is available in 
70 and 100-amp trip ratings for 2 and Name in 
3 pole applications. Breakers are sup- 
plied with terminals suitable for use 


with both copper and aluminum con- Soldering lrons 


ductors. Plug-in construction simpli- 
fies installation, maker says. Temper- 


ature compensation prevents nuisance VUI CAN 
Easy Maintenance — Lamp and tripping and plated jaws and connec- 
Reflector Removable as a Unit ors assure positive connections. Vis- 


> xclt , ial trip indication is provided. ™ 
is Te) Tools Required with Exclusive - P ~~" : p! a With over half a century of 
Steber ''Snap-in'’ Feature e Square 0., Lexington, My. experience, Vulcan offers a com- 
Shock Absorbing Self-Centering plete line of low cost, high quality 


2-piece, Disconnect Socket soldering irons. 


Exclusive Safety Feature—Live : oe Pencil Type — Hot for High- 
Contacts Protected Against Acci ate ~ ; Speed Soldering: The Dart and 
dental Short Circuit , es Pygmy pencil type Irons are 
: 2 ; lightweight — as little as 3 
12” to 20” Shallow Dome or ounces, quick heating, with cool 
“RLM” Standard Dome Reflec and comfortable handles. Screw 
tors . or plug tips are %”, %.", %”. 
Irons are rated at 25 and 40 watts 
for low wattage economy because 
tories, Inc ‘ they make the most efficient use 
Meets U.S. Corps of: Engineers ee of current. 


specification : Hot for Heavy Duty: The Vulcan 
Unit Heater line offers the finest forged all 
. ] bl 1 

Designed for zone-controlled spot tine: Ye" to 1h’: 50 to 700 watts: 
heating balanced birch handles. 


Listed by Underwriters Labora 


Utilized is a high energy infrared emit- Specify VULCAN — still the 
ter—a fused-quartz element, which is hottest name in soldering irons. 
said to give instantaneous warm heat- Send for literature and prices. 
ing. It concentrates on specific areas, 
without having to heat surrounding 
areas. Available initially in 10 models, VU LCAN 
3 sizes, (19¥2-in, 33-in and 39-in fix- 
| tures), featured are semiparabolic 
e Dept. 71 shaped reflectors and special end re- AS, 
on 5 | flectors, to assure optimum coverage. Me ry” L—, 
Ceiling and wall mounted units are of Soldesing Tesla 
| available, and a portable wall-hanging Y 
STEBER DIVISION type with cord. The 19! 2-in fixture is VULCAN ELECTRIC CO. 
THE PYLE-NATIONAL COMPANY | available, 500-w or 750-w; the 33-in Danvers, Mass. 


> 9 5 . ¥ nd 
Chicago « Broadview, Ill. +» Los Angeles model, 1000-w, 1200-w, 1450-w and Soldering & Branding Irons + Solder & Glue Pots 
Manufactured in Canada by: the 39-in unit, 2000-w. e Apextro Electric Heating Elements 


Pyle-National (Canada) Ltd., Toronto 15, Ontario Products fs. Div. Apex Sheet Metal 
Works, Inc. 
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Why be puzzled 
about time switches? 


SPECIFY 
PARAGON 


the 40-amp T-rated switch line 


4000 SERIES introduces a 
new standard of safety 
and performance 


Complete 24-hour control for 
lighted signs, window displays, 
heating units, time signals, etc. 
Up to 7 ON-OFF operations per 
day, with settings as close as 90 
minutes apart. 

Safety factor 33% greater 
because of 40-ampere tungsten 
design. “Make” and “brake” con- 
tacts float free to avert contact 
welding. Avoids costly call backs. 
Astro Dial enables you to set 
time switch to go ON at sunset, 
OFF at sunrise...or OF F at any 
other preselected time. Spring- 
wound carryover keeps the 4000 
SERIES operat- 
ing perfectly 
during periods 
power has failed. 





Get complete details 
onthe4000 SERIES 
now. Write for Bul- 
letin 5919. 


PARAGON 


ELECTRIC COMPANY 
1630 Twelfth St. + Two Rivers, Wis. 


TIME 1S MONEY — CONTROL IT WITH PARAGON 


Wall Plates 


Plates have four woodgrain finishes 


Woodgrain finish decorator wall plates 
available in four finishes: walnut, 
maple, birch and limed oak. Walnut 
matches not only walnut paneling, 
but also many mahogany finishes; 
maple matches finishes such as cherry, 
ash, honey pine; birch blends with 
oak, pine, nakora, korina, and limed 
oak harmonizes with pickled finishes. 
Available in any style desired. Made 
from simulated woodgrain vinyl ma- 
terial which is bonded to solid alu- 
minum plate. e Bell Electric Co., Chi- 
cago 36, Ill. 


Grounding Devices 


Designed for heavy duty use, 20- 
amp type 
New 5800 series of 20-amp ground- 
ing devices designed to meet heavy 
duty requirements of equipment; 
appliances and portable tools. Line in- 
cludes single and duplex receptacles, 
also available with round covers, and 
a U-ground cap. Special configura- 
tions limit use of electrical equipment 
to 125-v, and no more than 20-amp. 
e Leviton Mfg. Co., Brooklyn, N.Y. 


Oven Hood 


Unit has four large carbon and 
grease filters 


Hood can be installed in existing 
structures without need for ductwork 
to outside. Can be plugged into out- 
let or wired through conduit. Built into 
hood are dual lifetime impingement 
type grease filters and dual absorption 
ictivated carbon filters. Refreshed 
air is discharged upward and away 
from cabinet front through special 
separate plenum accessory’ which 
can be mounted above hood. En- 
closed 120-w lighting is built into 
hood and five-button switch on face 
of hood turns lights on and off. 
e Trade-Wind Div., Robbins & 
Myers, Inc., Pico Rivera, Calif, 
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5000 SERIES 


REAR LAMPED 


FLOODLIGHTS 






Rear-Lamped for 


servicing 


Positive electrical 


through power cord 


Finned, cast aluminun 
and cap for maximun 


dissipation 


Removable thermal shock and 


impact-resistant lens 


NEMA Specifications FL6-210 
group B, Types |, Il, Ill, IV, and 
V. For G-48, 1500 watt, PS-52 
750-1000-1500 watt incandes 
cent and 400-70 watt Mercury 
Vaper lamps 


Fim melaal’ 
through the powe 
cord rat? 
eal: 
bracket 
posit 


agit) 


STEBER DIVISION 


THE PYLE-NATIONAL COMPANY 
Chicago « Broadview, Ill. « Los Angeles 
Manufactured in Canada by: 
Pyle-National (Canada) Ltd., Toronto 15, Ontorio 
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..- THE 


COMPLETE 





QUALITY LINE OF 


CONDUIT and 
PIPE CLAMPS 


every 
thinwall condvit. 


NEW 
— 
e‘‘TWO-HOLE”’ SNAP STRAPS 


Made of semi-spring steel! They snap on... 
free both hands for nailing. Cost no more 
than ordinary straps...easier to use, stay on 
tight. Rust-resistant! Size and type stamped on 


strap. TYPE 
TYPE 2: for rigid conduit 


and pipe, 








i 


(‘> 


2-TYPES 
FOR 
MASONRY 
OR 
wooD 


@ PLASTIC STRAPS, 


1 for E.M.T. and other 


““ONE-HOLE” 
SNAP STRAPS 


Bump inside strap holds 
strap firmly on pipe... 
makes difficult installations 
easier, Rust-resistant! TWO 
TYPES: for thinwall... and 
rigid conduit and pipe. 
Size stamped on every 
strap. 


©@ DRIVE-STRAPS 


DRIVE 'EM LIKE NAILS... 
Never loosen . . . Won't 
break! Made of strong 
steel... electroplated! Two 
types: Verticle Thread for 
masonry; Annular Thread 
for wood. Sold in kits and 
cartons. Sizes 2", %" & 1”. 


@ LOOP-TYPE 


PLASTIC CLAMPS 


Many uses as a clamp— 
strain relief—clip hanger 
—fastener—strap, CUT 
COSTS ... safe... last 
longer .. . no corrosion. 
Made in 4 materials: Poly- 
propylene, Ethyl Cellulose, 
Nylon and Saran. 

non-cor- 
rosive, 2-hole type. 3 sizes. 


®NEW PERFORATED 


HANGER STRAP 
Three finishes: Plain—Gal- 
vanized—Copper Coated. 
Made of best quality steel, 
20 ga. x */,", 10’ and 100° 
coils. Attractive display car- 
ton contains 24 single 
boxed coils. 


STATE 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. © SYCAMORE, ILL, 


CAPITOL CIRCUIT 
| 





e Both political parties went on record at this year’s conventions 
in favor of greater federal leadership in various social and economic 
fields during the next four years. Here’s how the candidates—Vice 
President Richard Nixon and Senator John Kennedy—stand on 
important issues: 

Public works—Both Nixon and Kennedy support new federal 
projects. Kennedy would use federal spending to promote a 5% 
annual growth rate, while Nixon wouldn’t tie federal spending to 
growth. 

Public power—Nixon would continue the Eisenhower policy of 
“partnership” or “teamwork,” with non-federal groups building as 
many projects as possible. Kennedy would reverse the present ad- 
ministration’s rein on new starts for federal power dams and he 
would promote the construction of “giant” power regional trans- 
mission lines throughout the UV. S. 

Rural electrification—Nixon would “offer encouragement” to rural 
power systems. Kennedy would “meet the needs” of rural co-ops to 
obtain low-interest REA loans for generation, transmission and dis- 
tribution facilities. 

Housing and schools—Nixon would support federal loan programs 
for low-middle-income and college housing, plus federal aid (with 
emphasis on local efforts) for school construction. Kennedy would 
favor federal grants for construction of schools, public and college 
housing plus college classrooms; and Kennedy would set a minimum 
of 2-million new houses yearly. 

Defense—Nixon says he'll spend “whatever is necessary,” but 
names no figure. Kennedy would spend at least $2.5-billion a year 
more than the present budget. 

Wage—Both Nixon and Kennedy favored an increased minimum 
wage, which resulted in the passage of the $1.25 an hour bill. 

Labor—Nixon would continue the present GOP policy of federal 
non-intervention in labor-management bargaining; and he would push 
for extended coverage of the minimum wage to several million more 
workers. Kennedy would use federal authority to review periodically, 
and intervene in, labor-management bargaining. 


* * * 


e A long-discussed power pool for the upper Missouri River basin 
got two shots in the arm this summer in Washington: (1) Announce- 
ment by the Bureau of Reclamation that it will start a study this fall 
of ways to create the pool; (2) Release of a plan by the Mid-West 
Electric Consumers Assn. (co-op and municipal power systems in 
the basin area) to create the pool. 

The pool would use federal transmission lines as a system back- 
bone, and would include power generating facilities of all systems 
in the seven-state area: private, municipal, co-op, public and federal. 
About 7-million kilowatts of power would be involved. 

The Bureau of Reclamation has been working with an informal 
group of 22 systems in the area—called the Eastern Missouri Basin 
Power Pool Conference—for a number of years, but no plan has 
been agreed upon. These systems include both power generation and 
transmission facilities. 

The Mid-West group, formed in the past year, has only distribu- 
tion lines, and is oriented toward power use. It recommends a $295- 
million program of federal transmission lines and federal or non- 
profit thermal generating plants in the basin. After these are 
completed, by 1975, the Mid-West group would urge construction 
of a 500 KV transmission line between the Missouri basin and 
Bonneville Power Administration in the Pacific Northwest to inter- 
connect the two systems. 
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REREEASE 


Exclusive with 





UNIVERSAL “service fielding 
BALLASTS 


For years, UNIVERSAL has been paying the bill for the 
replacement of in-warranty inoperative fluorescent ballasts. 
These payments are a direct part of the exclusive and compre- 
hensive UNIVERSAL Two Year Warranty Service Program 
with ‘T)E)(S)* Architects, engineers, contractors, distributors, 
fixture manufacturers and maintenance personnel are ail re- 
lieved of the burden of service. 

Should you be confronted with a lighting failure which ap- 
pears to be abnormal, regardless of the number of ballasts 
involved, you are requested to telephone UNIVERSAL — 
COLLECT — and ask for‘T)\E)\S)* Within 24 hours of your 
phone call, one of our field engineers will visit your installation. 
Assuming that our technical people determine that the light- 
ing failure stems from ballasts which are being used in proper 
application, UNIVERSAL will arrange for the replacement 
of those ballasts and pay all charges in connection with the 
replacements, including labor. This is made possible by the 
high quality performance of UNIVERSAL “Service Guaran- 
teed” BALLASTS in millions of fluorescent fixtures every- 
where. A fine product can afford a fine guarantee. 

You owe it to your own peace of mind to get the full details 
on this program. MAIL THIS COUPON FOR DESCRIP- 
TIVE BROCHURE. 


1 UNIVERSAL 


MANUFACTURING CORPORATION 


Executive Offices and Plant: 29-51 East Sixth Street, Paterson 4, N. J 
Branch Off. & Warehouse: 4402 W. Jefferson Bivd., Los Angeles 16, Cal. 


*Technical Engineering Service 


UNIVERSAL MANUFACTURING CORPORATION Dept. 
29-51 East Sixth Street, Paterson 4, New Jersey 


Please send me your brochure describing UNIVERSAL's EXCLUS 
T E S& (Technical Engineering Service) PROGRAM. 











FIRM 
STREET 
CITY & STATE ccc 





(CD Architect (CD Distributor () Maintenance Man 
C) Engineer (C Fixture Mfr. C Builder 
C) Contractor CO) Equipment Mfr, CI Other 





NEW! DIFFERENT! 
The ONLY SWITCH of Its Kind 


-A-MATIC 


° pEVICE 


TO — QUIET 
at SWITCH 
E-Z WIRE 


15 and 20 AMPS, 120-277 VOLTS AC ONLY 





AUTOMATIC POSITIVE ACTION 


Patent No. 2,743,330 
Works Mechanically... Not Manually 


7 TURNS ON THE LIGHT... 





























USE IN ANY 





SINGLE POLE 
AND 3 WAY. 


ALSO AVAILABLE IN 
INTERCHANGE TYPE 


S$ 
THE switch wiTH ALL THE ADVANTAGES 


ACOST ew 
cea on SPECIFY 
TOUCH-A-:MATIC 


CASH IN ON THE DEMAND 
For FREE SAMPLE wrirk US ON YOUR LETTERHEAD 


See the TOUCH-A-MATIC at EAGLE booth No. 196 » Oct. 24-26 NECA Exposition — Las Vegas, Nevada 


EAGLE ELECTRIC MFG. CO., INC. 
LONG ISLAND CITY 1, NEW YORK 
“PERFECTION IS NOT AN ACCIDENT" 
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. : EASIER T0 D0... 
and costs less too! 


















INDENTER : iE: qT 
FITTINGS and TOOLS - . , Rod Tervat 
; ae ; ° Red tng og nyo 228 BM-238 
Here is the combination that is unbeatable when > 6" Connacter aE a ” Conmater 


it comes to easier E.M.T. installation at less cost. New 
lightweight plier size indenters make setting up thin wall 
conduit a breeze. B-M fittings are neater too! No unsightly 
nuts or projecting set screws. 
A few more of the plus features of B-M fittings 
cre Concrete tight—Vibration resistant — Extra 
heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance 
Extra heavy positive bonding lock- 
nuts — Smooth rounded edges or 
bushed throat type connectors 
that prevent insulation 
damage All steel 
construction with 
extra heavy 
gauge wall 
thickness. 


SCeeeeeee eee eee eeeeeeeeeeeeeeeeee 



























BM-43 
1” Coupling 


BM-42 
%” Coupling 






BM-41 
Y2" Coupling 






| dt PPP Pee eee eee 2 ee 























BM-22 
%" Connector 


BM-21 


Ya" Connector 


BM-23 
1” Connector 


BM-51 
Yo" Offset Connector 


eeeeeeeeeeeaenene eee eeeeeeeeee eee e eee ee eeeee eee eee eee eeeeeee eeeeeeeeeeeeeeee eeeeeeeeeeeeeee 





SOSH HET HEHEHE EEE EFT EEE EEE EEE SHEE EEE EEE EE EESS 
CHOSE HEHEHE HEEEEEET HEHEHE ESEEEEE EEE HOE EEEEES 


eeeeeeeeeeeeeeeeeeeeeeee 









All B-M indenter type 
fittings far exceed the 
requirements of U. L. 
file card E 10863 and 
Federal Specifications 


“METHOD 
TOOL 
C0 








«= 













BM-No. 607 
BM-No. 600 BM-No. 1000 BM-No. 100 Yo" Indenter GALVA * ILLINOIS 
Changeable Handvise for 2”, Cutter for V2", BM-No. 608 


%," indenter 


COTS SSS EEE HEHEHE HEHEHE EEE EEE EES 


Jaw Indenter - "andi" EMT. $3 %” and 1” E.M.T. 


SSCS ETE ERE THEE HEHEHE HED OHHH SEHR EEE OOH HOE OBE OE 
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BLACKHAWK ADJUSTABLE BAR HANGER 
WITHOUT FIXTURE STUD 


560 used between joists from 12” to 18” 
561 used between joists from 18” to 26” A * 
The answer to residential wiring jobs. Le. 

Lower in price. Allows more room in 
the outlet box. 






OULEK, 
aE ENEN 


BLACKHAWK ADJUSTABLE BAR HANGER 





WITH FIXTURE STUD IS UALYATON / 

562 used between joists from 12” to 18” / 

563 used between joists from 18” to 26” yd 
Af 


BLAGRHAWK ADJUSTABLE BAR HANGER 


AVAILABLE WITH OR WITHOUT FIXTURE STUD 


Blackhawk Adjustable Bar Hangers are made of heavy 
gauge steel. Adjustable to required spacing. Support 
edges of hanger formed to act as plaster gauge. One of 
the fastest, easiest, neatest, economical ways to hang all 





mw? . - p ceiling light fixtures. No notching necessary. 
— eliminates tightening with a itil, 
screw or nuf. Blackhawk’s exclusive “clipper” : és ss 
saves time and money. Slide box into desired position. | For complete information on Blackhawk products write 
Press clipper down until it rests securely on bracket 


arm. No screw. The box will remain in place. for catalog. 





(Becinei7 
zy [asustries DUBUQUE, IOWA Where the new ideas come from 
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A-1280 


SALES TRAINING 





These four franchise features help you 
money with motor control 


make more 


When you distribute the Allis-Chal- 
mers control] line, you get help spe- 
cially planned for you and other 
industrial distributors like you. 


Promotional programs are fresh — 
exciting — stimulating. Promotional 
bulletins, sales kits and visual aids 
help your salesmen do a better job. 


Sales training meetings ...in your 
place of business . . . at the factory 


. .. help you keep your salesmen 
fully informed about new control 
products and selling techniques. 


Engineering help on tough selling 
problems and unusual applications 
is quickly available from your local 
A-C district office. Regional and fac- 
tory specialists are also available. 


In addition, recommendations and 
help on profit-affecting procedures 
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such as accounting and finance are 
always easy for you to obtain from 
Allis-Chalmers. 

Franchises are now available in 
some areas for control, compressors, 
motors, pumps, and transformers. 
For complete information, call your 
nearby A-C office or write Allis- 
Chalmers, Industrial Equipment 
Division, Milwaukee 1, Wisconsin. 
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MORE EFFICIENT PLANNING~—EASIER INSTALLATION 
JEFFERSON GENERAL MOUNTING TRANSFORMERS 


If space is at a premium, as it usually is in electrical closets, 
Jefferson dry-type general mounting 3-phase dry type transformers 
may be the answer to your installation problems. General mounting 
units can be installed anywhere, at any angle . . . top, bottom, 

any side. They are so quiet you can connect them at the point of load, 
and cut down on wire and wiring time . . . make installation 

easier and faster. 

Jefferson general mounting three-phase transformers are available 
from 30KVA thru 112.5KVA. 

Before you specify your next 3-phase transformer, check the 
Jefferson General Mounting Units. 





| Jefferson -Vec TRANSFORMERS 


(3) JEFFERSON ELECTRIC COMPANY ” BELLWOOD, ILLINOIS 
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New Duracron Enamel Finish provides safety on the job plus lifetime protection for this Spang Standard Underfioor Duct installation. 


Now—SPANG' Underfloor Duct Systems 
with new Duracron enamel finish provide 
extra protection against corrosion 


That well-known yellow finish on Spang 
Underfloor Duct now does double duty. 
In addition to providing safety on the 
job site through highly visible color, the 
new baked-on Duracron enamel provides 
better anti-corrosion protection than gal- 
vanizing, according to laboratory tests! 


Extra-hard enamel finish 
resists damage at job sites 


Spang Underfloor Duct often receives 
heavy traffic and wear at job sites, but 
this new finish is designed to take a tough 
beating. It’s a thermo-setting acrylic 
resin, representing a radical departure 


SPANG 
UNDERFLOOR 
puCT 
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from current baking enamels. It is ex- 
tremely hard, insoluble and infusible 
after baking. It has superior adhesion, 
high color retention; is marproof, flex- 
ible, and resistant to chemicals, impact, 
humidity, salt spray, water, grease, stains 
and detergents. 


Tests show finish is better 
than galvanizing 

A 2,064-hour salt spray test on the new 
Duracron finish produced no apparent 
attack of the coating or corrosion of the 
underlying steel. Even where the coating 
was deliberately scored, corrosion did 
not spread or get under the finish. 


The same test on galvanized steel pro- 
duced thin to moderate rust and some 
pitting of the underlying steel over about 
60% of the surface, proving that the new 
Duracron finish offers you better corro- 
sion resistance. This new finish will also 
withstand all normal chemical action en- 
countered in concrete. 


Duracron assures top 
anti-corrosion protection 

With this protection, you are assured that 
Spang Underfloor Duct will provide 
extra safety to your wiring installations. 
You just can’t get a firfer finish! Look for 
it on your next Spang job. 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation hw 
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ANNOUNCING... the 





and most powerful 


4”" segment bender 


on the market 


See this bender 
demonstrated at the 
NECA SHOW, 
October 24-26, 1960— 
BOOTH 155-157 


Greenlee No. 7'7'7 
(1-1/4” thru 4”) 
weighs only 65 lbs. 


(exclusive of shoes) 























COMPARE aovanraces... 





~< THREE cI 
“SS BENDERS 
“> IN ONE SAFE, 
one-piece frame of high- ONE-MAN 


a few optional parts adapt the 


strength zluminum 

OPERATION 
one set of aluminum pipe No. 777 segment bender to 
supports for all pipe sizes fast, one-shot 90° bending safety valve in pump, oil by- 
one set of safe, quick-locking 1/2° thru 2” and thin-wall pass in ram, weighs only 65 
pipe support pins. bending 3/4’ thru 2’. ibs. excluding bending shoes. 


Unmatched for over-all performance, the new Greenlee No. 777 does more jobs for you 
than any other bender of its type. Use it to make offsets . . . large sweeps ... concentric bends ... 


one-shot 90° bends . . . thin-wall bends. 

Its 27-ton ram has power to spare for segment bending of steel or aluminum conduit and pipe 1-1/4” 
thru 4” — will bend extra heavy schedule 80 pipe. Comes equipped with a hand hydraulic pump, 
but can be operated with power pump for even faster performance. 


OPTIONAL EQUIPMENT FOR ONE-SHOT AND THIN-WALL BENDING 


One shot 90° bending 1/2” thru 2” Thin-wall bending 3/4” thru 2” 


90° bends in one 
shot An important 
exclusive advantage you 
get with this new, light- 
weight GREENLEE seg- 





ment bender. Simply by 
Quickly mounted 


thin-wall attachment The No. 777 segment 
bender can be quickly and economically converted 
make any bend up to to bend thin-wall conduit 3/4” thru 2”. Standard 
90° in 1/2” thru 2” con- No. 770 thin-wall attachments fit the No. 777 
duit or pipe in one shot! bender with only the addition of one roller. 


adding bending shoes 
and adapter, you can 





ASK YOUR DISTRIBUTOR FOR A DEMONSTRATION NOW! Write for bulletin E-249 
GREENLEE TOOL CO., 1937 Columbia Ave., Rockford, Illinois 


GREENLEE JOB-PROFIT TOOLING 


... cost control for contractors 














New contact reliability. Parallel bifur 
cated contacts, which allow four cur 
rent paths instead of one, provide 
infinitely greater circuit reliability 
liberally designed so any current path 
carries full relay rating 


At last! “Mechanical memory” latch 
as reliable as the relay itself! No ad- 
justment ever needed. Add latch at 
any time. 


New simplified design! Cutaway view 
shows basic simplicity. Coil vacuum 
impregnated to resist damage from 
humidity, vibration, electrical stress. 
Terminals can be screw or spade type. 








Space savingest relay 
you've ever sold: New 


Cutler-Hammer Compact 300° 


Versatile 300 V contro/ relay opens new market opportunities for you 


Here is the best answer yet to the need 
for an extremely reliable, small-size 300 V, 
6amp., control relay—the new “Com- 
pact 300” from Cutler-Hammer. 

It has so many unique characteristics you 
will be able to sell it over the entire range 
of the market for relays—machine tools, 
electrical machinery of all kinds, automated 
programming—to operate solenoids, con- 
tactors, servo mechanisms—on control cir- 
cuits and even so-called dry circuits. 

Every detail known that affects relay 
reliability has been improved in the “‘Com- 
pact 300.’ In fact, we’re so sure of its 
electro-mechanical reliability, the ““Compact 
300” is permanently enclosed. Service prob- 
lems are eliminated. If it should be damaged 
by a fault current, your customer throws it 
away and replaces it with a new one. Its 
low price makes this practical. 


Controis 8 Circuits—The ‘Compact 
300” is so small, it controls up to eight 


WHAT'S NEW? ASK.. 


circuits in a panel space only 2” wide by 
234” high. Two, three, four, six and eight 
poles with any combination of N.O. or N.C. 
contacts are available. 

Best of all, an exclusive new ‘“‘mechanical 
memory” latch can be added at any time. 
It has a life equal to that of the relay. 
Get all the sales-producing facts from your 
Cutler-Hammer representative or send for 
Pub. ED-L079-S247. 


What's new at Cutler-Hammer? 
New, better products are flowing con- 
tinually from our research laboratories to 
give you the competitive edge. New sales 
engineers have been added to give you more 
help in the field. New distribution methods 
give you better back-up stock service. Many 
other details are helping to put the Cutler- 
Hammer distributor in the best selling situ- 
ation possible. Like to know more? Contact 
the Cutler-Hammer sales office nearest you. 


CUTLER- -HAMMER 


Wisconsin « 
paw --y ® er-Hamr 


Cutler-Hammer Inc. Milwau re ‘ 
Hammer International, C Associates 


Air me Ins trume 


° Subs idiary: Cutler 
Mexicana, S. A. 


nts Laboratory 
Ltd.; Cutler-Hamme 
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L. E. (RED) SALMON Says... 
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800 “PLUS” 
FLOOR BOXES 


Here's A Floor Box That Takes 
4 The Full Range Of Receptacies 


Ne eee oe oe an ow ae aos ow 


ALL THE ADVANTAGES OF THE 800 FLOOR BOX 


“PLUS” Accepts widest range of flush floor 
receptacles through 20 amps—standard service 
fittings taking receptacles through 50 amps. 


“PLUS” Mounting ring for easy field installa- 
tion of intercom and low potential jacks. 


“PLUS” Accepts all standard attachment 


“PLUS” Larger hand-hole for easier fishing. plugs. 





All of these plus values have been incorporated in the 
new 800-‘‘Pius” Floor Box with no increase in price, 
and without sacrificing any of the quality features of 
the original box. Leveling adjustment has actually been 


increased . . . gasket provides positive water-tight seal 
. . . floor plate now accommodates “4, % and 1 inch 
conduit .. . and both the 1% and 2% inch deep bodies 


NATIONAL ELECTRIC DIVISION 





offer a wide range of knockouts. 

Ask your N-E Man for full information on the floor 
boxes that were developed to meet the specifications of 
contractors and engineers, or write for complete, de- 
scriptive literature. National Electric Division, H. K. 
Porter Company, Inc., Porter Building, Pittsburgh 19, 
Pennsylvania. 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand 
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J6(1U/183)63 


JLJ6 





MAKES RUGGED 


cat. no. 7313 

3-WIRE CONNECTOR BODY 

20 AMPS., 250 VOLTS, A.C. OR D.C. 
10 AMPS., 600 VOLTS, A.C. 





Ever since it was first in- 
vented and introduced by 
Harvey Hubbell, Inc. back 
in 1930, ‘“‘Twist-Lock” has 
provided greater conven- 
ience, safety and efficiency 
in the operation of motor 
driven tools and other port- 
able electrical apparatus. 
The locking action insures 
positive contact in spite of 
rough treatment, heavy vi- 
bration and other conditions 
that might cause down-time. 

Today, “Twist-Lock” is 
a supplied in types, sizes and 
ratings to fit every industrial 
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cat. No. 7311 

3-WIRE CAP 

20 AMPS., 250 VOLTS, A.C. OR D.C. 
10 AMPS., 600 VOLTS, A.C. 


and commercial application. 
Units are available in 2, 3, 4 
and 5-wire sizes. Every cap 
and connector body from 10 
ampere to 50 ampere is avail- 
able with “Seal-Tite”’ rub- 
ber covers for weatherproof- 
ing purposes, protection from 
dust and dirt, or from hard 
knocks and rough usage. 
Regular “‘Twist-Lock”’ units 
are supplied grounded and 
not grounded. Special non- 
interchangeable grounding 
types provide protection for 
15 ampere, 125 volt or 277 
volt applications. 


HARVEY 


HUBBELL 


INCORPORATED 


BRIDGEPORT 2, CONNECTICUT 
In Canada: 


Scarborough, Ontario 





engineering 
news 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 


“Twist-Lock” offers many wiring fea- 
tures which simplify installation, elim 
inate costly service call-backs, and 
provide dependable trouble-free life. The 
following are standard features of ali 
regular ‘‘Twist-Lock” units: 


Heavy Duty 
Construction 


SOLID BRASS 
MOLDED-IN INSERTS 
HOLD CONNECTOR 
BODY TOGETHER 
SECURELY 


Trouble-Free 
Wiring 

UPSET BINDING 
SCREWS CAN'T 
COME OUT! 


“Bed-Rock” Blade 
Stability 

BLADES SOLIDLY 
ANCHORED WITH 
MOLDED-IN KNURLED 
RIVETS 

LARGER SPUN 

OVER AREA 


“Speed-Easy” 
Wiring 

Convenience 
HEAVIER SCREWS 
LARGER BINDING 
HEADS 

TERMINALS RECESSED 
IN CAP FOR EXTRA 
WIRING ROOM 





Armor Plate 
Protection 

RUGGED STEEL 
ARMOR PLATE SHELL 
FOR MAXIMUM 
PROTECTION 
AGAINST BREAKAGE 





Adjustable 
Cord Grip 
ADJUSTABLE 


CORD GRIPS 
4 STRAIN 


FRO 
BINDING SCREWS 











from the Ground UP... 


SERVICE ENTRANCE EQUIPMENT 
keeps installation costs DOWN... Makes Selling Easier! 


DUAL-GRIP 
ENTRANCE HEADS 


Built-in connector clamp de- 
signed for fast, easy connection 
to conduit. No special fittings 
needed for EMT... no threads 
to cut on rigid. Complete range 
of sizes: 44” through 3”. 


ENTRANCE ELBOWS 


Now available in extra-long 
length for easy pulling of con- 
ductor. Compact . . . completely 
weatherproof ... deep cut 
threads assure quick, effortless 
installation! 


SURE-SAFETY 
GROUND CLAMPS 


The only complete line of bronze 
clamps for 14” to 4” pipe. 3 types 
handle all needs. Swinging tops 
for faster installation! 





ae , 2110 Howard St. ¢ St. Louis 6, Mo. + GArfieid 1-6336 
& ? STOCK THE COMPLETE WEAVER LINE NOW! 


Samples are available for demonstration . . . no charge, of course. Write today . . . specify exact items desired 
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NEW SERVICE ENTRANCE EQUIPMENT 


200-AMP CAPACITY... CIRCUIT BREAKER CONVENIENCE 
-.. AT A COMPETITIVE COST 


You will like the extra convenience of Heinemann’s 
new 200-amp service entrance equipment and so 
will your customers. 

Trim, compact, smaller than comparably rated 
fused pull-outs, these units offer considerable savings in 
terms of easier installation and more efficient operation 

Installation features would make an apprentice 
happy. Wiring space is plentiful connections are 
easily made with solderless screw-type connectors 
knockouts are placed so that you can run-in conduit 
from any angle 

Completely non-thermal, the magnetically actuated 
Heinemann circuit breaker eliminates nusiance trip- 
ping and other temperature-caused troubles. You can 
therefore locate the unit wherever most convenient 

next to heat lines or out in the hot sun, if neces- 





ELECTRIC COMPANY 


152 Plum Street, Trenton, N. J 
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sary. The breaker will always carry full rated current, 


will always trip as specified 


Breaker protection provides other conveniences as 
well’ no bothersome fuse changing, simplified switch 
ing: the switch handle has only two positions ON 
and OFF. No reset position; no confusion possible 


Rated at 120/240V AC, two or three wire service 
the new Heinemann service entrance equipment is 
available in outdoor or indoor enclosures. Both are 
of heavy-duty steel in a grey baked enamel finish 
Outdoor enclosures are raintight, with hinged covers 
that may be padlocked against tampering 


You'll be pleasantly surprised by the cost. It's little 
more than that of comparably rated fused equipment 


For full information send for Bulletin 1003 




















H. G. Anschuetz* ira L. Arkin Company* John M. Fincke Company* Heimann Company* G. M. Howard* L. Morris Landers Co.* 












113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1401 Fairfax Trafficway 1301 6th Street 251 Spring Street, S.W. 
Philadelphia 3, Pa Chicago 25, Illinois Los Angeles 31, California Kansas City 41, Kansas San Francisco 7, California Atlanta 3, Georgia 

Arbeiter Company* Brenner Electrical Sales* Herman 0. Gerdts Heimann Company* Everett Jones H. L. Linder Elec. Sales Co.* 
3721 Washington Avenue P.O. Box 51 415 Lexington Avenue 1711 Hawthorne Avenue 4040 Mayfield Road 3911 Joy Road 

St. Louis 8, Mo. Houston 1, Texas New York 17, New York Minneapolis 3, Minnesota Cleveland 21, Ohio Detroit 6, Michigan 
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Be reat : 
..carry Cornisi eee 
cable and cord sets as pa 
regular Cornish stock: Have the 
on the shelves when you need them. 
If you're currently carrying the 
complete Cornish line you know 
what we mean, if not, ask our 
Pifepresentative to give you the 
= about our electronic product 
line. And don't forget, we still 
ms. manufacture the quality line of 

par cord sets, flexible cords and 


themes wires ...all available to. 


ugh our manufacturing 


Saaseealia and field warehouses. a 






















es vo 




















Mills Talbot & Company* A. J, Nelson Company “The Sanderlin Company* Stout Electrical Sales Co," OC rT Rs 

1 Flint Street P.O. Box 5502 129 First Avenue West 338 West Fourth Street Lseaarenes 

Rochester 8, New York Denver 17, Colorado Seattle 99, Washington Cincinnati 2, Ohio —— — 
Mills Talbot & Company A. Norden, Jr. M. B. Squires Company Paul Lumpkin msrcre “—— 

P.O. Box 4212 54 Moraine Street 1 Cedar Boulevard 702 Builders Blvd. CORD SET Stina Geren: see 
Hamden, Connecticut Jamaica Plain 30, Mass. Pittsburgh 28, Penn. P.O. Box 961, Char. 1, N.C. $0 CHURCH STRE E NEW YOR 
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Now... Benjamin introduces the ultimate in dramatic 
fluorescent lighting—the slim trim Coronado. It’s excit- 
ingly different, with the smart, slender look of distinction. 


Available in either a clear or ‘‘Prisopal’’® lens, the 
Coronado hugs the ceiling in perfect harmony of design, 
with a visible depth of only 2'%”. Its distinctive styling 
sets this unit apart from all other plastic enclosed units. 

The Coronado leads the field in practicality, too. One-piece 
diffusing element... finger-touch latch... built-in coupler... 
snap-in wiring channel—all add up to the easiest installa- 
tion and maintenance ever. The Coronado combines beauty 
with new features and dollar savings in a way that assures 
complete satisfaction, whether used for appearance or price. 


Available in 2 or 4 lamp—40 W. Rapid Start. 


EXCLUSIVE NEW FEATURES 


NEW ...finger-touch latch hinges from 
either side, allows basket to swing down or be 
removed—no tools needed. 


NEW ...snap-in wire way cover provides 
easy access to wiring and control equipment. 


NEW ...end plate design permits easiest 
tandem installation, coupling units in perfect 
alignment. 

NEW ...decorative plastic end caps avail- 
able for use on individual units or at ends 
of row. 

NEW... one-piece ‘‘wrap-around”’ ex- 
truded plastic construction—only 2%” visible 
depth. 
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CORONADO—CLEAR LENS (Top) 
This new 3-in-1 diffuser boasts a 
crystal-clear L-120 low-brightness 
prismatic bottom, complemented by 
linear refracting lenses on sides and 
top to redirect light out of glare 
zone. Here is the ultimate in clear, 
color-stabilized polystyrene. 


CORONADO—PRISOPAL® 
LENS (Bottom) 


With the addition of opalescent 
white, this totally new 3-in-1 diffuser 
becomes a beautiful diffusing sur- 
face offering something new in con- 
trolled illumination. 


1 PRISMATIC LENS BOTTOM 


2 LINEAR LENS NO-GLARE SIDES 
3 LINEAR LENS NO-HOT-SPOT TOP 


Z\ 


osu 


ENGINEERED FOR *~ 
CONTROLLED LIGHT DIFFUSION 


1 Low-brightness L-120 prismatic 
lens on bottom for superior perform- 
ance and control. 


2 Refracting linear lens on sides re- 
directs light out of the glare zone, 
effectively controls side brightness. 


3 Refracting linear lens on top 
increases efficiency, spreads light 
uniformly over ceiling, banishes 
“‘hot spots.”’ 
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For full information on the new 
Benjamin Coronado, mail coupon to 
Benjamin Division Thomas Industries 
Inc., 207 East Broadway, Louisville 2, 


Ky., Dept. BEW 9 


AWE Ew 


DiviSton 


THOMAS INDUSTRIES INC. 


The World's Largest Single Source of Lighting tor 
Commerce, Industry and Home. 


Send FREE copy of Coronado Folder to: 


COMPANY 








ADDRESS 





CITY ZONE STATE 


























NOW YOU CAN 
GET SAFER, FASTER, 
MORE RELIABLE JOINTS 
AND TERMINATIONS ON 
HIGH-VOLTAGE CABLE 


Anaconda Durasheath has a new clean-stripping, semi-conducting tape 


PROBLEM: To make a sound, safe, high-voltage splice, 
every last speck of semi-conducting tape material must 
be removed from the insulation . . . if traces remain, 
chances are the joint will eventually fail. But—this im- 
portant step requires tedious scraping and buffing. 


SOLUTION: The new Anaconda-developed clean-strip- 
ping, semi-con tape*, which is an exclusive feature of 
Durasheath Cable. The photos (left) were taken im- 
mediately after semi-con tapes were stripped off the 
insulation. It takes much longer to get other cable 
insulation surfaces as clean. That's why this exclusive 
feature makes splicing a great deal easier. 

The planned research and production program 
which brings you this outstanding cable development 
is also responsible for the equally important develop- 
ments in Butyl rubber insulation compounding and 
extruding—which have produced the best possible bal- 


anced design and construction in high-voltage rubber- 
insulated cable obtainable today — Anaconda Dura- 
sheath. 

This balanced design and the new semi-con tape 
are big reasons why Anaconda Durasheath Cable 
means both short- and long-range economy and 
reliability, and why you should promote it to help 
protect your customers’ investment in high-voltage 
cable. For more details, contact your nearest 
Anaconda Wire & Cable Company District Office, or 
write to: 25 Broadway, New York 4,N. Y. 0°" "sew 


ASK THE MAN FROM M3 


ANACONDA — 


FOR DURASHEATH® CABLE 








Just a twist of the wrist makes 


gp 


TU 


~« Ui 


The newest! And justo 
grip! Say onc 
and 


PULLING ELBOWS 
and ADAPTERS 


Make wiring around corners a snap. Quick and easy 
to use. 14” to 2” sizes. Precision machined of mal 
leable iron for smooth pulling, perfect 90° fit 
admium plated, chromate treated. Sold assembled 
mplete with domed covers, big screws, full neo- 
gaskets. Sizes marked on covers and elbows. 


for branch circuits 
and fixtures 


“ 


4 * € 

ire-Nut 

The original! Every day, every year, 
more splices are made with Wire- 
Nuts than with any other connector. 
Economical, handy, easy to use 
Wire-Nuts screw on easily, yet exert 
a tremendous grip that actually 
crushes wires together. All one 
piece, with rugged bakelite shell, it 


can’t shake off. Five sizes for fix- 
tures and branch circuits. 


“‘Three-Sixty"’ 
FIXTURE HANGERS 


The only hanger with choice of 10 different receptacles 
Full 360° adjustment after mounting—exclusive friction 
ring suspension rotates all the way around. Aligns 
fixtures instantly, with just a twist of the wrist. Per- 
mits hanging two or four chains, or S-hooks from 
small compact arms. Bright cadmium plated. 
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your wiring jobs easier... 


Sleight-of-hand? No, not really. Yet thous 


ands of contractors and 


electricians agree there almost is something magic about the way the IDEAL brand 


on a product makes any wiring job easier. 


Take wire connectors, for instance. Some of 3 


you may remember about 30 years 


ago when Ideal introduced the first screw-on connector. Today’s Wire-Nuts 
are even better, and are standard items in just about every electrician’s 


pocket. And now the Ideal connector line i 
and the ever-popular Crimp and Wrap-Cap. 


At every step along your job, Ideal offers a 
super-flexible fish tapes with built-in pulling 
cable rippers, pliers, wire lubricants, voltage 
but we suggest you use the coupon below to 
new IDEAL CONTRACTOR-ELECTRICIAN CATALOG 
the full meaning of the little red hand down 


IDEAL INDUSTRIES, 





IN Canada: Irving Smith, 
SOQtvwtoD THROUGH AMERICA 
/ \ 
| THE HELPING HAND 
| on eve \ 
") 
WIRING yOB 
NEW VAP-OIL-TITE CONNECTORS 1 i 
The only completely re-usuable connector for use with ~ 
liquid-tight, flexible metallic conduit. Provides abso- -_ 
lute water and oil-tight seal — vapor, dust, grit can 
not get through. Double positive seal — exterior and . 
interior neoprene O-rings, meet JIC standards. As ° 
sembles quickly, easily. Absolutely won't pull apart : 
All parts can be reused over and over again. Standard ©!. 1. Inc., 1960 


design sizes %” to 144”, 24%”, 3”, 4 
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ncludes the exciting new Wing-Nut, 


helping hand. There are 

reels, precision wire strippers, 
testers . .. There’s more; 

get your own private copy of the 
. Then you'll see for yourself 

in the coupon. 


Wrap-Cap- 


The favorite! Some electricians say there are cer- 
tain splicing jobs a crimp does best. And here’s 
the best crimp. A cadmium plated steel sleeve, 
and the one-and-only Wrap-Cap “diaper” insulator. 
Wrap-Cap goes on in a jiffy, clinging tightly 
around, under and between the spliced wires. 
Absolutely no better, easier, safer crimp connector 
available anywhere! 


Inc., 1047-1 Park Avenue, Sycamore, Illinois 


Ltd., Montreai 


Ss LEADING Ooi sTRisuTtrTors 


Here is the story your customers are reading... 





Month after month, Ideal is running 


big convincing ads like this in the 


SELL 
WITH IT 


leading electrical contractor trade 

magazines. Your customers are being 
pre-sold. Are you doing all you can 

to get your share of the orders? 

Feature your line of Ideal products! 


4) 











Gash in now on 
General Electric's 


5-Star 
Sell-ebration! 


Exclusive G-E cathode shield in 
Premium 3 makes any 2-year old 
40-watt system give up to 50% more 
light overnight. 


These Star Sales Aids will 


First complete line —100 to 1000- 
watts. New longer brighter life . . . 
up to 12,000 hours. New low prices. 


(ar LETED Me OOF 
te holy 72 108 


81 fis 


NEW, SIMPL! 
MERCURY 


More Unitorm Light Output 


Lower Cost of Light 


‘A060 tag 
* i? rsa; 
&iny 


GENER 
at Briecrare 





“STAR PERFORMERS” 
SALES PRESENTATION 


This 8-page booklet contains the facts 
you need to sell all five of General 
Electric’s “star performers” 

latest examples in the long line of 


“MAGIC WINDOW” 
MERCURY DEMONSTRATOR 


Dramatic new 16-page book with 
acetate “windows” shows how new 
Bonus Mercury Lamp construction 
delivers more light for a longer useful 
life of 12,000 hours. 


“BONUS MERCURY” 
FACT FOLDER 


Leave this Lamp Information letter 
with every prospect. Contains the 
facts, applications and prices on the 
industry’s first complete Bonus 
Mercury line—100 to 1000-watts. 


G-E lamp improvements. 


General Electric gives you: (1) the big product improvements first, (2) the most effective lamp 
sales helps in the industry. Add top accounts to your books by cashing in on this Fall G-E 5-Star 
Sell-ebration! Start using this valuable material now! See your local Large Lamp Represent- 
ative. General Electric Co., Large Lamp Dept. C. C-038, Nela Park, Cleveland 12, Ohio. 
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The most powerful fluorescent lamp 
of all. Investment savings up to 
40¢ per sq. ft. Only General Electric 
has it! 


help you 


“WATTAGE MISER” 
SAMPLE KIT 


W 


Samples of “‘old” and “‘new” cath- 
odes, showing new G-E cathode 
shield that helps convert more wattage 
into light in G-E Premium 3—first 
40-watt lamp with over 3000 lumens. 


” 


New dimpled seal locks base to 
glass on aluminum medium base 
incandescent lamps. Another 
General Electric first! 


sell more 





“BULLDOG BASE” 
SAMPLE KIT 


Ww 


Convincing demonstration of the new 
twist-resistant, crush-resistant base 
for all new G-E aluminum medium 
base bulbs. Contains 3 bulbs, two 
with removable bases. 


Exclusive glass “‘bridge"’ grips 


filaments and lead wires for shock 
resistance and 


lifetime accurate 


beam control 


G-E lamps 





HARD-HITTING 
DOUBLE-DUTY ADS 


W 


These ads will build great customer 


interest. Big 90-day schedule in all 
leading news, business, commercial 
and industrial magazines. Also avail- 
able as self-mailers with your imprint 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


September, 1960—ELECTRICAL WHOLESALING 


*General Electric's 
trademork f 
configurated 


fluorescent lomps 
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|” CONNECTOR SYSTEMS 
FOR FLAT 
CONDUCTOR CABLE 


POS-E-FLEX™ SYSTEM 


Inter-Connect ... Tap... Terminate flat multi-conductor 
cable in new or old equipment, with the T&B-Engineered 
Pos-E-Flex System. Designed for low-voltage, low-power 
applications. One _ con- 







ENG'!NEERED 





commercial and _ house-wiring 
nector takes any conductor spacing in a given cable width 


—conductors always align perfectly. A complete line. 





Easy fo install 
or disconnect 





No special tooling needed. Adapters available for connect- 
ing flat conductor cable to conventional wiring or plugging 
into new equipment. Provides direct cable-to-cable contact. 


POS-E-KON™ SYSTEM 


patents pending 





For military and other precision applications, basic con- 
nector is custom-adapted for any installation. Interconnect 
or terminate flat multi-conductor cable or flexible printed 
circuitry with this completely dependable, easily installed 
fitting. Designed to your requirements, the Pos-E-Kon Line 
is as versatile and extensive as your needs. Many standard 





* items to choose from. 
\] 
‘\ eos 
=> AN 
j : WRITE FOR COMPLETE INFORMATION 
a\ ; TO T&B’s POS-E-KON DIVISION. 


THE THOMAS & BETTS CoO. 


INCORPORATED 


ELIZABETH. NEW JERSEY - IN CANADA THOMAS & BETTS. LTO. MONTREAL 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 


aa 








T&B DISTRIBUTORS 
GEARED FOR 


ELECTRONIC SELLING 





N. J. MacDonald 


As specialists in the design and 
manufacture of electrical fittings, 
we recognize the Distributor as 


specialist in his field — namely, 
Sales ... Service ... and Local 


Inventory. 65 years of experience 
has convinced us that wholesaler 
distribution reduces the selling 
price of electrical supply material 
to the user. Therefore, our policy 
of exclusive distribution through 
the electrical wholesaler is essen- 
tial to our planning for present 
and future expansion. 


Without any reduction in em- 
phasis on our familiar, well-estab- 
lished shelf goods, we are moving 
— with additional new lines of 
products into such fields as 
Original Equipment and Electron- 
ics; markets which have tremen- 
dous potential. In these new mar- 
kets we will, as always, rely upon 
the Distributor as our selling force 
to the end user; and we, in turn, 
will continue to offer our whole- 
hearted cooperation through the 
T&B Plan. 


N. J. MacDonald 


President 


THE THOMAS & BETTS CO. 


INCORPORATED 
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LIGHTING PRICES 


For The Lighting Sales Specialist 










And For The Lighting Cost Estimator 


Commercial and Industrial Lighting Equipment 





Fluorescent and Incandescent Fixtures 
Floodlighting 


Accurate, convenient, completely 


illustrated and always up-to- Mf 


date. 


The sure way to save 
sales and estimating 
man-hours and to 


avoid hit-or-miss 





pricing. 


use this coupon 


- HENDERSON-HAZEL CORP. DEPT. 8-09 
= 13601 Euclid Avenue , Cleveland 12, Ohio 


Please send me complete details about the new 
NPS “Lighting” price book without obligation. 










National 














- - Nome exsceuss: we otcceacecenecnenenenEe 
Price Service 
me 
Company .... a 
Address ..... sean “a 
13601 EUCLID AVENUE * CLEVELAND 12, OHIO Gy ee : 
SeetCSSSSeSSeeSeSeeoeeveeeeeeeeeeeeeeeseeseeeeeeeeeeee ; 
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K ar xf f nt fixt £ xtures for usé in Class 2, Groups 


Vertical design keep: 
lose fitting parts kee; 
\OreTol I-55 Mm olliaallal-mmel tts} 
safety. 100 and 15 


> @ a4 Seol-ite), Eid tele] a DUST-TIGH 


abie ) 

Sealed agair 

PAR-38 and R-40 lamy 
tyle 


Louver light Mushroom island light 


ELECTRIC MANUFACTURING CO. 
Vandeventer and Easton Ave. « St. Louis, Missouri 


Ave. South, Toronto 18, Ont 
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Wherever protected 
wlumination is needed... 


oem (oil 
meee TIAIURCS db 
SERVE WIlh 

DEPENDABILITY 


A complete line of industrial and commercial lighting fixtures allows Killark 
to serve all types of installations with proper protected lighting. The Killark 
ability to supply exact needs means maximum safety, convenience, and 
efficiency—for both hazardous and non-hazardous locations 












All Killark fixtures are cast from aluminum to provide important extra 
advantages. Installed inside or outdoors, they remain permanently 
rust-proof. They give outstanding service in many areas where corrosion 
is a problem. Aluminum also dissipates heat at a much faster rate, 

and is safer because it’s non-sparking. 










Simplicity of design is still another reason for the superior performance 
of Killark light fixtures. Most styles have interchangeable parts to allow 
quick, inexpensive changes in mounting method, wattage capacity, type 
of globe, or reflector. Relamping can be done easily without tools. 









Your Killark dealer can supply these fine light fixtures promptly— 
from his stock or one of the nineteen Killark warehouses in the 
United States and Canada. 







Killark light fixtures ore U.L. and C.S.A. approved. 





SOLD THROUGH WHOLESALERS FROM COAST TO COAST AND IN 
CANADA, WAREHOUSE STOCKS IN NINETEEN CITIES. 
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safety at your 
fingertips! 

















Only the Federal Pacific type A-plus switch gives you triple protection: 
the complete safety of visible blades, plus the high current capacity of a 
circuit breaker, plus the high interrupting capacity of fuses. And at the 
touch of the big Rotary Handle, fingertip operation opens and closes the 
A-plus switch instantly—with a quick-make, quick-break mechanism that 
is fast... teaseproof . . . safe. What's more, the A-plus switch is rated for 
load break, not just disconnecting duty! Feature for feature, there is no 
switch that compares with the A-plus safety switch. Federal Pacific heavy 


2 i AREA ERY We FCS akg > aba mu 


duty industrial switches are available in ratings 30 through 1200 amperes, 
250 and 600 volts, indoor and weatherproof enclosures. Write for Bulle- 
tin 1241, Dept. FP-5, Federal Pacific Electric Company, Newark 1, N. J 
FEDERAL PAC ITI 222 Fett CORP A NY 
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growth through creative energy 











“ON THE JOB” 
ON MORE JOBS 
THAN ANY OTHER LIGHT! 


Localites have been the preferred localized lighting 
choice of industry for more than 25 years because 
Localites are task-engineered to provide just the right 
light for the particular job. 


Localites are rugged, yet flexible . . . can be positioned 
instantly . . . stay put even under severe vibration. 
They have easy-to-install universal mountings, are cool 
to the touch. Most models U/L approved. 


Localite is your best single source for all the localized 
lights your customers need for machine tools, assembly 
operations, offices, laboratories, schools, hospitals, hobby 
and home use. 


Localites are available in sizes and styles to suit every 
job . . . cost no more than many ordinary lights . . . are 
competitively priced to sell to every market. 


Write for Catalog L-9, Fostoria Corporation, General 
Products Division, Fostoria, Ohio. 


gpm, 
‘“F FOS T@QRiE A 
Ty, ; 
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Now you can insure that your indoor mer- 
cury lighting installation will start and 
keep going even when temperatures slip 
far below zero. No longer is it necessary to 
use special, premium-priced indoor trans- 
formers or the still more costly weather- 
proof outdoor type for low temperature 
indoor installations. Sola’s new standard 
line of indoor constant-wattage mercury 
lamp transformers keeps H-1, H-25, and 
H-33 lamps working down to minus 20°F. 
Two-lamp and single lamp units are both 
available for these input voltages: 115, 
208, 230, 277, 460, and 575. They are ideal 
for shed, dock and warehouse installations 
as well as indoor remote mounting to serve 
outdoor mercury circuits. 

These indoor transformers have new, 
lighter-weight core and coil construction 
for easier handling. Long leads and twelve 
knockouts in the new-designed case permit 
quick and easy connection. The case is 
liberally perforated for plenty of air cir- 
culation around the core and capacitors 
to give cool, trouble-free operation. 

Listed by Underwriters Laboratories, 
the new indoor transformers incorporate 
the well-known Sola constant-wattage cir- 
cuit which gives you these performance 
benefits: 

Low starting current—limits current dur 
ing warm-up, eliminates need for heavy 
wiring and time-delay relays, and per- 
mits more lamps to operate on the 
lighting circuit 

Maintained light output — holds lumen 
output constant within +1°%% for line 
voltage changes as great as +13%. 

Open and short circuit protection — pre- 
vents transformer and wiring from 
overheating. 

Insures rated lamp life reduces pre- 
mature lamp failure by providing stable 
operating conditions. 

No dropout when line voltage dips 
eliminates lamp dropout even when 
voltage dips 30°, from nominal. 


or information, write for Bulletin MVI 


SOLA]; 


aie UNS Aig. Seo BRED A DIVISION OF Cc 
ee a BASIC PRODUCTS CORPORATION z 


SOLA ELECTRIC CO., Busse Road at Lunt, Elk Grove, Iilinois 
IN CANADA, Sola-Basic Products Ltd., 377 Evans Avenue, Toronto 18, Ontario 
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and BUZZERS 


Large or Small, 
Auth has ’em all! 


AUTH produces a large variety of electric bells and buzzers for indoor, outdoor 
and marine use; for light or heavy duty use; for alternating or direct current 
operation on voltages from 1% volts D.C. up to 250 volts. 


BELLS range in gong sizes from 1 inch to 10 inches in diameter and are available 
in vibrating and single stroke, weatherproof and watertight models. 


BUZZERS are supplied with various sound volume outputs and in sizes ranging 
from the tiny, lightweight “Midget” to the oversized ‘‘Powerbuzer.” 


Join the great expanding group of Auth signaling equipment users. Write 
now for latest catalog sheets on “Bells and Buzzers” or contact our nearest 
representative. 


Sold in cooperation with the Distributor 


Auth Electric Co., Inc. 


Dept. A5 LONG ISLAND CITY 1, NEW YORE 
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SIGNALING 
EQUIPMENT 


AUDIBLE SIGNALS 
ANNUNCIATORS 
PUSH BUTTONS 
TRANSFORMERS 
APARTMENT HOUSE 
MAIL BOXES 


SIGNALING 
SYSTEMS 
CLOCK AND PROGRAM, 
TELEPHONE, FIRE 
ALARM, NURSES’ CALL 
AND OTHER SYSTEMS 
FOR HOSPITALS, 
HOUSING, SCHOOLS, 
SHIPS AND INDUSTRY 





1960 


get on this New profit wagon 


Special Sale on Moe Light 
Automatic Lighting 


POST AND LANTERN COMBINATIONS 


Pick up phenomenal profits on the latest craze in pres- 





tige items—outdoor post lanterns with automatic light ! 


control. Here are six top quality lanterns...styled to”; 
blend with traditional and contemporary homes... ; 
special sale prices for fast turnover. See your distributor 
or send coupon today for full details. 


NATIONALLY ADVERTISED IN HOUSE BEAUTIFUL 


M-844/M- $23 
Popular large size all-pur- 
pose lantern, 9%" square 
“Electric eye'’ post 

Special Dealer Price 


$9971 


(Regular Dealer 















M-853/M-923 
Sleek modern design with 
hand blown opal glass 
bow!. 20° diameter. ‘‘Elec- 
tric eye"’ post 

Special Dealer Price 
ey $257 

4 (Regular Dealer 
Price $33.29) 







M-1818/M-923 

Uitra-smart contemporary 

lantern in hand blown opal 

glass. Brass rings and 

arms. 16" diameter. ‘‘Elec- 

tric eye’’ post 

Special Dealer Price 
$26" 

(Regular Dealer 

Price $34.62) 













M-1853/M-923 
Contemporary style, ideal 
for patios. Hand blown opal 
glass. 16" diameter. ‘‘Elec- 
tric eye’’ post 

Special Dealer Price 


a $90?" 
4 


square 
post 







(Regular Dealer 
Price $27.95) 





Special Sale Prices 


Until Oct. 31, 1960 Only _ % 


Mail Now 


FOR MORE PROFIT! 
THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 

207 E. Broadway, Louisvilie 2, Ky. 
The World’s Largest Source of ting 

for Home, Commerce and Industry. 
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y M-824/M-923 
Eagle-topped lantern with 
white glass panels criss- 
crossed in clear lines. 8% 


Special Dealer Price 


4 (Regular Dealer 
Price $24.62) 






















‘Electric eye'’ 







$47°' 





Mig 


7: 


Ay 


MOE 


LIGHT 


iin, 


~ 











Price $29.95) 


New! 
“ELECTRIC EYE” 


Automatic 
Light Control 


M-923 “Light Command" 


Post with built-in photo 
electric control unit. Not 
affected by other yht 
sources. Can connect to 


control additional lanterns 
up to 200 watts. Can also 
be controlled by regular 
switch. Has pre-wired 
grounded convenience out 
let. Adjusts from 72” to 84 
Biack on Solid Aluminum 


ete) MI -823 /M-923 


Luxury touches in budget 
lantern. 8Y square 
Frosted chimney. Clear 


glass panels Electri« 


eye 


post 


Special Dealer Price 


( 





$4197" 


(Regular Dealer 
Price $26.62) 


























OFF AT DAWN 
AUTOMATICALLY 


- 








NOTE: Ai! 
lanterns are 
Biac x on So } 
Aluminum 
with Solid 


Brass trim. All 
complete with 
M-923 ‘'Light 
Command 
post 







SPECIAL MESSAGE 
TO DISTRIBUTORS 







»M 
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PROTE 


FLUORESCENT 
LIGHTING INSTALLATIONS 








ADVAN-guard,® a thermally actuated 
automatic reclosing protective device, 
introduced by ADVANCE almost 3 
years ago, is an integral part of every 
ADVAN-guard® Ballast. It is sensitive 
to voltage and current as well as tem- 
perature and protects against excessive 
voltage supply . . . internal ballast short 
circuiting ... inadequate lamp mainten- 
ance . . . improper fixture application 
and eliminates the need for individual 


fixture fusing. . 


ADVAN-guard" is sealed in the ballast housing and pre-set to instantly and automatic- 
ally trip out whenever the ballast is operating at higher than recommended temperatures. 
When heat decreases to normal operating temperature, ADVAN-guard” resets automat- 
ically and the ballast resumes operation, adding years to ballast life by preventing ballast 
operation at abnormal temperatures. To assure maximum protection for fluorescent 
lighting installations, provide ADVAN-guard® Fluorescent Lamp Ballasts. ADVAN- 
guard” is listed by Underwriters’ Laboratories, Inc. Write for detailed literature. 





Monvtocturer of 


Fiverescent Lomp Bollosts 


Manufactured In Canada by: ADVANCE TRANSFORMER CO. Ltd., 5780 Pare St., Montreal, Quebec, Canada 
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272—Concrete box 
3” deep 


425—3 x 2” Switch box 
2” deep Griptite 


451—3 x 2” Switch box 
2%" deep “‘Q”’ clamp 


606—4” x 2” 
Thru-the-Wall box 


156—4” Octagon box 
142" deep N clamps 


125—4” Octagon box 
144" deep 


190—4” Square box 
142” deep 


Vaan 01 0D: e (0) anh -) an 0) Ov 


1) 


1922—E.M.T 2358— 
compression type coupling Entrance cap 


‘ 


2002—Small 
set screw type connector 


258—411/,.” Square box 
2" deep 


am 


1902—E:M.T 
compression type connector 


1802—No thread 
rigid connector 


2202—Angie squeeze connector 
90° two-piece type 


2141—Non-metallic 
cable connector 


2022—Smaill 
set screw type coupling 


Raco has the most versatile and com- have it with Raco boxes and fittings. 


plete line of roughing-in materials 


you'll find anywhere. Shown here are Simplify your ordering, inventory and 


RACOL 
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some representative products of the 
extensive Raco line. One thing is sure 
—whatever size, whatever type of box 
or fitting your contractors require, you 


ALL-SLECL Favre n tT 


Aurora, Illinois 


shipping problems—with Raco, the 
quality source for all your roughing-in 
materials. Make your next order fast 
selling Raco fittings and boxes. 





INC. 


AMPROBE SWAPS YOU 


8 REASONS WHY YOU SHOULD USE AN AMPROBE RS-3 


FLEXIBILITY. A combination volt-amp-ohmmeter, this snap-around instrument 
provides 3-voltage, 5-current and 1-ohm ranges for true flexibility. 
ROTARY SCALE. Only one range visible at one time to speed readings, minimize errors. 
MAGNIFYING UNBREAKABLE WINDOW. Read from any angle—even in poor light. 
POINTER LOCK.“Freezes” the needle at the reading. Let’s you test any conductor you 
can reach—even when you can’t see the scale. 

NE-HAND OPERATION. Convenient “trigger” and plastic selector knobs make this 
pocket-sized beauty “one-hand” handy. 

ADVANCED ENGINEERING. Unique printed circuitry for rugged reliability; exclusive 
meter movement includes self-shielding internal core magnet. 

PRECISE TIME-SAVER. Take readings accurate within +3% of full scale—in a snap! 
YOUR ANSWERS ARE IN THE BAG. The kiT holds an RS-3, a DECA-TRAN (extends amps 
readings 10x; to 1200 amps), an ENERGIZER (multiplies sensitivity 10x for 
small-appliance and fractional-h.p. motor readings), test leads and a compart- 
ment for your hand tools. Price (without trade) : $84.50. 


ONE REASON WHY YOU SHOULD TRADE TODAY FOR THE TEST-MASTER KIT 


Now you can trade in your old snap-around tester (any make but the AMPROBE 

JR.) for the compact TEST-MASTER KIT or a new AMPROBE RS-3. No matter how old your 

present instrument is, or its condition, it’s worth real money! Ask your Distributor. 
World’s Largest Manufacturer 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK "cits Largest Manufacturer 
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£8N get the tools t 


Save money too.. 
@ are now offering 
Snap-aroung 


Allowance for 
for the new TEST. 


volt-amp-ohmmeter | And 
£00d news with 


will appear in 


hey neeq- -and 


the colorfy) 


Cordial ly your 
PYRAMID INSTR 


s, 


MENT CORPORATION 


Marty Schwartz 
General Sales 
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ACTUAL TESTS’ PROVE 


Allen-Bradley Standard Duty 
Push Buttons can be installed 


4) 


a 


() (4 
si 


5 


y4 
1/ 
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BULLETIN 800 
STANDARD DUTY 
PUSH BUTTONS 


In accurately timed tests, Allen-Bradley 

standard duty push buttons required 

about half the installation time—on the 

average—than each of four other popular 

makes. This saving in installation 

time means “‘dollars’”’ saved on the job. 

How come only the famous A-B standard 

duty push button possesses this time and moneysaving advantage? The 

answer lies in the molded, wrap-around cover—which also contains the 

contacts. When the cover is removed, the wiring terminals are out in the 

open—ready for wiring—and you have plenty of working space. The 

two cover screws are captive—they cannot fall out and get lost. Arif 

with the contacts in the cover, they are protected against accidental 

damage and careless wiring. Naturally, these push buttons have double 

break, silver contacts that never need service attention. There are two 

concentric knockouts on each end of the base, which are removed from 

the outside—the heavy, pressed steel base will not bend out of shape. 

Your local A-B distributor has these Bulletin 800 push buttons in 
stock. Call him today—you’ll save time and money on your next job. 


Using recognized standard duty push buttons, installations were made by an experienced electrician 
under identical conditions. He was not connected with Allen-Bradley Company in any manner, 


A-B STANDARD DUTY PUSH BUTTONS 
Made as a One-, two-, or three-unit station-—with 
pilot light available. Readily changed for hori- 
zontal or vertical mounting. Convertible two- or 
three-way selector switch supplied with or 
without pilot light. 





ALLEN -BRADLEY J hroror- 


Member of NEMA 





CONTROL 
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PROVED 
UP TO 86% 
EFFICIENT 


A winning combination of rugged strength, beauty and efficiency the most efficient, 


t 





in a concave plastic fixture! The Gateway introduces a new most rugged 
’ 
concept of design and construction. Plastic is basic .. . but no wrap-a-round. 


; concave- plasti 
Concave bottoms hinge separately ... choose GrateLite Louver cave - plastic 


Diffuser* or Prismoid GrateLite Louver-Lens**. drop luminaire 


: 100 FC AT 4 WATTS PER SQUARE FOOT! available 





Examples — Estimated Ft. Candies — 80/50/30 R. F.—9’0" to 9’ 6" Mtg. Ht. —10’ 6" to 11’ Ceil. Row Mtgs. 






























































with Concave PRISMOID BS with Concave GRATELITES 
. 2 Be Ca ee.) ne re 
Rows of lamps D "a oe << A ——4_ Rows of lamps a —-. Cc a B —e 7 Sie 
____ lite s2Fc | sorc| 67FC Fire | _ lite | 48Fc | S4aFc | 62rc [| 66rc 
3-lite 78 FC 89 FC | 101 FC | 107 FC 3-lite 72FC 81 FC 95 FC 99 FC 
4-lite 99 Fc | 113FC | 129FC | 136 FC 4-lite 91 FC | 105FC | 118FC | 125 FC 
Notes: Room index D is for 30’ x 36’ room using 3-28’ rows Room index B is for 50’ x 56’ room using 5-48’ rows 
Room index C is for 40’ x 48’ room using 4-40’ rows Room index A is for 60’ x 60’ room using 6-52’ rows 


THE EDWIN F. GUTH CO. 


2615 Washington Bivd., Box 7079, St.Louis 77, Mo. 





LIGHTine 
Since 18902 + QU 5. Pot. No. 2,745,001 Con. Pat. 1957, No. 538.245 
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What's new in faster service? 


Now Cutler-Hammer can help you 


make prompt deliveries on orders 
too big for your normal stocks 


Service is just hours away from one 
of our 17 fully-stocked warehouses because 
a new automatic replenishment program 
keeps shelves full. A new stock checking 
program keeps our warehouses from run- 
ning out of stock. This means better service 
to your stocks, quicker back-up in emer- 
gencies, better service to your customers. 


Cutler-Hammer warehouses have 
an electronic brain. As stock is shipped 
from a warehouse, the information is sent 
to Milwaukee. Daily, this information is fed 
into an electronic computer. Every week the 
computer tells what each warehouse needs 
and it’s shipped. 

This amazing machine makes monthly 
adjustments of stock levels in every ware- 
house. It compensates for seasonal changes. 
Takes care of special situations. 


WHAT’S NEW? ASK... 


CUTLER-HAMMER 


Division: Airborne Instruments Laboratory « Subsidiary: Cutler- 
Hammer international, C. A. * Associates: Canadian Cutler-Hammer, Ltd.; Cutler-Hammer Mexicana, S. A 


Cutler-Hammer inc., Milwaukee, Wisconsin « 





So now, when a customer wants a stock 
item you’re temporarily out of, you know 
you can have it in hours, because you know 
your Cutler-Hammer warehouse will have it. 


What's new in faster service? Auto- 
matic warehouse replenishment is just one 
of the many new services coming your way. 
We're planning ahead—with new, better 
products to give you the competitive edge- 
with more sales engineers to help you when 
you need it. And, now, most modifications 
of stock items to fit your specifications take 
just a few days. 

It’d be worth your while to find out about 
the new Cutler-Hammer from the repre- 
sentative that calls on you regularly. When 
he comes in ask him, ‘“‘What’s new?” He'll 
be glad to tell you all about it. Or, call the 
Cutler-Hammer sales office nearest you. 


ni 


CON TRO.’ 

















EV Series 

Explosion-Proof Highest Efficiency ... 

Lighting Fixtures Easier to install, relamp, 
maintain... 


The EV series offers exactly the right fixture 
for any area made hazardous by flammable 
atmospheres of vapors or gases, as defined under 
Class I of the National Electrical Code. 


Basic EV Incandescent Fixtures 
(Groups C & D) 

are of strong, shock-resistant construction, 
contain internal explosions without rupturing. 
Threaded joints are flame-tight . . . no sealing 
compound required on installation. Gas tightness 
not required for safe operation . . . just turn off 
line current when relamping. Maximum corro- 
sion-resistance. 75-500W. 


EVA Incandescent Fixtures 
(Groups A & B) 
comprise the first complete, UL-approved 
lighting system for acetylene and hydrogen loca- 
tions. Lamp and wiring compartments are sepa- 
rate and individually explosion-proof. 150-300W. 


EVA Mercury Vapor Fixtures 
(Groups C & D) 
provide important operating economies in 
hazardous areas: 2.5 times more light output per 
Watt than incandescents . .. greatly reduced 
frequency of relamping. 250-400W. 


For Complete Information on Crouse- 
Hinds explosion-proof lighting equipment, call 
s\n we your Crouse-Hinds distributor, or write us. EV 
\ ES Lighting Fixtures are available in all reflector 
\ \\\ SS types: Holophane Prismatic (illustrated) ; slotted 
ae dome and angle; and conventional (unslotted) in 

all shapes and sizes. 


FF) ) Aves 
' tid 























OFFICES: Atlanta Baton Rouge Birmingham Boston Buffalo Charlotte Chicago Cincinnati Cleveland Corpus Christi Dallas Denver Detroit Houston Indianapolis Kansas City 
los Angeles Milwaukee New Orleans New York Omaha Philadelphia Pittsburgh Portland, Ore. St.Louis St. Paul Salt lake City Son Francisco Secttle Tulsa Washington 
RESIDENT REPRESENTATIVES: Albany Baltimore Reading, Pa. Rich d, Va. 

Crouse-Hinds of Canada, Lid., Toronto, Ont. Domex, Mexico City, D.F. Peterco, Sao Paulo, Brazil 





ELECTRICAL WHOLESALING—September, 1960 








PROFIT 
KNOCKOUT. 


with the 


ed ee} (pled i-le bl adgeliit-; 
Tah A-lal ele am Orelalice) Mi adt-1a) 





When business is good—bdut your profits 
are taking it on the chin—just look at your 
inventory! Dead stock on your shelves— 
items that are obsolete or too slow-moving 
—knocks out profits every time. 


Profits start with buying—the right mer- 
chandise...at the right price...in the 
right quantity ... and with the right ser- 
vice and cooperation to insure rapid 
turnover. 


When you call for cable—call for Carol! 


That’s why it’ll pay you to know about the 
Carol Protected-Profits Inventory Control Plan 
. a newly developed service designed to: 
Insure maximum turnover 

Eliminate obsolescence 

Insure adequate inventory to fill all orders 
promptly 

Insure balanced inventories 





Protect your profits 





STOP TAKING IT ON THE CHIN... Ask your 
Carol salesman for full details on the “‘Carol 
Protected-Profits Inventory Control Plan’’— 
or write, wire or phone Carol Cable Company, 


Pawtucket, Rhode Island. 





Portable Cords » Power Supply Cable, Types W & G « Arc 
Welding Cables + Cord Sets « Asbestos Types « Plastic 
Jacketed Cords « Thermostat Wires « And Many Others 
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CAROL CABLE COMPANY 


Division of the Crescent Company, Inc., Pawtucket, R.I, 
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CBM Ballasts are checked by testsregularly,atE.T.L. 


And this is Because this CBM emblem on a ballast case means 
checked and certified by Electrical Testing Labora- 

one of many tories to definite CBM specifications .. . “‘Specs’’ 
advantages that assure high light output, positive start- 
ing, Power Factor correction . . . dependable, 

which this CERTIFIED rated performance from fluorescent lamps. 
onthiow And of course, UL listing. They bring other 
by benefits, ee savings on installation (fewer 

circuits needed for fixtures CBM-equipped) and 

ET) more light (from the same number of fixtures). 


It pays to specify fixtures equipped with CBM ballasts. 


on a fixture 
BALLAST 


assures you! For the latest facts, ask us to send you CBM News. 


® Participation in CBM is open to any manufacturer who wishes to qualify. 


CERTIFIED BALLAST MANUFACTURERS, 2119 KEITH BUILDING, CLEVELAND 15, OHIO 


ELECTRICAL WHOLESALING—September, 1960 





on the next two pages... 








an 


of sales policy to 


wire and cable 
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ROCKBESTOS 


a division of CERRO Of PASCO CORPORATION 
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A NEW ROCKBESTOS SALES POLICY 


By or a- 





— 


ROCKBESTOS WIRE & CABLE CO 
OFFICE OF THE GENERAL MANAGER 


Until now, Rockbestos has practiced a success- 
ful policy of selective distribution limited 
to the relatively few distributors willing 

to perform the basic functions of sales, ware- 
housing and technical assistance 


This mutually rewarding experience -- plus 
the growing number of distributors nationally 
who now realize that a truly profitable 
relationship rests on mutual cooperation -- 
prompts us to expand our distributor organiza- 
tion on the basis of the published sales 
policy outlined on the opposite page 


If you're the kind of responsible, profit- 
minded distributor we've been talking about, 
there will be a Rockbestos representative 
around shortly to talk it over. 


If you'd like to talk about it sooner, contact 
the Rockbestos man nearest you or write 
directly to our executive offices 


~ ry 
eh (yp Sree 
V.P. & Gen. Mgr 


Nationally Recognized Quality... 
in ROCKBESTOS WIRE AND CABLE 


ASBESTOS VARNISHED CAMBRIC AND SILICONE RUBBER: Power, Control, Lighting and 
Switchboard Wires and Cables 


SILICONE RUBBER: Power, Control, Motor Lead, Appliance and Fixture Wire and Cables. 
THERMOPLASTIC: Control Cables and Switchboard Wires 

ASBESTOS AND SILICONE RUBBER: Shipboard, Aircraft and Mining Cables 

TEFLON, ASBESTOS, SILICONE RUBBER: Coaxial Cables 


ALSO Fire Alarm and Traffic Control Cable ¢ Heating Cables ¢ Flexible Cords e 
Armored Cable e Lead Sheathed Cables 


FOR USE | Aircraft Electric Motors Electronic Devices Automotive Plants Power Stations Boiler Rooms 
Appliances Lighting Fixtures Electrical Apparatus industrial Plants Glass Factories Steel Mills 
IN THESE MARKETS Switchboards Mining Machinery Railroad Locomotives Food Industries Pottery Plants Refineries 


The Rockbestos 6-Point Distributor Program 
for Mutual Profitability 


SELECTIVE DISTRIBUTION PROTECTED DISCOUNTS 


Selected, authorized distributors will be 
protected in their specific marketing 
areas. 


DISTRIBUTOR SALES 
TRAINING 


TECHNICAL ASSISTANCE 
“On-the-spot”’ technical assistance will be 
provided by Rockbestos field engineers 
for specialized cable applications and 
recommendations. 





AGGRESSIVE SALES 
PROMOTION 

Rockbestos customer-aimed advertising 
program — backed by direct mail, cata- 
logs, brochures, etc. — directs custorrers 
and prospects to you. 


TOP QUALITY PRODUCTS 
Rockbestos’ most important asset is the 





NEC Type AVA NEC Types AVB, TA, TBS NEC Types A, Al, AA, AIA 

Power Cables (600-5000 Volts) Switchboard wires, hinge cable, bus Power, rheostat, apparatus cables 
single and multiple conductor cable (600 Volts). Underwriters’ ap solid, stranded flexible and extra 
braided, interlocked armcred or with proved switchboard wires. Recom flexible. 600 and 300 Volts. Recom 
lead sheath. Lighting wires, motor mended for switchboards, contro mended for wiring in high ambient 
lead wires, control cables panels, induction heating apparatus dry locations as outlined in NEC 


hinge and jumper connections on 
swinging instrument and synchron 
NEC Type ACV a poe pane is etc ‘ 
Power Cables (600 & 5000 Volts) wih = . SILICONE Wire and Cable 


single and multiple conductor Power Cables 600 & 5000 Volts 


interlocked armored or with lead PNR Control Cable Control cables, Class H motor lead 
sheath. Recommended for secon PNR small diameter control cables wire, heating cable, defroster wire 
dary leads from power centers to 600 Volts. Other thermoplastic cor appliance and fixture wire. Un 


bus ducts in armored construction trol cables 600 & 1000 Volts restricted in application 











“BURLINGAME, CALIF. 
No. 6 Guittard Road 


*CHICAGO 24, ILL. 
4534 West Madison Street 


CLEVELAND 21, OHIO 
2000 Warrensville Center Road 


SOUTHFIELD (Detroit) MICH. 
Southfield Building 
18610 West 8 Mile Road 


LOS ANGELES 5, CALIF. 
4020 W. Third Street 


MASPETH, LONG ISLAND, N. Y. 
60-10 Maurice Avenue 


NEW HAVEN 4, CONN. 
285 Nicoll Street 


PHILADELPHIA 43, PA. 
5315 Chester Avenue 


PITTSBURGH 19, PA. 
2520 Koppers Bidg 


ST. LOUIS 21, MO. 
Lambert-St. Louis Municipal Airport 


ATLANTA, GA. 
L. Morris Landers Co 
251 Spring Street, S.W 


CHARLOTTE 9Q, N. C. 
W. H. Lassiter Sales Co. 
P. O. Box 11014 


DALLAS 15, TEXAS 
Fain & Associates 
2434 So. Harwood 


DENVER 4, COLO. 
Sales Engineers, Inc 
211 Wazee Market 


HOUSTON, TEXAS 
Glidden Engineering & Equipment Co 
3802 Winchester Street 


NASHVILLE, TENN. 
John Townes & Co 
P.O. Box 164 


NEW ORLEANS 10, LA. 
Al Levin & Associates, Inc 
P. O. Box 1279 


TULSA 9, OKLAHOMA 
John W. Elder Co 
1526 East 4th Street 


*Warehouses 


ROCKBESTOS 


WIRE AND CABLE CO. 





a division of CERRO DE PASCO CORPORATION 


MAIN OFFICE AND FACTORY: Nicoll and Canner Streets, New Haven, Conn. 
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Spotlighting Top 
Lighting Sales Ideas 











IGGER, more forward-looking, full of readily adaptable and profitable 

ideas—that’s EW’s fourth Lighting Sales Idea-Book. In this 40-page spec- 

ial report, you'll find 18 feature articles detailing sales techniques now 
in practice across the nation. 

In addition to a thoroughgoing commercial, industrial and residential 
market coverage, applications in the specialty market are explored in detail. 
This includes lighting for churches, ski areas, textile mills, apartment houses, 
parking lots and miniature golf courses. 

Subject matter also covered includes pricing, showmanship, selling by the 
distaff side and complete programs by distributors to boost lighting sales. 

In producing these articles in the field—from Minneapolis to Birming- 
ham, and San Francisco to Boston—EW’s editors found that distributors are 
doing a better job than ever before—not only selling up lighting, but also of 
selling increased levels of illumination. These distributors have found that 
adequate lighting can be sold, with the proper techniques, for the benefit of 
the customer—and for a profit to themselves. 
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Because of the rapid rise in the construction of apart- 


ment houses, S. F. Lighting & Supply, San Francisco, is 


cultivating the builders of these dwellings profitably 


Creative 


Concentration Adds Volume 


residential lighting fixtures—a sleeper now awak- 
ening with volume and profit opportunities for the 
distributor’s salesman, says Thomas Clarey. And, as a 
lighting specialist-salesman for S. F. Lighting & Supply 
Co. (a 29-year-old full-line San Francisco house now 
being absorbed into the ISCO-Phillips & Edwards af- 
filiated group), Clarey has the sales record—the sales 
of fixtures for 22 apartment houses in May, June and 
July—to prove the value of the multiple-dwelling mar- 
ket as a volume user of residential fixtures. He has 
been concentrating on this market and making it pay. 
Clarey’s interest in this field is fully justified, and the 
market comes well recommended to other salesmen 


Nis: apartment houses are a “sleeper” market for 


MAJOR PROSPECTS for apartment house lighting are the 
developer-builders, such as Al Mason (left), salesman Tom 
Clarey believes. Here he shows lighting samples for next 
group of apartments Mason will build. 


70 





with full lines of residential fixtures for these two rea- 
sons: 

e The Market Changes—The steady decline in the sin- 
gle family market for lighting fixtures and the rapid 
rise in the sales opportunities represented by the con- 
struction of apartment houses during just the past five 
years is emphasized by these reports from the Depart- 
ment of Commerce showing construction for the first 
six months of each of the following years in the nine 
counties making up the San Francisco-Oakland metro- 
politan area: 


New Single Family New Multiple 
Dwellings Dwellings 
1955 21,611 3,021 
1959 16,399 10,296 
1960 13,257 10,015 


So, to the practical residential lighting fixture sales- 

man or specialist, the handwriting is on the wall. He 
must go after the apartment house business, or suffer a 
loss. And the above figures aren’t the whole story, says 
Clarey. He points out that the number of starts reported 
above represent the buildings, not the number of resi- 
dential units. When figured as living units, the number 
of residential fixture sales opportunities has increased 
many more than the 300% indicated by the building 
starts. 
e The Market Is Profitable—The distributor’s salesman 
considering the apartment house market must recognize 
changes that have taken place during the last five years, 
says Clarey. The market today is not a duplicate of the 
apartment house building boom that many old-timers 
will remember selling in the 1920s. Today, a majority 
of the multiple dwellings are going to the suburbs. They 
are being built to fill the need of a special group of 
families, not to make the best use of land as was 
the impetus in the ’20s when the apartments were built 
in the big cities. 

The salesman’s opportunities are definitely related to 
the reasons behind this trend. Most of today’s young 
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SUBURBAN VOLUME for resi- 
dential lighting fixtures is growing 
fast with building of thousands of 
modern garden apartments, like 
this 3-building. 12-unit structure in 
Millbrae, Calif., where salesman 
Clarey supplied $1,200 worth of 
residential fixtures. 


CITY VOLUME for residential 
lighting fixtures is rapidly increas- 
ing as old homes are replaced by 
modern apartment buildings, such 
as the 8-unit project in San Fran- 
cisco pictured above. On this par- 
ticular job, the salesman sold 
$1,000 worth of fixtures. 


couples—aided by GI, VA and FHA—are buying resi- 
dences. Older couples, tired of the size and maintenance 
of a single family home, are seeking apartments—but 
they are looking for them in the same type of suburban 
area to which they have become acclimated climatically 
and socially. Most of these couples want the quality 
and luxury in the apartments that they enjoyed in their 
homes. So, for the distributor’s salesman cultivating the 
business of the developers of the apartment houses, 
there is an opportunity to sell quality lighting. 

e The Market Can Be Sold—For these reasons, and 
many others, Clarey has been proving that the distribu- 
tor’s salesman specializing in residential lighting fixtures 
can get profitable orders from the apartment house field. 
To sell such jobs as those illustrated, Clarey has devel- 
oped his own set of “Procedures for Handling Sales of 
Fixtures to the Apartment House Market”: 

e The People to Sell—When the distributor’s salesman 


September, 1960—ELECTRICAL WHOLESALING 


























































wants a chance at selling fixtures to the apartment 
house market, the people to see are the builder-devel- 
opers and the architects and designers, says Clarey. He 
finds that contact with the electrical contractors, before 
or after the bidding, is of no value. 

The key factor, says Clarey, is getting to the builder- 
developer early. To make the apartment house market 
profitable, the distributor's salesman must have a hand 
—preferably full choice—in selecting the number and 
type of fixtures that will be used. Obviously, that has 
to be done before the electrical layout is made. There 
is little opportunity to specify a quality job, little profit 
for the effort and little point in a lighting salesman 
specialist coming onto the job to pick fixtures that will 
go onto a limited number of boxes already installed or 
specified. 

Another reason for being there when the plans are 
being made, says Clarey, is to get the order signed while 


CONTINUED 








START EARLY and high, says Clarey, who ar- 
ranged for this decorative lighting long before the 
electrical wiring was laid out by the contractor. 


SELL RENTABILITY, Clarey says. He specified 
attractive portable lamps, such as the one shown 
above, in keeping with the decor. 


Concentration Adds Volume (cont.) 





the builder-developer still has the money. At that time 
the money for the apartment house is being allocated 
to the structure for wiring, for plumbing, for decorat- 
ing, for landscaping and for the fixtures. Naturally, the 
last work scheduled will be the installation of the fix- 
tures and the landscaping. Says Clarey, inevitably the 
other allocations will run over the estimates. And the 
last minute the builder will have to economize—and it 
will be in the money spent for fixtures and landscaping 
—unless, in the case of the fixtures, they have been 
specified, ordered and are awaiting delivery to the job. 

The salesman’s other contacts are the architect and 
the decorator-designer. Once the salesman has the go 
ahead from the builder, he needs to work with the 
architect not only to get the layout from which he can 
decide where lighting fixtures will be needed but to 
learn the design of the building which will influence the 
type of fixtures for areas other than living quarters— 
lobby, corridors, garage, stair wells, yard or garden 
lighting, etc. With the decorator, the distributor’s sales- 
man learns how the apartments will be furnished so 
that he can plan for fixtures that will fit the same 
period, accentuate the decor and offer the tenant ade- 
quate light in the areas where the decorator and de- 
signer have decided the occupant will spend time. 

The distributor’s salesman can do all that well and 
profitably—after he has won the confidence of the 
builder-developer. To get that, the salesman needs to 
be a specialist in residential lighting fixtures and tech- 
niques, and he must know what sales techniques are 
useful in selling this market, as Clarey points out below: 
e Sales Techniques—The business of selling the apart- 
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ment house market is more like the industrial and com- 
mercial lighting field than it is the normal selling of 
residential fixtures, says Clarey. Just as the salesman 
doesn’t consult the workmen or the clerks who will use 
industrial or commercial lighting, neither does a sales- 
man have a chance to consult with the people who will 
rent the apartments. In both fields, the distributor’s 
salesman is dealing with the people to whom the lighting 
job must produce results. 

Clarey sells the fixtures for apartment houses to the 
people to whom the fixtures represent a sales feature of 
their properties. The success of the builder-developer 
depends on his apartments renting quickly and staying 
rented. Good lighting can attract tenants, and it can 
help make them comfortable enough to keep the apart- 
ments. For that reason, says Clarey, he can and does 
sell the builder-developers much better lighting installa- 
tions than would go into residences designed to sell to 
the same economic group that will be renting. 

“The builder of apartments for the middle and upper 
income groups has to realize that the average person 
today knows more about decor than the best profes- 
sional decorator of 20 years ago. The influence of the 
home magazines has been tremendous. The couple look- 
ing for an apartment wants more than space. That’s 
why most developers give such freedom to the interior 
decorators. The distributor’s salesman must put over his 
point that the lighting is as important as anything the 
decorator does—that it is part of the decorative scheme 
of the apartment—and of course, that it is the lighting 
that shows off and enhances the color, the furniture, the 
floor covering and everything else the builder puts in 
there to make his apartment rentable,” Clarey points out. 

“The lighting fixtures are the cheapest investment the 
builder makes in his apartment house,” Clarey states as 
the basis of his sales story to builder-developers. “For 
example, for a suburban garden apartment the builder 
will have to figure maybe $2,000 or so for landscaping 
—so he certainly shouldn’t hesitate to spend $1,000 on 
the lighting fixtures that will do as much or more to 
rent his units and to keep them occupied.” 

To make sales like those illustrated (p. 71)—$1,000 
worth of fixtures for one 8-unit apartment, $1,200 worth 
for another project—Clarey does not “sell up.” He 
starts high, and uses his sales ability to keep the job at 
that level. How high he starts depends naturally on the 
design of the apartment house and its rental bracket. His 
aim, and what he considers his basic selling job, is to 
sell “go with.” This is his effort to select for each apart- 
ment house the correct lighting to “go with” the archi- 
tecture and layout of the building and the decorating 
style being planned for the apartments. 

“You must convince the builder developer that you 
can do the best job of selecting and placing the fixtures 
not because they are cheap, or expensive, old or new 
style—but because you have the know-how to select 
lighting that will ‘go with’ everything else he’s planning, 
and that in doing so you will enhance the attractiveness 
and rentability of his units,” this distributor’s salesman 
states. “When the builder understands and appreciates 
this approach and has confidence in you, he will approve 
such modern and saleable features as recessed fixtures in 
the bathrooms to hold sun or heat lamps, crystal to 
glamorize a separate dining room if that is a feature he 
is promoting, more than one ceiling light in the kitchen 
so the woman doesn’t always work in her shadow, even 
undercounter lighting if the builder is featuring deluxe 
kitchens. And, for the apartments that will be rented 
furnished, you can show the developer that it is cheaper 
to put in one or two extra fixtures in the living room 
than it is to buy the table and floor lamps that otherwise 
would be needed.” 
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Big Plant Calls for Big Job 


@ @HIGHLIGHTS® @ @ @ @ @ @ 


In the heart of the "Industrial South," Battey Machinery 
Co. fulfills many orders for plant industrial lighting, such 
as the “big'' operation shown here in this textile plant. 


HEN a leading textile manufac- 
Wire in Lindale, Ga., decided it 

needed some high output light- 
ing for a new weave room, G. B. 
Burkhalter of Battey Machinery Co., 
Rome, Ga., was called upon to solve 
the problem. The results tell how 
Burkhalter, manager of Battey’s elec- 
trical department, sold the textile pro- 
ducer on effective industrial lighting. 
e Big Operation—For the 2'-acre 
weave room of the Pepperell Manu- 
facturing Co., in Lindale, Burkhalter 
recommended 444 two-light fixtures 
with high output lamps for a total 
output of 110-ftc. Burkhalter con- 


sulted Comer Turley, the textile plant’s 
mechanical superintendent for tech- 
nical advice on the project. Due to the 
fact that the weave room must be 









VENTILATED lighting fixtures allow 
for heat to escape and permit less lint 
to clutter on lamps due to temperature 
and humidity requirements of the weave 
room in the big textile plant. 
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kept at between 80 and 88 degrees F 
because of the cotton fabric, Turley 
recommended ventilated fixtures. An 
actual test also was made of various 
fixtures in order to decide which col- 
lected the least amount of lint. 
e Full Speed—The weave room op- 
erates 24 hours a day and is con- 
tinually lighted during these hours. 
According to Turley, it is a six-day- 
of-the-week operation, which handles 
400 bales of cotton daily. The weave 
room, which is designated No. 3, 
handles about half of the plant’s out- 
put. It turns out 100,000 yards of 
cotton fabric a day, according to Tur- 
ley. 

Under these conditions, Burkhalter 
came up with the solution, as shown 
by the following picture sequence. 








Creative 





DISCUSSING lighting layout are, G. B. 
Burkhalter (standing) and Comer Turley, 
the plant mechanical superintendent. 

















A TOTAL of 1,200 weaving machines 
operate continuously in this room on a 
24-hour basis. 888 high output fluores- 
cent lamps light the entire 110,000-sq 
ft area, providing ample illumination 
throughout. 
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FACILITIES for about 342 fixture outlets on the ceiling plus 
100 on the walls are provided in Electric Supply’s new show- 
room. Tying-in it’s fifteenth anniversary party with an open 


@ Q@HIGHLIGHTS@ @ @ @ 6 ee 
Electric Supply, Inc., High Point, N.C., moved 


into a 


new, one-story home and turned it into a house of light. 


Object: sell-up high-powered lighting in all markets. 


HEN Electric Supply, Inc., High 
Point, N.C., moved into its mod- 
ern, one-story operation early 


this year, one of its principal objec- 
tives was to zero in on the residential, 


commercial and industrial lighting 
markets. 

The North Carolina electrical dis- 
tributor did it by putting special em- 
phasis on high-powered and decora- 
tive lighting through: 

e Personnel who think lighting. 

e A new house that shows it. 

e A warehouse that stocks plenty 

of it. 
e Think Lighting—Electric Supply’s 
lighting sales have risen sharply since 
these three points were put into third 
gear. “One of the most important fac- 
tors,” remarks Jim Hunt, president 
of the firm, “is personnel. Our men 
think lighting. They are trained thor- 
oughly, are qualified to do layouts and 
can talk to, and help, the country 
contractor as well as the purchasing 
agent and the homeowner.” 

“Our objective,” says Hunt, “is to 
maintain close relations with the sup- 
pliers, eliminate a lot of banter about 
price, and to concentrate on the cre- 
ative selling aspects.” Hunt says that 
the firm wants to identify itself with 
the contractor as his lighting supplier. 


74 


“The guy who is strictly volume con- 
scious,” says Hunt, “will not make 
money in this market. The secret lies 
in promotion.” Like many other dis- 
tributors around the nation, Electric 
Supply is on a straight two-time mark- 
up. 

e Show Lighting—The second big 
item that puts impact into Electric 
Supply’s lighting sales is the high level 
of lighting which is utilized, and at 
the same time displayed throughout 
the new house. “Not a corner is dark,” 
says Hunt. “We'll sell more and better 
lighting because we have more and 
better lighting.” 

Many commercial, residential and 
industrial jobs have been sold from 
the office and showroom displays at 
Electric Supply. According to Hunt, 
people have to “see lighting and its 
effects in various areas before you can 
steer their thinking. Wiring doesn’t 
mean a darn thing to many of them.” 
e Technique—Electric Supply’s sales 
pitch is: “here’s the light we give our 
executives, office help and warehouse- 
men (high output is used in the 
warehouse). It makes for more effi- 
cient work, faster, surer steps, and 
higher morale.” 

Highlight of the new house is the 

Text continued on page 176 


house, Electric Supply personnel played host to about 300 
people. The firm has personnel “who think lighting,” a “house 
that shows lighting,” and plenty of back-up stock. 


Making 


200 FITC of light from high output 
strips provide better working conditions 
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300-FTC is maximum lighting level in sales meeting room. his most comfortable lighting level.” In room are (left to 
Can be cut down to 100 ftc. Says President Jim Hunt: “It's right): Bob Hunt, inside salesman; Bill Moss, lighting show 
easy to sell over 100-ftc when a customer picks 300-ftc as room salesman and J. D. Scearce, outside saleman. 


Creative 


Lighting Sell Itself 





for employees of Thomas Car Works, High Point, N.C. The installation is in the drafting room where buses are designed. The 
job was sold and designed by Electric Supply, which says, “promotion comes before volume-consciousness 
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Making Lighting Sell Itself (cont.) 





sales meeting room which has a max- 
imum 300-ftce of light, and two other 
levels to show the differences in 
amount of illumination. “It’s easy,” 
comments Hunt, “to sell over 100-ftc 
when a customer picks 300-ftc as his 
most comfortable level of light.” 

e Stock Lighting—‘We stock a lot 
of lighting here,” says Hunt. “If some- 
one wants 60 strips for a grocery 
store, we have them. That’s our plan 
—to back all our fixtures up with a 
big stock. With our salesmen and new 
house we'll have a rapid turnover.” 





220-FTC illumination is in general office area. Fixtures have 35-45° shielding. This 
type of fixture display is aimed at school and gi:neral offices. There have been many 
inquiries about this section of the new house. 


Warehouse Lighting . . . 





SAME type of fixture displayed in P.A.’s office is installed in corridor which connects QUICK, sure steps, plus efficiency come 
all offices, showroom and warehouse. Fixture is 40-w cool white. In the corridor from high level of high output lighting 
area there is approximately 100-ftc of maintained lighting. in Electric Supply’s warehouse. Results: 
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Office Lighting . . . geared towards better sight; more sales 





PRESIDENT Jim Hunt's office is aimed 
at decorative lighting. From this office 
area a residential sale in valence lighting 
came directly from showing it to a cus- 
tomer of the firm. 


functional key to commercial-industrial sales 





business in the re-light area has risen 25% 


(storage and production work). 
lighting jobs in furniture warehouse. 
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Sold: 





PURCHASING Agent Jerry Slawter has 
120-ftc of illumination at desk level. 
Commercial, industrial and residential 


VICE PRESIDENT Joe Hunt has 125- 
ftcs. of cool, white deluxe light. This 
office display got second largest residential 
lighting job of the year. Fixture shows 
off true color of surrounding objects. 


jobs are lighting sales that have resulted 
from this area 








COUNTER area is supplied with plenty of light by fluorescent strips overhead and 
open loading dock door in warm weather. It makes for speed plus efficiency. Says 
Hunt: “If they see what you are selling, it’s easy to direct their thinking.” 














Utility Aids, 


Creative 
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ONE POLE alone uses 16-kw for lighting. Power on 10 installed poles runs from 
7 to 16-kw. Service entrance installed for lot shows, 400-amps. On first row of auto- 
mobiles, maintained illumination shows about 200-ftc. 


UTILITY OFFICIAL Christie E. Figliolini (left) looks at Electric Supply. In all, 94 flood units were used in the proj- 
installation with Mario DiSandro president of Equitable ect, all of which were mounted on 10 poles. 
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Plus Sales Persistence Equals Profits 


@ @HIiGHLIGHTS® @ @ eee @ 


Equitable Electric Supply personnel believe correct 
light levels for any job can be obtained with proper 
cooperation between the distributor and local utility 


ONSTANT stress on the benefits of higher illumi- 
nation plus sales assistance from local utility per- 
sonnel have produced good lighting jobs—and prof- 

its—for Equitable Electric Supply Co. of Pawtucket, 
R.1. 

President Mario DiSandro has found that although 
many lighting jobs can be sold easily, many others re- 
quire considerable effort in convincing the potential cus- 
tomer that a good lighting job has many tangible benefits. 
e Sales Resistance—Just recently. DiSandro was ap- 
proached to lay out a commercial lighting job for a 
used car lot in East Providence. After presenting his 
recommendations to the owner of the car lot, the dis- 
tributor was told that his estimates for maintained il- 
lumination were too high. 

“The prospective customer was not receptive to high 
levels of illumination,” DiSandro says. “He had found 
that in the past, his sales of both new and used cars 
had been good—and with much less illumination in his 
car lot areas than had been recommended for this new 
lot he was going to open.” 

Despite DiSandro’s initial attempts to sell up the light- 

ing job, his efforts were not successful. Nevertheless, he 
continued to stress the benefits of good lighting in sell- 
ing automobiles each time he saw the prospective cus- 
tomer. Not only did the distributor attempt to show 
what increased illumination would do by illustrating the 
lighting project on paper, but he also showed the owner 
the overall effects adequate lighting had on automobiles 
at several locations where similar installations had been 
made. 
e A Sales Aid—Eventually, through persistent stress on 
good lighting, the car dealer became more interested in 
increased illumination. At this point, DiSandro decided 
to call in local utility officials to assist him in making 
the sale. 

To stress the benefits of good lighting, and to be an 
aid to distributors in making sales, Narragansett Elec- 
tric Co. provides a truck on which any type of outdoor 
commercial fixture can be mounted. At DiSandro’s re- 
quest, the utility mounted the type of fixtures recom- 
mended by the distributor for the car lot project. Next, 
with the prospective customer’s approval, utility per- 
sonnel and DiSandro went to the location of the used 
car lot and demonstrated the effectiveness of the type 
of lighting recommended by the distributor. This, in 
turn, was compared with the type of lighting requested 
by the owner. 

The results of the demonstration clinched the sale. 
Not until the comparison was made did the owner of 
the lot realize the potential of good lighting. Shortly 
after this demonstration, DiSandro was told to go ahead 
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RELAXING while discussing business with the owner of the 
parking lot, Ed Butler (left), distributor DiSandro now has 
convinced the customer that adequate lighting is essential. 


with the job as it originally had been layed out by him. 
e A Large Sale—lIn all, the project included 94 flood 
units. These units consisted of 23 mercury floodlights 
of 1,000-w each and used with 23 transformers; 50 
heavy dyty lamp holders of 500-w each, with medium 
flood lamps, and 21 aluminum floodlights of 1,500-w 
each. 

All of these fixtures were mounted on 28-ft poles, 
ranging in diameter of 9-in at the bottom to 6-in at the 
top. Each of the 10 poles installed consisted of three 
sections. Mercury ballasts have been mounted about 
9-ft from the top of each pole. 

The connected load on each pole—as designated by 
DiSandro—ranges from 7-16-kws. The total load for 
pole lighting is 83.5-kws 

While DiSandro was aiming for a maintained level of 
100-ftc, the level on the first row of cars is now esti- 
mated to be well over 200-ftc 

“Good and adequate lighting is the only way to sell 
cars effectively,” DiSandro emphasizes. “This type of 
lighting is necessary to display automobiles at night. In 
this, as in many cases, the distributor and utility co- 
operated to sell the job. That's the best—and only—way 
to sell good lighting and to satisfy a customer.” 
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POINTING out the features of mercury vapor lighting is Du Wayne Hendrickson 
of Pine State. Three-lamp unit is mounted on 40-ft steel pole which allows for wide- 
spread distribution of light over miniature course. 


Recreation Market Builds Sales 


HIGHLIGHTS 


Lighting a miniature golf course and driving range is one 
of the many areas for commercial lighting sales in the 
recreation market currently being developed by Pine 
State Electric Supply of Durham, North Carolina 


ket for commercial lighting sales, 
as Pine State Electric Supply Co., 
Inc., Durham, N.C., has discovered. 
In Pine State’s sales area, which is 
centered in the vicinity of two of the 
nation’s leading universities (Duke 
and North Carolina), recreation facil- 
ities have contributed greatly to the 
increase in commercial lighting sales. 
Such projects as, bowling lanes, min- 
iature golf courses, driving ranges, 
and the newly born trampoline arenas 
are contributing factors. 
e Golf's Contribution — One such 
recreation area, Mike Rubish’s Golf 
City located on the outskirts of Dur- 
ham, which recently opened, is an 
excellent example of the enhancement 
that good commercial lighting con- 
tributes to the recreation business. 


Ricci ION can mean a big mar- 


80 


This unique golf center is a combi- 
nation driving range, miniature golf 
course and par-3 hole golf course. 
(The par-3 course is expected to be 
completed next summer.) 

Since a course of this size (the 
miniature course is 40,000-sq ft, 
200-ft x 200-ft, and the driving range 
is 360-yds. long. The dimensions for 
the par-3 course are not definite yet), 
requires good lighting for ardent 
golf enthusiasts, Du Wayne Hend- 
rickson of Pine State was consulted 
by proprietor Rubish. Hendrickson 
recommended the following lighting 
for the outdoor golf layout: 

e Twelve 1,000-w color-corrected 
mercury vapor lamps and six 1,000-w 
clear mercury vapor lamps for the 
360-yd driving range. 

e For the miniature course, seven 


1,000-w clear mercury vapor lamps. 
After consulting the local utility, 
three phase — four wire — 400-amp 
service was agreed upon. Three 100- 
amp panels were also included, one 
each for the driving range, miniature 
course and clubhouse. Another will 
be added when the par-3 course is 
completed. 
e Service—Hendrickson, who admits 
to being high bidder on the project, 
said he offered one item his com- 
petitors couldn't offer—‘service.” He 
sold Rubish on the idea, and proved 
his point by working closely with the 
electrical contractor and the local 
utility, the Duke Power Co. Hendrick- 
son also provided a lighting layout. 
As he put it, “I don’t consider a job 
sold until it is complete and all the 
details are in order.” By closely and 
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and 36 tees. Each unit has two 


MINIATURE golf course is 
highlight of Golf City where 
enthusiasts can see clearly for 
those hole-in-one shots with 
seven 1,000-w mercury vapor 
lamps on “fairways.” 


carefully watching the progress of 
an installation, Hendrickson noted, 
“You can be sure the job is done 
right, and in that way assure a better 
job and more sales.” 

North Carolina reputedly is a 
golfer’s paradise, and this can be at- 
tested to by Golf City owner Mike 
Rubish, who is a P.G.A. champion. 
According to Mike, he designed Golf 
City as a golfer’s dream, which in- 
cludes the club house. The club house 


DRIVING range is shown with a total of 18 lighting units 
1,000-w color corrected 
mercury vapor lamps and one clear type. 











DIAGRAM indicates layout of lighting units in rela- 
tion to miniature golf course and driving range. Let- 
ters A indicate lamps and direction they are pointed 








has a 


sporting department 
where golf supplies are for sale, and 
two patios, which are lighted by bul- 
let-reflector type lamps of 150-w each. 
Aside from the club house, there is 
an adjoining parking area that will 
hold about 100 cars, and lighted by 
one 1,000-w clear mercury vapor 
lamp. The entire operation was in- 
stalled by a local electrical contractor. 
e Chose Mercury Vapor—Hendrick- 
son recommended mercury vapor 


goods 
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maintenance, 
longer lamp life and lower cost of 
operation. In order to obtain a bal- 
ance of light, he suggested three lamps 
per pole on the driving range, two 
color-corrected and one clear mer- 
cury vapor lamp. The range has 18 
lamps with a total output of 18,000-w, 
and an individual lamp output of 54,- 
000 lumens, standard rating. The min 
iature course totals 7 lamps at 7,000-w 
output. 


lamps because of less 
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The ‘Right’ Approach to Home Lighting 


© OHIGHLIGHTS* 


A "realistic'’ approach in the pricing of residential 
lighting fixtures is the only method to keep the busi- 
ness at the level of the electrical distributor, Mid- 
Island officials believe. Here are their reasons why 


play windows black or prints ‘wholesale only’ on 

its doors and actually invites the unaccom- 
panied consumer into our showrooms, have we really 
completed a transition in selling residential lighting effec- 
tively?” 

The answer is affirmative, but only in varying de- 
grees, according to Len Forrest, a partner and lighting 
manager of Mid-Island Lighting Fixture Co., Inc., 
Mineola, N.Y. He says that although many distributors 
throughout the country have taken one or several of 
the steps toward the “new way” in residential lighting, 
none, apparently, has made the complete conversion. 

Forrest, who has closely watched much of the fixture 
business decrease for the electrical distributor, believes 
that this phase is now a retail home furnishing business, 
where highly-styled and expensive lighting devices are 
supplied to the ultimate consumer. 

“The electrical contractor cannot sell high priced 


“-* THOUGH Mid-Island no longer paints its dis- 


* 


lB cas Pe ‘ y 
# > “ Wu 





“None sells the new way completely.” 
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“Advertising is vitally important.” 


decorative lighting to the fashion-conscious home 
owner,” he says. “Selling fine fixtures and effective light- 
ing requires a trained specialist in both function and 
decor. 

“Only the lighting fixture distributor with adequate 
showroom facilities can supply this service. The time is 
now for us to look at our residential lighting fixture 
operation realistically if we expect this infant business 
to flourish for us. If we do not, the department stores, 
discount houses and other home furnishing outlets will 
surely walk off with what can be our greatest profit 
source in the electrical industry.” 

e A “Superb” Job—The lighting manager believes that 
pricing has been one of the biggest “bugaboos” in the 
lighting field, and adds that most distributors have done 
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Sales Profit 


Creative 





WRN ecnneee 


a superb job of scaring customers out of the show- 
rooms with a senseless myriad of different markups 
ranging from 50% over cost to four times cost and 
sometimes even higher. Some electrical distributors au- 
tomatically quote discounts ranging from nothing to 
50% and 25% off the tag price, he continues. 

“Why all the arithmetic?” Forrest asks. “Is it such a 
staggering idea to have one legitimate, reasonable selling 
price on the tag? Isn’t this the obvious way to inspire 
customer confidence and keep the consumer away from 
the discount house and department store?” 

Forrest adds that there is no more room for huge 
“trade source” commissions, and emphasizes that prices 
must be realistic and competitive. He suggests that these 
prices should range from 60% over cost to a two-time 


September, 1960—ELECTRICAL WHOLESALING 









“There is a senseless myriad of ridiculous markups.” TAG on fixtures clearly explains the 


distributor’s one price policy and states 
this is a net selling price. 


markup, depending upon overhead and local market con- 
ditions. In addition, he says that if it is necessary, the 
distributor should save 10% for the trade. 

e Proper Display Stressed — One point the official 
stresses in selling residential fixtures efficiently involves 
proper display. it’s impossible to sell fine lighting in a 
shabby showroom, he says, and adds that modern seg- 
regated displays, arranged in logical groupings and 
widely spaced, are essential to successful showroom 
selling. 

“Your lighting fixture showroom is in competition 
with every retailer in town,” Forrest continues. “The 
department stores, dress stores and even the supermar- 
kets are all competing for attention—and dollars. 

“The great imagination shown in recent years in de- 

CONTINUED 
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The ‘Right’ Approach (cont.) 





LIGHTING policy is explained thor- 
oughly to residential lighting salesmen 
by Forrest. The official emphasizes that 
one legitimate and reasonable selling 
price on the tag will inspire customer 
confidence in the distributor, and pre- 
vent loss of sales to discount houses. 





signing lighting fixtures should be paralleled by new dis- 
play concepts. The new merchandise virtually demands 
a modernized setting.” 

Good displays also permit easier selections, Forrest 
says. He stresses that with present trends, the consumer 
does not wish to spend too much time shopping. Proper 
organization of goods will make it simple for con- 
sumers to buy—and to buy the right things, he adds. 

One advantage of good display permits more sales of 
“ensembles,” Forrest says. For instance, he points out 
that if a consumer has purchased a dining room fixture, 
and the distributor has a matching or harmonizing hall 
light near it, the salesman can easily suggest the addi- 
tional piece. 

“With good display, it is possible to ‘trade up’ a sale,” 

Forrest adds. “If there are handsome items on view in 
handsome settings, it’s easier to suggest something bet- 
ter—with a higher ticket. Good display makes good 
selling easier.” 
e Advertising Necessary—Another important point in 
selling residential lighting involves advertising, of which 
the Mid-Island official believes there is a great lack in 
the industry. 

Forrest contends that the electrical distributor has 
been hiding his residential lighting “diligently and de- 
liberately” from the public. The consumer dollar is be- 
ing sent carelessly to the appliance or furniture store, 
where there is an ever-increasing advertising budget, 
he adds. 

“Advertising is one of the big tools we can use to 
forge our baby business into a giant,” he continues. 
“Newspaper advertising for broad coverage is inexpen- 
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sive and effective. Ads should reflect the tone of a 
showroom, and should create better lighting fixture con- 
sciousness. Sometimes, it’s even necessary to cooperate 
with competitors in advertising to help build the lighting 
market. Just remember, your real competitors are not 
in the lighting business.” 

Forrest has found that properly trained showroom 

salesmen can offer a superior service. These personnel, 
he believes, should have a good background in interior 
decorating and a thorough knowledge of functional 
lighting. 
e Training Required—tTraining, to be able to analyze 
a customer’s requirements and to render professional 
advice, is essential. He adds that many manufacturers, 
in addition to the Academy of Lighting Arts, offer ex- 
cellent sales training programs. 

What about the builder? The lighting manager says 
most distributors do business with the home builder, 
but that this should not be a normal part of the busi- 
ness. 

“How can a builder select lighting fixtures for the 
home buyer?” Forrest says. “Does he know how con- 
sumers plan to furnish their homes? Does he know the 
families’ living habits, their psychological needs or their 
aesthetic tastes? 

“Probably not—particularly when he is building a 
large number of homes for many different tastes. We 
should no more sell lighting fixtures to the builder than 
should the furniture or floor covering dealer. 

“Now is the time for the residential lighting fixture 
business to soar with the soaring ’60s so that we may 
grow into an industry of stature and importance.” 
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HIGHLIGHTS 
Engineer Ken Huck, Reliable Electrical 
Supply, Newark, N. J., says it takes know- 
how and imagination to light a church. 





DESIGNING layouts (above) is one of Huck’s duties. This, 


plus church architecture savvy, knowledge of theology and 
experience make up what's needed for winning sales. 


“Church Lighting is an Art” 


NE of the rewards of 25 years 
0) of church lighting experience 
that recently came to Ken Huck, 
engineer for Reliable Electrical Supply 
Co., Newark, N.J., was a _ prize- 
winning, church lighting design and 
amounted to over $2,000. 

The structure is an early Ameri- 
can building, raised in 1812, with a 
ceiling that would not carry a large 
load, eliminating the possibility of cove 
lighting. Huck taxed his lively imagina- 
tion and created “the proper ecclesi- 
astical values,” with the following 
mixture of fixtures: 

e Oyster white light from single 
fluorescent dimmer strips: these were 
installed underneath the balconies on 
the sides of the church, in place of 
the old, three-ftc, square, porch-type 
lights that were previously used. The 
fluorescent strips had brackets built up 
around them and provide 20-ftc of 
light. 

e The old drop lanterns hanging 
from the ceiling were refinished and 
rewired and put on dimmers. They 
were left as memorials. The oyster 
white light of the fluorescent strips 
“blends in perfectly with the hanging 
fixtures,” says Huck. 

e Baffle-downs, spotlights, flood- 
light reflectors and a yellow neon 
light are used in the chancel area. 

More baffles are used on one side 
to give sufficient light for the choir. 
Of the twelve lights, eight are built 
especially to fit the contour of the 
ceiling. The baffles are on dimmers 
and can turn a full 360°. 

Adjustable floodlight reflectors for 
150-w type bulbs are built in the ceil- 
ing. They are not on dimmers. Two 
spotlights are in nave, one over the 
pulpit, one over the lectern. These 





PRIZE-winning church lighting installation done by Huck came to over $2,000. 
Huck overcame architectural difficulties which prevented cove lighting and supplied 
neon lights, fluorescent, baffle-downs, spotlights and floodlights on steeple 


lights can be controlled by the organist 
or by the usher at the back of the 
church. 

A yellow neon light is used behind 
the Cross (see picture). 

e All lighting can be remotely 
controlled (control panels operate on 
6-v) from the organ box or back of 
church. A 100-amp service panel, 
located in the basement, takes care of 
the load. 

e The steeple of the church is 
illuminated by using a PAR 38 out- 
door lamp to floodlight from four 
positions. Huck calls this feature a land 
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mark with light, because it can be 
seen ten miles away. 

In addition, the floor of the church 

was given higher reflective qualities 
with plastic thermo barrier concrete 
and cork tile. 
e “An Art”—The layout for the job 
took Huck three hours. “It’s an art,” 
he says, “because you have to be fa- 
miliar with church architecture and 
theology.” 

There are very few bid jobs and the 
normal profit is 20-25%. “Now,” says 
Huck, “because Reliable is well known, 
it’s mostly a referral business.” 
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HIGHLIGHTS® 





At Incandescent Supply Co. of Fresno, Calif., promo- 
tions are only part of the firm's method in realizing 
lighting profits. Here, fair prices also encourage sales. 


Promotion Plus Fair Prices 


Are Keys to 


Lighting Profits 


sales and charging a fair price, or sitting back and 
getting business by cutting prices. We chose to go 


” 


&é f DISTRIBUTOR has the choice of promoting lighting 


out and promote,” says Marlo Denning, manager of the 
Fresno, California, branch of Incandescent Supply Co. 
“The trouble is that sometimes there are so many op- 
portunities to sell lighting, we just don’t know where to 
start. The industry hasn’t even touched more than the 
surface of the lighting market. We’re doing a lot, but 
many times I feel that the distributing industry has to 
develop even more ways to reach and sell the tremen- 
dous potential that’s waiting for us in this market.” 

But, for a distributing firm that occasionally feels dis- 
turbed about not reaching the full potential of its light- 
ing sales possibilities, ISCO-Fresno can surely fool a vis- 
itor. The first impression at the modern headquarters of 
this branch of the 15-unit chain is that the management 
and staff have jumped on the lighting horse and ridden 
off in every direction. Only after a time with branch 
manager Denning and the lighting department manager 
C. E. Bartlett, and watching them work, does the ob- 
server note there is method in their mad dash—and 
there’s above average lighting volume and profit as a 
result. 

Here’s how this distributorship is building a light- 
ing business that represents more than 33% of its volume 
through departmentalization, organized promotion and 
specialized selling. 

e Lighting Is a Department—The ISCO-Fresno opera- 
tion is divided into three departments: supplies, electric 
housewares and lighting. In charge of the lighting de- 
partment with all its functions—purchasing, display, 
sales management and training, promotion and specifi- 
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MANAGEMENT at ISCO-Fresno studies the area market 
that they maintain has more lighting sales possibilities than 
there is time and manpower to reach. Under luminous ceiling 
are manager Marlo Denning (right) and specialist C. E. Bartlett. 


ELECTRICAL WHOLESALING—September, 1960 











cations—is C. E. Bartlett. He is on a salary basis, as is 
his assistant, Ted Nilsen, who handles inside sales of 
lighting fixtures. Under Bartlett’s direction and encour- 
agement, lighting is being sold by each of the five out- 
side full-line supplies salesmen who cover the more than 
12,000-sq mi territory served by this house. These sales- 
men bring leads to Bartlett for any lighting jobs that 
require the services of a lighting specialist to help the 
owner, builder or contractor lay out the job and specify 
the fixtures. The full commission on such a lighting job 
goes to the salesman who procures the lead—and, of 
course, will follow up to schedule delivery and other- 
wise work with the contractor after Bartlett sells the 
job. 

Backing up the efforts of Bartlett, inside salesman Ted 
Nilsen and the men in the field is 2,200-sq ft of show- 
room space displaying 314 fixtures. In addition, the office 
of manager Denning has been lighted with a luminous 
ceiling that gets the attention and interest of every con- 
tractor who visits. The showroom fixtures are tagged with 
the list prices to the ultimate consumer. 

Located well outside the San Francisco Bay area 
where the parent Incandescent Supply Co. has operated 
with flexible price and selling arrangements in a much 
different competitive market, ISCO-Fresno has been able 
to firm its pricing of fixtures and to hold to policies of 
selling only through contractors, to dealers for resale or 
to qualified industrials. Fixtures there are priced at 2.5 
times cost. When sold to qualified customers in the show- 
room, the discount is 33%. When the customer orders 
from a salesman or by mail, the discount is 40%. When 
Bartlett works on the layout and specifications of a 
lighting job, the fixtures usually are priced at 3 times 
cost, with a 33% discount to the contractor handling the 
installation. 






If there are exceptions, it is usually when an interior 
decorator becomes involved in the job—on residential, 
restaurant, motel and similar sales. Then Bartlett talks 
with the contractor—who is equally familiar with the 
practice—and they arrange for both ISCO and the con- 
tractor to take less profit on the fixtures, so that about 
10% commission can go to the decorator 
e Lighting Promotion Is Organized—The setup describ- 
ed above would bring a reasonable volume of lighting 
business to any distributor. But not as much as ISCO- 
Fresno wants—and gets. The answer to Denning and 
Bartlett for making this lighting department come closer 
to its full potential is promotion—and more promotion 
It takes many forms, as seen here: 

1. Promotion begins at home. Bartlett, who is given 
the time and opportunity, and who has the necessary 
knowledge to interpret, keeps up to date on every de- 
velopment in the lighting field—new trends, new types, 
new applications, new fixtures, new markets—and he 
passes on to the full-line salesmen what they need to 
know to develop lighting leads in the field. This assist 
to the regular salesman is done not only as part of the 
program during the regular ISCO sales meetings, but 
on periodic road trips which Bartlett makes with each 
man to help him show new lines of fixtures, to demon- 
strate samples, to call to contractors and retail dealers 
the market possibilities for the residential, commercial 
and industrial fixtures which ISCO supplies 

2.. Working with the local utility, P. G. & E., and its 
illuminating engineer for the Fresno district, I. A. Mc- 
Math, keeps Bartlett close to the many iighting jobs 
which often get their start when a customer calls on the 
utility for advice. Many other jobs, particularly com- 
mercial and industrial relighting, are the result of the 
direct sales effort of the utility through McMath. The 





CONTINUED 





A . 
VISUAI selling aids are valuable to 
lighting specialist Bartlett, who makes 
before and after color shots of each job 
to show prospective customers 


LIGHTING SPECIALIST at work—as he responded to phone call from John 
Weaver (left), LMT Construction Co. Weaver wanted to show Bartlett a change 
needed for a particular job, and to show him a set of blueprints for the next job—a 
restaurant, cocktail lounge and meeting room. Bartlett says one job brings another. 
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Promotion Plus Fair Prices (cont.) 





latter's knowledge of lighting plus Bartlett’s familiarity 
with, and access to, fixtures and their specifications has 
created a team responsible for creating scores of large 
volume relighting jobs in the Fresno area. While the util- 


ity doesn’t play favorites, the availability of a fixture spe- 
cialist like Bartlett is bound to bring ISCO probably more 
than its share of the large jobs. 

3. Contractors’ apprentices are at the receiving end 
of some of Bartlett’s lighting promotion efforts. He has 
taken an active part in the apprenticeship training pro- 
grams being carried on by the industry there. He con- 
siders this effort one of the most important, although its 
results won't be felt for 5 to 10 years. “If we get to 
these future journeymen and contractor owners now, 
we will be helping to prepare for an industry in which 
the contractor group will be as familiar with and as in- 
terested in selling good lighting as we are now,” says 
Bartlett 

4. Group promotions of residential and garden light- 
ing are specialties of Bartlett. He arranges with groups of 
any nature—church organizations, women’s clubs, garden 
lovers, as well as the men’s organizations like the Lion’s, 
the Exchange Club and the Engineers’ Club—to appear 
on their programs for a demonstration of the latest 
trends in that field of lighting. 

Much of Bartlett's presentation uses color slides that 
he has taken of the jobs for which ISCO supplied the 
fixtures. Usually, Bartlett distributes to each chair or to 
each place at a luncheon table, a copy of a manufac- 
turer’s booklet showing new lines of fixtures that will ac- 
complish the type of lighting he will be talking about. 
And he can usually find a reason to refer to the liter- 
ature during the question and answer period that follows 
his presentation. At a recent Fresno Engineers’ Club 
luncheon, 32 copies of the “Home Lighting Handbook” 
produced by Progress Manufacturing Co., Inc., were 
distributed. Only eight copies remained when the meet- 
ing closed, indicating that 24 copies had gone into the 
pockets of the engineers for reference at home. 

5. Other groups feel the influence of ISCO-Fresno’s 
interest in lighting, but not as a direct promotion. Man- 


OUTSTANDING lighting job supplied 
by ISCO-Fresno involved project at Fig 
Garden Village in Fresno. Here, cosmetic 
section in one store shows a maintained 
level of 150-ftc. Units used included four- 
lamp fixtures, using 150-w floodlight spots. 


ager Denning was one of the founders and served as the 
first president of the Electric League of Fresno. This 
recently formed organization of contractors, utility, dis- 
tributors and others interested in improving conditions 
in the electrical industry has brought people in the in- 
dustry closer together, created better relations by insti- 
gating an exchange of ideas. Bartlett, also active in the 
Electric League, was chairman of the residential light- 
ing section of the local IES chapter for two years. 

In fact, the IES has been used, legitimately, as an ef- 
fective promotional medium for Bartlett. Whenever the 
IES program is keyed to some phase of commercial or 
industrial lighting that would interest the user of that 
lighting, Bartlett invites as his guests electrical contractors, 
owners of stores and other businesses, plant managers, 
factory owners, office managers and, as he points 
out, “. . . definitely the purchasing agents!” 

6. Displays do much to promote lighting for ISCO- 
Fresno. Hundreds of thousands of prospects for residen- 
tial and commercial lighting are exposed to new lighting 
ideas and new fixture designs each year at booths spon- 
sored by electrical contractors at the city, country and 
agricultural district fairs each year—booths which ISCO 
arranges On a cooperative basis with the contractors. 
ISCO furnishes the fixtures for the display and often helps 
man the booth for any contractor who will rent the 
space. 

At least once a year, Incandescent Supply takes advan- 
tage of the opportunity that P.G.&E. makes available 
to distributors and dealers—free use of a large section 
of the utility’s floor at the main building in downtown 
Fresno, and at other times in the many regional offices 
spread throughout the territory, for a display of residen- 
tial and commercial lighting fixtures. 

A portable working display built by Bartlett from an 
idea used by a manufacturer demonstrates various types 
of incandescent and fluorescent lighting. He takes this 
along with displays of fixtures when he has a chance to 
participate in lighting programs such as the forums set 
up in various cities throughout the area for general con- 
tractors, electrical contractors, architects, engineers and 
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interested commercial and industrial plant designers. 

7. Direct mail is a form of promotion which Bartlett 
uses only for routine distribution of announcements, 
spec sheets and descriptions of new models of fixtures 
to keep the contractors informed until they receive per- 
sonal calls from their regular ISCO salesman or Bartlett. 
The Kardex system at ISCO-Fresno is flagged to indicate 
the accounts, electrical contractors, retailers and build- 
ing supply houses that are good prospects for lighting. 
e Specialized Selling—With a department setup that 
fields lighting sales-conscious supplies salesmen, keeps a 
specialist on inside sales, puts the whole operation under 
the direction of a full-time specialist, influences the mar- 
ket with an organized promotion program, there is only 
the personal sales effort of Bartlett needed as a catalyst 
to produce the orders. That he does well, with the zeal 
of a crusader, through a variety of approaches to the tech- 
niques of selling lighting. Here are some: 

1. Getting to the source of the lighting order early is 
Bartlett’s objective. This is one place in particular where 
the full line salesmen help considerably in the areas out- 
side Fresno—they hear rumbles of new construction or 
major remodeling from their contractor or industrial 
accounts often long before an architect or engineer has 
been brought in. And Bartlett gets there early by work- 
ing closely with the utility’s lighting engineers who are 
called in frequently when a job is still in the thinking 
stage, or in other instances when the lighting job is the 
idea of the utility and has not yet been sold to the com- 
mercial or industrial concern. 

“You have to be in there early to get a chance at the 
layout,” says Bartlett. “Then you are able to provide a 
service, to get your lines specified, etc.—but, also, you 
have a chance to show the customer why he needs a 
quality lighting job, what it will mean to him in a lower- 
ing of accident rates and an increase in productivity, if 
it is a factory; what it will mean to the efficiency of the 
clerks and how it will serve as a promotion to draw cus- 
tomers and to make them buy more, if it is a store. You 
have a chance to talk an overly-price-conscious customer 
out of an inadequate lighting job before the plans are 
drawn—you get the opportunity to show him how much 
more value he can get for just a little more money spent 
on lighting.” 

2. Visual aids are a big help to Bartlett at all stages in 
selling lighting jobs. At point of sale, using a desk pro- 
jector, he can show prospects examples in color of light- 
ing arrangements of the type that approximate the job 
they have, and he can show specific fixtures in use. Most 


STANDARDS of LE.S. were followed 


by ISCO in this installation at Bervin 
Rug Co. in Fresno. Initial light from 


high output lamps was 350-ftc. The 
maintained reading now shows 280-ftc, 
which is more than the adequate recom- 
mendations for such a project 


of the slides are taken by Bartlett with an inexpensive 
camera which he keeps loaded with color film and with 


him at all times. Recently, he has added a Polaroid 


camera to his sales equipment. It has proven helpful 
in selling relighting jobs. Bartlett takes photos of the 
job site, picking out the places in the building that will 
need special attention in the lighting layout, and then 
uses these photos in his talks with the prospect and later 
with the architect, engineer or decorator. hen, if he 
has a part in the layout, the photos are ready reference, 
saving many trips to the site. 

3. Portable lighting has sold many jobs for Bartlett 
and ISCO-Fresno. Most success" has been the use of 
portable sets of garden lighting equipment. Another 
portable arrangement that paid off originally and is still 
producing dividends was used to sell the owner of a 
local mortuary on decorative lighting of the exterior of 
his chapel and other facilities. Bartlett took color photos 
of the mortuary and grounds before, then portable 
floods, spots and other outdoor lighting equipment was 
set up with the help of P.G.&E. 

While the mortuary owner was the immediate target 
of Bartlett’s efforts, he was not settling for one possible 
lighting job. So, for the evening when the portable lights 
would demonstrate the dramatic effects of well-designed 
exterior lighting, Bartlett, through branch manager Den- 
ning, invited a few guests—the owners or managers of 
every other mortuary in the Fresno vicinity, all the 
electrical contractors, architects, engineers, managers of 
all the major downtown buildings—plus city and county 
dignitaries interested not only in the appearance of the 
private buildings but responsible for the attractiveness 
of the many public buildings in this county seat. The 
results are still showing, with exterior lighting jobs for 
several other mortuaries coming to Bartlett and ISCO. 

One result of the mortuary demonstration holds con- 
siderable potential for ISCO. Bartlett was given a chance 
to set up portable lighting to show how the city should 
light its Civic Auditorium. The favorable impressions 
from that demonstration may influence the chances at 
exterior lighting of the many other new public buildings 
just finished or being constructed during the current 
building boom. 

4. Selling high level illumination and full utilization 
of the variety of fixtures available today earmarks Bart- 
lett’s approach to the business. The showroom at ISCO 
displays only medium and high-end fixtures, and the 
concern carries no leader or low-end lines. 

To get across the value of high level illumination for 
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Promotion Plus Fair Prices (cont.) 





commercial and industrial installations, Bartlett has been, 
of course, pushing the high efficiency—showing how a 
little more original investment produces much better 
results and a better use of the customer’s electrical energy 
dollar. He will even go to the extent of setting up a 
temporary installation to prove the value of high level 
illumination in a particular commercial or industrial lo- 
cation. Bartlett used such a temporary set up to clinch 
the sale at the Bervin Rug Co., illustrated on page 89. 
The layout by McMath of P. G. & E. specifying a level 
of 280-ftc was met with some skepticism by the own- 
ers. When Bartlett put in some portable units to dem- 
onstrate what 280-ftc would mean at working level, 
the plant manager was convinced and the job went 
through as specified. 

The Hornig residence, pictured below, shows one ex- 
ample of Bartlett’s efforts to sell full utilization of modern 
lighting in the home, but it may not be the best example 
because Hornig is an electrical contractor and a former 
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SECOND PLACE WINNER in Pacific Coast regional I.E.S. 
contest was residence in Fresno where lighting was supplied 
by ISCO. Illumination in kitchen, above, shows 150-ftc, with 
no glare from installed fixtures. 


chapter officer in the local IES. More appropriate as a 
selling effort that succeeded is a tract of 10 homes in 
suburban Fresno. On that job, Bartlett worked with the 
builder-developer and the architect, eventually getting 
them down to the ISCO showroom to see samples of the 
variety of fixtures he was specifying for the homes. The 
final layout by Bartlett, and approved by the buyer, 
included such deluxe lighting as modern lighting spheres 
in the patios, cast aluminum fixtures for the front and 
back doors, undercounter lights in the kitchens, six-light 
brackets for the bathrooms, fixtures with invisible mount- 
ings for the kitchens, custom fixtures for the halls and 
entry way and outdoor floodlighting. As the result of 
Bartlett’s efforts, the fixture allowance for each of the 
residences was $180—in an area where the average 
allowance for fixtures in tract homes is $20. 

Sometimes Bartlett’s extra volume comes from selling 
prospects the extras that are not yet fully accepted prod- 
ucts by most of the public. During the first half of °60, 
Bartlett’s department moved its sales of built-in radio- 
intercoms to more than $3,000 from a first half of 
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59 volume of about $200. Another extra that has become 
profitable for ISCO in the residential and some types 
of commercial lighting (restaurants, mortuaries, etc.) are 
dimmers. Thoroughly sold on the value of these variable 
controls of lighting intensity, Bartlett has carried his 
enthusiasm to customers so well that not one residence 
for which he has designed the lighting during the last 
three years has used less than one dimmer while some 
have used as many as eight. 

e Lighting Selling Tips—From watching lighting spe- 
cialist Bartlett and the ISCO-Fresno staff at work, and 
listening to their thinking on selling the lighting market, 
here are their assorted tips on building more volume or 
making more profit from lighting: 

1. In selling commercial lighting, recognize and ride 
with the differences in the lighting levels accepted in each 
size of community. The merchant in a small town might 
be considered a freak there with a lighting level in his 
establishment that would be considered normal in a large 
city. Also, keep the lighting level geared to the mer- 
chandising aggressiveness of the merchant. The ideal, 
book-specified level may not always be practical, so 


compromise for a good level that’s useful to the mer- 


chant. 

2. Don’t overlook word-of-mouth advertising; it is one 
of the most valuable assets a distributor and his sales- 
men specializing in lighting can have. Watch where the 
word spreads and follow up with selling effort. For 
example, Bartlett had the opportunity to light a couple 
of churches several years ago. He found that church 
members are very proud of improvements, and they talk 
about them with justifiable pride—to members of other 
less well equipped churches. So he followed up this 
market, and has sold the lighting for eight more churches 
during the last three years. 

3. Recognize the importance of the color of the lamps 
in designing a lighting job. Bartlett points out that in 
most areas, daylight fluorescent will drive away a mer- 
chant’s customers. Acceptance of color varies again 
with the community size. In Fresno, deluxe cool white 
is preferable. In the smaller cities and towns, with the 
people less frequently exposed to fluorescent, the warmer 
lamps that contrast less with incandescent light are 
preferable. 

4. Ride the pink horse of new trends. Get in there 
early as an exponent and expert on a new lighting idea. 
That gets you not only the early, profitable business, 
but it establishes you by examples and by word-of-mouth 
as the headquarters when the new trend reaches volume 
proportions. Bartlett has done this with dimmers and 
with radio-intercoms; ISCO-Fresno has done it in the 
garden-patio lighting field, and through the installation 
of a luminous ceiling in Denning’s office for the benefit 
of contractors. 

5. Make one job sell many. Bartlett emphasizes that 
there is no better “closer” than taking a prospect to an 
outstanding job which the specialist had a hand in de- 
signing and for which the distributor supplied the fix- 
tures. Obvious as it may seem, it does require some 
arrangement. Bartlett says it takes just a little selling 
after the job—convincing the customer that the lighting 
job is so good and such a fine example that he would 
like to show it off to people occasionally. Making such 
arrangements after each job gives Bartlett access to 
scores of industrials, commercial concerns and residences 
from which he can select just the right example to visit 
to impress and influence a prospective lighting customer. 

6. Point out to electrical contractors that if they sell 
their customers on the value of a quality lighting job, 
they will be making extra profit twice—once from the 
sales of fixtures, and again from the saving in labor costs 
for installation and call backs. 
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CAUGHT by camera before adequate lighting was installed, 
local department store shows poor light. Lax initiated, pro- 


moted and sold. Result: Same ... 





STORE after new light was installed has big incentive to buy. 
Lighting department manager for Lax, Glen Stebleton, sur- 





veys firm’s creative lighting effort. 


Nine Basic Points for Selling Lighting 


Creative 


iy 
iy 


[ae asn 


and more than a minimum of pro- 

motion to originate orders on light- 
ing fixtures and equipment. But it 
means salesmen sell and make a profit 
because there’s no bidding involved. 

Lax Electric Co., Inc., St. Paul, 
Minn., emphasizes the creation of 
lighting sales with the following 9- 
point program: 

1. “Always carry lighting samples.” 

Salesmen at Lax Electric think 
nothing of installing — rubber feet, 
stand and all — a mercury vapor 
flood-lighting ballast lamp on a con- 
tractor or purchasing agent’s desk. 

2. “Keep price in the background. 
Sell the package job.” 

Sales Manager Charles Leavitt im- 
presses on the salesmen: “Don’t quote 
prices. Stress what the job will do. 
Where customers cut price, lighting 


|" TAKES initiative, creative selling 





© OHIGHLIGHTS® 


Lax Electric Co., Inc., St. Paul, Minn., has a nine-pronged 
sales program aimed at getting a wider lighting reputa- 
tion, more profits and better customer relations 


fades into the background.” 

3. “Don’t look for the customer’s 
want sheet, ask for business instead. 

4. “If you’re going through town 
and see a building going up—drop in 
and sell-up lighting. 

5. “Develop close relationships with 
plant maintenance men and contrac- 
tors—impress your ability and our 
service on them. 

6. “Get something extra on every 
order—if you have to be an order- 
taker, sell lighting while you’re taking 
the order. 

7. “Call on electricians—-they’re on 
the ground floor for future lighting 
jobs. 

8. “Contractors are mainly interest- 
ed in wiring—you have to sell the 
owner. 

Lax Electric invites owners to its 
showroom where sales can be initi- 
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ated. Free advice is given. The con- 
tractor is notified and lighting fixtures 
are sold through him. It’s called, “sell- 
ing for the contractor.” 

9. “Make use of the manufacturer’s 
man. He can help to initiate lighting 
sales.” 

Leavitt says that manufacturer’s 

men will help salesmen to initiate 
sales on any one given lighting job. 
Spiffs and contests are also part of 
the program to induce more lighting 
sales by Lax salesmen. 
e Results—Results of the program 
are: rising profits, better customer rela- 
tions, wider lighting reputation. “Nor- 
mal profit on original lighting sales 
is 10-15% better than the bid jobs,” 
says Leavitt. “Our salesmen are carry- 
ing their own weight better, they’re 
more lighting-minded—and they're 
making a better living.” 
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LIGHT in A. Louis Supply’s warehouse is 100-ftc. Fixtures on warehouse ceiling are 
heavy-loaded (1,500-ma) lamps. According to Sales Manager Peterson (left) and 
President Coblitz, many sales prospects have been gained from this installation. 


A Lighting Package 


HIGHLIGHTS 
The A. Louis Supply Co., Ashtabula, Ohio, offers its 


customers a high voltage lighting package: educational 
meetings with a twist; demonstration worth |,000 words 


share of lighting demonstration 

education and experienced person- 
nel, the A. Louis Supply Co., Ashta- 
bula, Ohio, says it is “making profit 
a respectable word.” 

According to R.B. (“Pete”) Peterson 
and Sanford (“Sandy”) Coblitz, sales 
manager and president of the Ohio 
firm, all these extras mean top light- 
ing service. “Customers realize this,” 
says Coblitz: “they stick with you and 
understand your right to make a fair 
profit.” 

“In addition,” says Peterson, “we 
never talk price and always try to put 
the emphasis on the complete light- 
ing job—contrary to the old days 
when lighting was never sold as such.” 
e Education—Louis Supply often 
holds lighting education classes for 
plant maintenance men, purchasing 
agents and contractors. The program’s 
purpose: to “show what amazing 
things can be done with lighting; also, 
to show what should be done with 
lighting.” 

The classes are conducted by Louis 
Supply’s “own experts,” in various fac- 

DEMONSTRATION unit, provided by manufacturer, is used by Louis Supply sales- tory-accounts plants; in GE’s Nela 
men as valuable sales aid and educational tool. The unit shows customer he needs Park, Cleveland, and in _ Louis 
more light. The salesmen specifies the correct light and the right fixture. Supply’s own conference room. 


B: GIVING its customers a full 
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SOLD by Louis Supply, this lighting installation (T12F96; 16 
tubes; 45-45° shielding) for inspecting fiber glass mats gives double 
previous light; cuts down on former open-tube glare 


With a Profit 


e Point Up Benefits—Louis Supply 
salesmen are the teachers when it 
comes to giving the lighting classes. 
“We use our own experts,” says Peter- 
son, “and emphasis is always placed 
on lighting per se, not on brand 
names.” The meetings are not product- 
information get-togethers. They are 
descriptions of the service that “the 
fixture, the salesman, and the company 
perform,” says Coblitz. 

As a result, Louis Supply salesmen 
get lighting queries such as: “that 
fixture we saw in class,” or, “the big 
light you said would be good for 
parking lots.” 

“There are times,” says Coblitz, 

when manufacturers do come and put 
on meetings for the benefit of our cus- 
tomers.” 
e Invitations—Typical of invitations 
sent out to customers is this memo- 
randum of an important lighting meet- 
ing geared towards improved lighting 
methods: 

“You are cordially invited to an 
educational meeting on commercial 
and industrial lighting. This will be 
practical field information and not 
merely electrical product information. 

“Many changes have taken place 
in lighting philosophy and recommen- 
dations, lamps and fixtures. We have 
assembled much of this information 
and packaged it into a two-hour pre- 
sentation which will be presented in 
our conference room. 


let us know how many from your 
organization will attend this valuable 
meeting.” 

e Engineers All—All of Louis Sup- 
ply’s outside salesmen are engineers 
in various fields. Electrical engineer 
John Watt backs up these salesmen 
with know-how and experience when 
they run up against a particularly 
tough lighting problem. In turn, Watt 
is backed up by other Louis Supply 
engineers when he runs into a tough 
problem. 

According to Coblitz, “engineering 

knowledge is very important in today’s 
competitive market, in order that you 
can sell service and not price. You 
also need men who will go out and 
keep in constant touch with the indi- 
vidual customers.” 
e Watt’s Philosophy—‘If you have 
the men to do it,” says Watt “light- 
ing can really go! I try to sell a cus- 
tomer three times what he has at 
present—if he needs it and if it’s 
economical. If it’s going to cost him 
money or cause discomfort, it’s not 
worth selling to him because you'll be 
selling both yourself and your com- 
pany short, not to mention the in- 
justice done to the customer.” 

Watt also takes his customers from 
plant to plant, showing them past 
lighting jobs sold by Louis Supply. 
He builds up sales that way, plus 
a much closer association with all the 


“Please customers. 
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ENGINEERED and sold by John Watt 
(above), this cool white fixture gives 
dentist 100-ftc; room looks larger 








RECEPTION room in clinic has one 
warm white light (for healthier looking 
patients), one cool white for nurse 


e Lumens in Baskets?—“ Most custom- 
ers don’t know that lumens are,” says 
Peterson. “They might as well come 
in baskets for all the customer cares. 
But something they can see is worth 
a thousand words.” Louis Supply has 
made use of manufacturers’ light 
comparison devices. (see picture) 
Salesmen carry them and show cus- 
tomers the various levels of lighting 
that can be attained in commercial, 
residential and industrial applications. 
According to Watt, the devices help 
bring in “a good many lighting sales.” 

They are also an excellent tie-up 
for the lighting service package. A 
Louis Supply offers its customers 
efficient personnel and good practical 
lighting education 





Adequate Lighting 


Boosts Sales in 


Retail Shopping Center 


/OHIGHLIGHTS @2@@e@ 


With a sales approach to light a parking area adequately Creative 
enough to accomplish maximum benefits, Mass. Gas & 


Electric doubled the amount of illumination in this sale 


part of a salesman to talk himself 

out of a good lighting job, E. J. 
Joslyn, lighting specialist for Mass. 
Gas & Electric Light Supply Co., 
Boston, believes. 

“Most customers or potential cus- 
tomers know the type of lighting, or 
at least the amount of lighting, they 
want for a particular project,” he says. 


| T doesn’t take much effort on the 


SUPERMARKET management knew 


Above, Joslyn (center) discusses project with President Ralph 
Tedeschi (left) and General Manager Robert Tedeschi. 
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I have found that if you try to tell 
them what they want, you wind up 
not making a sale at all.” 

e Evaluation—Joslyn believes that 
the greatest asset in selling a com- 
mercial or industrial lighting job is 
the ability to be a good listener. He 
points out that by being a good 
listener, a salesman can evaluate what 
he hears, and then make recommenda- 


lighting importance. 


tions that will satisfy the needs of 
the customer. 

“This does not mean that I will 
accept a customer at his word after 
he explains what he wants,” the sales- 
man emphasizes, “Rather, I will pre- 
sent, him with alternate recommenda- 
tions and layouts for the same job. 
One recommendation will be for his 
original specifications; the other will 


INTERIOR decorative lighting at Tedeschi’s supermarket 
was supplied by Mass. Gas & Electric. This added to attrac- 
tiveness of overall fluorescent lighting. 
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OUSIDE VIEW of parking lot in front of the new shopping center at Brockton, 
Mass., shows mercury wide lights in operation at night. The 43 units, utilizing 1,000- 
w mercury vapor lamps originally were designed to light the area with 9.2-ftc. 
However, after 120 hours of operation, the maintained light now is 10.6-ftc, much 


more than IES recommendations. 


be what I believe should be included 
in the job.” 

The lighting specialist does not 
believe in selling high levels of illumi- 
nation for the sake of making a larger 
sale. His desire is to light an area 
adequately enough to accomplish the 
maximum benefits for which the in- 
stallation was designed. Because of 
this, he attempts to adhere to the new 
recommendations set up by the Illumi- 
nating Engineering Society, based on 
the Blackwell report. 

e Lighting Merits — Joslyn believes 
that lighting units should be sold only 
on their merits for a particular job. 

“Unfortunately,” he says, “lighting 
often is the last thing to be taken into 
consideration for a new project, as 
far as a budget is concerned. To me, 
lighting is one of the most important 
features for the success of any business 
—if not the most important. I will 
supply a customer with what he seems 
to want, but unless he installs quality 
lighuag with maximum illumination 
for his particular project, he will not 
be satisfied, and will not be merchan- 
dising his business and products to 
best advantage.” 

e An Example—Recently, the Mass. 
Gas specialist was asked to submit a 
layout for lighting in a supermarket 
parking lot. Joslyn made no immedi- 
ate recommendations, but after listen- 
ing to the customer explain what he 


wanted, the specialist assumed there 
was a desire for a high level of illumi- 
nation in the parking area. 

Taking a plot plan of the area to 
be lighted, Joslyn drew two layouts 
involving two different types of light- 
ing. One of these included the use 
of 21 wide lights, using 1,000-w 
mercury vapor lamps. The area to be 
covered was approximately eight acres 

Joslyn submitted his plans, and 
found they were not acceptable—but 
not for the obvious reason. Although 
he had made recommendations for il- 
lumination to exceed that recom- 
mended by I.E.S., he found that this 
customer was very light-conscious 

“The customer wanted his parking 

lot “drenched in light’,” Joslyn explains 
“Through experience, he had 
found that adequate light was essential 
for a thriving business—an asset in 
merchandising.” 
e Plan Accepted—After being given 
the signal to “drench the parking lot 
in light,” Joslyn drew a third layout, 
in which the number of lighting units 
was doubled. The plan was then ap- 
proved, and the specialist 
profitable sale. 

The final layout called for 43 wide 
lights utilizing 1,000-w mercury vapor 
lamps. These were installed on 40- 
ft poles. Eleven poles included four 
lights each, and two included two 
lights each. 


past 


made a 
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ONE OF THE 13 poles used in the 
lighting project utilized four 1,000-w 
mercury vapor lamps. To maintain 10.6 
ftc, four lights were utilized on 11 poles, 
and two lights were used on two poles. 


The poles were spaced 35-ft apart, 
with focus points for the lights at a 


distance of 165-ft. The final layout 
was designed to provide 9.2-ftc in 
the eight-acre area. However, when 


the level was tested after 120 hours of 


operation, the illumination measured 
10.6-ftc 

“This exceeded the 
1.E.S. recommendations,” Joslyn says, 
“but it satisfied the customer.” 

The project is operated from a 
460-v system, 20-kva_ transfor- 
mers. The three-phase, four-wire lay 


out is all underground 


level not only 


using 


e More to Come—tThe lighting spe 
cialist says that there was so much 
satisfaction with the completed job 


that the builders of the shopping cen 
ter—of which the supermarket is only 
a part—have indicated that the same 
type of lighting will be used when a 


second parking lot is constructed. This 
will consist of 38 acres 

We're here to sell light,” Joslyn 
explains. “There’s no such thing as 


too much light. Every application is 
different—and challenging. If a sales- 
man is really interested in making 
good sales, he ‘sold’ on the 
product he is selling, and qualified to 
units for 


must be 
recommend the correct 
maximum light in an area. If he does 
this—by being a good listener and 
evaluating what he hears—he will 
have no problem in making profits.” 
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The Lighting Moods of 





Cardo “acts-out,” lighting in the home .. . 


Creative 
Liabiins 


ideas 


Cardo’s Demonstrator . 














In a jewelry shop . 


Setting the Stage 





For Creative Lighting Sales 


Jim Cardo of Independent Electric Supply Co. in Char- 
lotte, N.C. has built a self-styled "theater" that 
takes emphasis off price when it comes to lighting sales. 


BOX of props and a well timed 
A phrase do more than catalogs 
can to justify good lighting to 
the customers of Jim Cardo and In- 
dependent Electric Supply Co., Inc. 
Cardo, co-owner of the Charlotte, 
N.C., firm, spent a year developing 
and building a Punch and Judy type 
“stage on wheels” that would show 
customers why they need better light. 
“If they can’t see it,” postulates Car- 
do, “you can’t sell it.” 
e Visual Aid—Cardo says he built 
the box as a visual aid for lighting 
presentation that would “sell-up light- 
ing, take all the emphasis off price, 
demonstrate what I have been trying 
to paint with words, and build up a 
stronger lighting identity for Inde- 
pendent Electric.” 
e 80 Light Bulbs—Cardo’s box 
weighs well over 100-Ibs and is on 
roller skate wheels so it can be hefted 
into the back of a station wagon, 
driven to its destination and rolled out 
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in time for an important order-getting 
demonstration. It has a strategically 
placed assortment of 80 different light 
sources, ranging from black light 
to incandescent, most of which are 
on dimmer controls. With the aid of 
dolls, backdrops, and a wide variety 
of props which he is constantly refin- 
ing, Cardo is able to dramatically rep- 
resent “hundreds and hundreds” of 
commercial and residential lighting 
situations involving everything from 
piano stores to cathedrals. 

e Gadget or Tool?—The scores of 
lighting tricks that Cardo plucks from 
his shadow box are not mere gadgetry. 
They really sell lighting jobs. Accord- 
ing to Cardo, the only danger in using 
his portable stage is when the effects 
might tend to overwhelm the point he 
is trying to make. Through constant 
use of this sales tool, Cardo has 
learned how to integrate demonstra- 
tion and sales pitch carefully so that 
the customer is struck with one idea— 


more light, better light, the heck with 
price. 

e How it Started—Cardo says his 
demonstration unit had been laying 
dormant in his mind for a long time. 
“I didn’t get around to doing some- 
thing about it until I tried selling 
better lighting to a church job that 
came up. Unfortunately, the church 
committee took a negative approach, 
thinking only in terms of dollar signs. 
Word pictures didn’t seem to do any 
good—so I spent a year of spare time 
building a stage that would supple- 
ment my sales talks.” 

e First Trial—As soon as the unit 
was finished, a similar church lighting 
job came along. This time Cardo 
could show them what they needed. 
In its first trial before a critical body 
of church committee members, Cardo 
used a 4-in high doll, a model pulpit, 
various church lighting effects and a 
sales pitch aimed at showing why 
poor lighting sabotages the preacher, 
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In a music store... 











SAMPLE of the lighting sales that Cardo’s demonstrator helps make, is in Charlotte, 
N.C. restaurant. The box has virtually eliminated questions about price. 


choir and congregation. Cardo sold 
the job. No questions about price 
were asked. 

e Sales Technique—Cardo uses a 
unique approach in selling up light- 
ing; not only in manipulating a light- 
ing stage, but also in his “medium 
pressure” sales pitch. The format he 
uses for his presentation is: 

e Here’s your problem. 

e Here’s the theory. 

e Here’s what I suggest. 

“I tell them,” Cardo says, “that the 
stage in front of them embodies the 
theory and application of lighting. 
This not only gives the box more stat- 
ure, but it also commands more re- 
spect for what I have to say.” 

When Cardo is selling lighting to 
jewelers, he uses jeweler’s terms and 
expressions; when he is selling light 
to music store owners and offices he 
uses musical and office terms; when 
he is selling to churches, homes, res- 
taurants, funeral parlors, department 


stores, furniture stores and so on, he 
uses terms that the individuals in these 


specific establishments understand. 
Here are some examples of Cardo 
dialogue: 


e Music Store—‘For lighting that 
will sell merchandise you have to 
have a symphonic effect and you 
can’t do it with a Johnny-one-note 
type of lighting. A symphony isn’t 
made with just the dull sound of a 
base drum. You need drama (here 
Cardo turns on lights in box and gets 
right effect)! How? With the correct 
ingredients of light sources. Price? 
Less than the cost of a piano to the 
store owner.” 

e Department Store—‘If you don't 
have the right lighting in your window 
(here Cardo puts a sheet of glass in 
front of stage) customers will look in 
your window and see the competitor 
across the street. You also have to 
know the true color of your fabrics— 
otherwise they will return them to 
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CUT-AWAY drawing of Cardo’s theater 
(4-ft. high, 3-ft. wide, 20-in. deep), 
shows how he gets dramatic effects. Dia- 
gram shows side view of box. 


the store when they get them home 
and see them in a different light.” 

e Jewelry Store: “How much will 
the lighting cost? As much as that 
little diamond ring in that tray.” 

Cardo asks homeowners to “budge 
their budgets” a little and shows them 
what they can do with lighting in the 
home or garden with cut-outs and 
slide projections shown on a plexi- 
glass background. Black light installa- 
tions have been sold in restaurants 
through use of the box and many 
commercial offices have been sold on 
better light. Even a funeral home 
changed their thinking about lighting 
when Cardo laid a doll down, put 
him in a blue light and “made him 


look like he'd been buried a week 
ago.” 
e Other Uses—Ninety-percent of 


the time the box is viewed in Cardo’s 
office by appointment, and many in- 
stallations are sold there. 

Cardo’s box is also used to educate 
high school students on the value of 
light and for lectures such as the one 
he gave recently at the North Caro- 
lina Power & Light Co., Raleigh, in 
which he traced the history of lighting 
from the cave man’s time to the pres- 
ent day. 

“The lighting industry does have 
yardsticks to measure by,” comments 
Cardo, “but who can see a lumen? 
You have to prove to people what 
they need, by showing them what 
they’re missing.” 











APPLYING what she has learned from experi- 
ence plus “catalog training,” Mrs. Monroe aids a 
customer in selecting the “right fixture for the 


Going, Going... 


situation.” Mrs. Monroe uses “woman-sense sell- 
ing” to get across her lighting sales points. Her 
thoughts are her best sales tools. 


“Woman-sense’ Salesmanship Pays- 


ge 


OHIGHLIGHTS | 


* 


Because she could ''sell lighting from the very start," 
Mrs. Joan Monroe jumped from the switchboard at 
Elgee Electric Co., Dayton, into its lighting showroom. 


ship was the factor that moved 

Mrs. Joan Monroe from the 
switchboard at Elgee Electric Co., 
Columbus, Ohio, into the lighting 
showroom two years ago. 

According to Jerome Gross, sales 
manager, “Joan used to take her 
breaks at the switchboard by going 
into the showroom and waiting or 
customers when everyone else was 
busy. She did it enough to make us 
realize that she was really interested 
in lighting. We gave her a lot of light- 
ing catalogs to read for numbers, 
prices and descriptions. These catalogs 
and experience were her best teachers.” 


G sie asthe lighting salesman- 
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e Catalog Value—Mrs. Monrce says 
that the value of the catalogs lie in 
their glowing descriptions and key 
phrases that help to paint word- 
pictures for showroom customers. 
“Numbers and prices are secondary,” 
she says, “thoughts are the real sales 
tools.” 

According to Gross, “it only took 
a year for her to become a lighting 
showroom pro. 

“Having a woman in the show- 
room,” he explains, “is not out of 
kilter. They command just as much 
respect as the men if they know their 
business and are stylish and well- 
groomed.” Gross says that there are 


contractors (and they are few and 
far between) who would rather deal 
with a man, but “generally, Mrs. Mon- 
roe is praised by all our customers.” 
eHow She Sells—Elgee Electric says 
it likes to think of Mrs. Monroe as 
the “personal lighting consultant,” 
when she visits builders, homeowners, 
architects and interior decorators. 
Using “woman-sense” selling, Mrs. 
Monroe makes up for her lack of 
technical knowledge in lighting by pre- 
scribing the proper fixture for any 
situation presented her. “I sell what 
I think to be the common sense fix- 
ture for a given problem,” she says. 
“This is especially true when I deal 
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... Sold! 








CUSTOMER is sold. In Elgee’s 55- x 45-ft show- 
room, Mrs. Monroe developed “spontaneous in- 
terest” in lighting—while she was working at the 


Off in the Showroom 


Creative 





with customers who come in cold and 
don’t know what they really want. I 
ask a lot of questions and try to make 
up their minds for them.” 

As for the technical aspects of 
lighting, Mrs. Monroe says she has 
plenty of technical help from other 
lighting staff members. “It’s not really 
that necessary to my job,” she says. 
“I concentrate on style, decor and 
light. I am conscious of color combi- 
nations, and style and decorating 
trends. 

“It’s like driving a car,” she says. 
“I know how to drive well, but 
don’t ask me what’s going on under- 
neath the hood.” 


¢Philosophy—Mrs. Monroe’s custom- 
ers and sales pitches run the full gamut 
—from contractors to decorators 
and from low pressure to high pres- 
sure. According to the Elgee sales- 
woman, her toughest customers are 
economy-blinded builders and those 
people who can’t make up their 
minds. “I try to swing the builders to 
better lighting by reminding them that 
the woman remembers what she sees 
and likes. I ought to know.” 

When she talks to customers, she 
attempts to analyze them—trying to 
decide, as in the case of couples buy- 
ing lighting fixtures, who are the dom- 
inant ones. “When I find the dominant 
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switchboard. Elgee spotted her enthusiasm, cul- 
tivated it with training, and says Gross, “it only 
took a year for her to become expert.” 


half of a couple, I direct my sales 
talk toward him, or her. If both are 
aggressive, I address both.” 

Other sales toughies are those who 
“know why they are in the showroom 
but can’t or won’t have their minds 
made up for them. I let them make up 
their own minds after a while,” she 
says. “They go out with fixtures, but 
sometimes they buy an arrangement 
such as modern fixtures for a coloni- 
al house. The fixtures just don’t fit at 
all.” 

Another valuable sales aid that Mrs. 
Monroe uses is a television set in- 
stalled in one corner of the showroom 
“Children are like bulls in a china shop 
when it comes to showrooms,” she 
says. “Parents know this and it makes 
them very nervous and eager to come 
in, buy and get out before any damage 
is done. Under these circumstances, 
it is hard to sell anyone. Therefore, 
the TV. I turn it on and its roots 
kids to the spot.” 

Mrs. Monroe chimes, 
housewares, and built-ins. “I knew I 
could sell lighting from the very 
start,” she says. “And when the 
chimes, built-ins and housewares came 
later on, I knew I could sell them.” 


also sells 
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HUDDLING with lighting industry speakers prior to Tristate’s big sales meeting, President John M. Waltersdorf (center) checks 
material with Albert Rugo (1.), Sylvania Lamp. Div., and Harvey E. Newman, Westinghouse Elec. Corp 


‘HIGHLIGHTS 


Tristate Electrical Supply Co. stimulates lighting sales 
alertness with effective sales meeting, direct mail follow- 
through and clever advertising and promotion ideas. 





TALKING OVER meeting agenda are (I. to r.) William Herzog, Tristate’s vice 
president, industrial sales; residential lighting consultant Myrtle Fahsbender, West- 
inghouse and Tom Madonia, large lamp commercial eng., Westinghouse. 


Keeping 


salesmen to capitalize on selling 

opportunities. That's the con- 
cept behind Tristate Electrical Sup- 
ply’s recent “Look at Your Work in 
the Right Light” promotion. 


Tssemen, about lighting helps 


e Big Sales Meeting—tThe lighting 
alertness campaign was kicked off 
officially in Frederick, Md., during 
Tristate’s big April 9th, company-wide 
quarterly sales meeting, presided over 
by President John M. Waltersdorf. 

From the electrical distributor’s 
three main divisions — Baltimore, 
Cumberland, Hagerstown, Md.—and 
its three smaller locations, came 45 
sales representatives. This group in- 
cluded managers, salesmen, order 
editors and countermen. 


e Thorough Schedule—From 9:45 
until early evening, top people in 
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APRIL 25th—First follow-up to big 32 ae 23S TSS Se 

sales meeting is mailing of 16-page spe- See SE Sete 

cial editorial and advertising reprint to SS en ek Se Ss ee 8 oem 

’ Trist: . yo yy 1 ee pans doe ten © whee 
3,400 Tristate accounts. Back and front =i Se ees eee = 


covers are shown here. Memo from 
Waltersdorf (lower right) with attached 
inquiry card invited customers to ask for 

. help with specific lighting problems, 
various lighting fixture catalogs or the ap — 
Tristate Buyers Guide. 
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Salesmen Lighting-Conscious 


Creative 
Lighting 
Sales 

ideas 


lighting detailed “the tremendous light- 
° ing potential forthcoming in the ‘Soar- 
ing °60’s’.” 

Speakers at the morning session 
were Richard G. Slauer, manager of 
marketing services, fluorescent lighting 
fixtures, Sylvania Lighting Products 
Division, who spoke on “The Signifi- 
cance and Sales Implications to Elec- 
trical Distributors of the Blackwell 
Report”; Harvey E. Newman, ad- 
vertising manager, lighting fixture di- 
vision, Westinghouse Elec. Corp., 
“Lighting Markets of the Electrical 
Distributor in the ‘Soaring ‘60s’ ” 
Carroll Buress, Edwin F. Guth Co., 
“Comparing Fixture Values”; Tom 
Madonia, manager—large lamp com- 
mercial engineering, Westinghouse : 
Electric Corp. “Commercial and In- [—XpPERT TALKS were a strong feature of the quarterly sales meeting. Here, Richard 
dustrial Lighting Potential as Related G. Slauer, manager of marketing services, fluorescent lighting fixtures, Sylvania 
to Light Sources”; Albert Rugo, dis- Lighting Products Div. speaks on the Blackwell Report 
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Keeping Salesmen Lighting-Conscious 





Industry Leaders Speak at Sales Mecting 
Held by Tristate Electrica! Supply Co 


trict lighting engineer, Sylvania Lamp 
Division, ““New Light Source Develop- 
ments”; Myrtle Fahsbender, residen- 
tial lighting consultant, Westinghouse, 
“The Residential Lighting Market.” 

e The Local Picture—Following a 
luncheon, William Herzog, Tristate’s 
vice president of industrial sales, 
presided over a lighting symposium, 
‘Individual Market Perspectives.” 
Speakers were Walter J. Ross, super- 
visor of electrical section, plant en- 


gineering department, The Martin 
Co.; John C. Burdette, vice president, 
Egli & Gompf, consulting engineers; 
Sidney C. Blumenthal, Jr., president, 
Blumenthal-Kahn Electric Co., and 
William D. Gentry, assistant general 
sales manager, Baltimore Gas & Elec- 
tric Co. 

After the meeting—held April 9th— 
Tristate followed through with a mail- 
ing of a 16-page reprint from the 
Baltimore Purchaser (page 101) to 


JUNE 6th—Baltimore Orioles baseball schedule 
was mailed out to same 3,400 accounts with cover- 
ing memo stressing the lighting sales theme carried 
on reverse side of pocket-size card. 





MAY 15th—Baltimore Purchaser 2-page 
spread covers what happened at the April 
9th sales meeting, adding prestige to 
“Look at Your Work in the Right Light” 
slogan that Tristate salesmen were capi- 
talizing on in the field as they delivered 
catalogs that customers had requested on 
reprint return cards. 


3,400 of the firm’s accounts. On June 
6th, Orioles baseball schedules (below) 
were sent to the same list. On the re- 
verse side was Tristate’s message, 
which also has been repeated as a full 
page ad in subsequent issues of the 
Purchaser. 

The results? Says John Waltersdorf: 
“We have had customer inquiries, but 
most important, our sales people are 
thinking, talking—and selling-up light- 
ing in a big way.” 


eb TRISTATE ELECTRICAL SUPPLY Co. be: 


Meme 


pen WAG adhere dea! 


‘S, \ 
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NIGHT VIEW of Mt. Holly, Mich. ski; 
area shows some of floodlighting used on 
4 runs. 30 FLA-type units range from 
750- to 1,500-w and use protective snow- 
tight lenses affording safe, diffused illu- 
mination over practice runs and fairly B 
expert slope. Bright zigzag lines are 
torches held by 3 skiers in time exposure. 


aed 3 ; oR, .. 

DAY VIEW shows owner Mort Graddis (left) and Fife Elec- 
tric’s Ben Smith checking unit over area cafeteria in off 
season. Graddis plans conversion to all-electric operation 


sidered beyond the electrical distributor's ken—- 
aren’t so “special” and can lead to bigger sales. 

Take the floodiighting installation on the ski area 

at Mt. Holly, Mich. The job—involving 30 FLA-type 
units—was sold by Ben Smith, vice president and sales 
manager of Fife Electric Supply Co., Detroit. It was 
a challenge, but also an opportunity to help sell the 
owner not only attractive and efficient lighting, but to- 
tal electric operation as well. 
e Skiing In the Dark?—Ben Smith heard—through a 
mutual friend—that builder Morton Graddis was plan- 
ning to construct a four-run ski area 30 miles north of 
Detroit. The unusual feature: night skiing. 

In the past, Fife Electric had laid out and sold the 
lighting installation for Briggs Stadium and had some 
experience with outdoor sports lighting generally—but 
not with night skiing. But let Ben Smith tell it: “I 
wrote Mort Graddis a letter, offering to help with his 
lighting and electrical planning. I also wrote to our 
manufacturer-supplier and asked about the problem. | 
received data which I studied and filed. As time went 


M see: UNUSUAL lighting applications—often con- 
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Looking for 
Challenging 
Lighting 
Sales 


© @HIGHLIGHTS® © © 
Detroit's Fife Electric Supply seeks the 


unusual lighting application as a door- 


opener to more profitable supplies sales 


by, I was set to call on Mr. Graddis when in he walked, 
plans in hand and ready to go.” 

“We checked over the physical area (a 75-ft hill 
with higher possibilities) and roughed out the general 
lighting requirements. Then, we contacted Graydon 
Snyder (now deceased) of Crouse-Hinds. It was a first 
for him, too. Together we laid out the job, complete 
to the weatherproof transformers and other outdoor elec- 
trical gear.” 

But that isn’t the end of this story. A ski run isn’t 
just a hill in the winter time. It uses—or can use—a 
sizable amount of efficient labor- and time-saving ap- 
paratus. Power applications for snow-making in mod- 
erate weather, for uphill lifts, for running a small caf- 
eteria, etc., were needed, besides the lighting 

Ben Smith went to work. Right now, Mort Graddis’ 
ski run has 250-hp, and is aiming for 1,000-hp connected 
load. Says the ski area owner, “After a few seasons of 
diesel breakdowns, tie-ups and whatnot—I’m sold on 
push-button electrical operation.” 

“And Fife Electric Supply can supply that operation” 
says Smith, with a smile. 
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“LIGHTING is my business,” says Sy Shemitz, president of Mersick Electric Supply, 
at the opening of the company’s new lighting showroom in West Haven, Connecticut. 
Architects, contractors, and utility men attended the affair 


HIGHLIGHTS 


Since the customer can visualize the 
lighting as he would apply it in his own 
home, residential sales at C. S. Mersick 
Electric Supply Corp., West Haven, 
Conn. are on the rise, due to this practi- 
cal approach to the residential market. 


customer must be able to visualize the lighting as 

he would see it in his own home,” Sy Shemitz, presi- 
dent of C. S. Mersick Electric Supply Corp., West 
Haven, Conn., believes. 

Shemitz has introduced this principle, dramatically, 

in the West Haven lighting showroom of Mersick Elec- 
tric Supply. A typical home interior has been recreated 
in the lighting showroom. 
e Decorativeness—The showroom, which was opened 
in June, has approximately 36,000-sq ft and can hold 
more than 650 fixtures. The furnished, home interior 
section, includes a bedroom display, model living room, 
dining room and kitchen setup, and a practical display 
of bathroom fixtures. The layout of a room and how 
it is furnished is one of the determining factors in sell- 
ing residential lighting, according to Shemitz. In effect, 
“lighting should enhance the beauty and living quality 
of a room,” he contends. “Here at Mersick, we at- 
tempt to create this effect in our showroom, so the 
customer may see it and apply it in his or her own 
home.” 

For residential lighting, Shemitz admits, the sales ap- 
proach should be directed toward the woman’s view- 
point, since she usually chooses the fixtures according 
to style and taste. 

e Creativeness—Creative merchandising is most de- 
scriptive of Shemitz’s method for selling lighting. This 


I* order to sell residential lighting effectively, the 


Visual Approach 








SETTING an example of decorative type residential lighting 
is this display in the showroom window of Mersick Electric 
Supply. Colonial period furnishings are shown 


THE customer must be convinced of good lighting and what 
it can do for him, Shemitz agrees. Entrance to the lighting 
showroom shows effective use of backlighting. 











Power Failure .. . Tornado Threats... 








But Show Goes On. 


NOT even an early evening power failure could halt 
the initial opening of the Mersick Electric Supply 
lighting showroom. After the burnout of a lead-in 
cable, utility repairmen of the United Illuminating 
Company immediately came to the rescue and cor- 
rected the situation. The repairs were made on the 
spot and power was restored in time for the open- 
ing. The following day, the threat of local tornadoes 
didn’t keep customers from visiting the lighting 
emporium. 


Builds Residential Sales 





LIGHTING should enhance the beauty and living quality of 
a room, says Sy Shemitz. Living room mood is set with three- 
light cluster pendant type fixture. 


MOOD of serenity is evidenced by this vivid display of out- 
door garden lighting. Realism is given to display by living 
trees and shrubs contributed by florist. 






















is more easily explained in its application to the resi- 
dential field. But the same principle can be applied to 
the commercial field, Shemitz maintains. 

Vivid examples of creative lighting are shown in the 
window displays of the Mersick showroom, where ef- 
fective lighting advances the style features of classic, 
contemporary, and early American furnishings. “The 
architectural design of a structure is carried out to its 
fulfillment by good lighting,” Shemitz affirms. He ad- 
mits this is most significant in the residential and com- 
mercial fields where lighting is used for effect, rather 
than in the industrial field where its purpose is primarily 
functional. However, he draws little distinction between 
the latter two. 

e Hard Sell—The best sales technique, according to 
Shemitz, “is to convince the customer of good lighting 
and what it can do for him.” Large orders are ob- 
tained by high quotations, Shemitz believes. In defense 
of this, he said, “this maintains quality control.” “Many 
distributors have the attitude of asking what the custo- 
mer is willing to pay,” Shemitz said. “This often results 
in the loss of a larger order,” he contended. “They pre- 
suppose what the customer will buy. They are price- 
conscious, but not quality conscious,” he declared. “If a 
distributor doesn’t have the courage of his conviction 
to sell quality with the best effort, then he shouldn’t be 
selling lighting,” he asserted. 

e Considerations—Shemitz noted several merchandising 
viewpoints, which he considered pertinent to selling 
lighting. “You don’t have to be in a 100% sales district 
to sell good lighting. (The Mersick Electric Supply light- 
ing showroom and sales department is in an adjacent 
suburb of New Haven). “You don’t have to push lighting, 
because people will travel for a specialty item,” Shemitz 
noted. 

A distributor, who is in the lighting business, should 
“show good judgment and taste in the selection of fix- 
tures which he has on display, so the customer may 
choose with discretion,” he stated. Often an over-abun- 
dance of fixtures on display tends to confuse the custo- 
mer, Shemitz indicated. The manufacturer's lighting 
catalog serves to complement the showroom display, he 
noted. 

In Sy Shemitz’ opinion, “nothing looks good without 
good lighting.” 
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HOME building is building residential sales for Mayer 
Electric Supply in the Birmingham area. At left is model 
home at Redwood Estates in suburban area of city. Typical 
dining room is shown with adjustable fixture 


Two-Fold Market—Two-Fold Approach 


@HIGHLIGHTS® @ @ @ @ ¢ 
By placing emphasis on the new home building market 
and office building modernization, Mayer Electric Supply 
Co., Inc., Birmingham, Ala., has added punch and profit 
to its residential and its commercial sales programs. 


ing sales at Mayer Electric Supply Co., Inc., Birming- 

ham, Ala. By concentrating in the residential and com- 
mercial fields with a special approach to the new home 
building market and modernization in commercial build- 
ings, sales have been increasing at a constant pace. 
e Residential—On the residential side of the sales chart, 
there are four women and one man who handle sales 
orders in the Mayer lighting showroom. The women’s 
approach is generally accepted as being most effective 
in selling residential fixtures. The showroom is directed 
by George Phillips, manager of the lighting department. 

As an incentive to selling to home builders and con- 
tractors, direct mail plays an important part. Accord- 
ing to Leonard Weil, vice president of Mayer Electric 
Supply, special postcards are sent to new home builders 
and contractors, inviting them to visit the showroom. 
As an added boost to promote sales, tie-in advertising is 
placed in local newspapers, whenever lighting jobs are 
contracted with new home builders. In actuality, resi- 
dential sales account for 30% of total lighting sales, ac- 
cording to Weil. 

e Commercial—Looking at the commercial side of the 
sales picture, which also includes industrial, it fills in the 
other 70% of total lighting sales. 

The commercial-industrial sales department is man- 
aged by the brothers Killian, Ed and Gene. Under their 
direction, and in conjunction with architects, electrical 
contractors and factory representatives, commercial 


(neste on a two-fold market is building light- 
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sales have taken on an added boost. 

One such example of commercial salesmanship is the 
Liberty National Life Insurance Building in Birmingham. 
This operation entailed the renovation of a storage area 
to house expanding office facilities. According to Weil, 
high output slimline fluorescent lamps were suggested 
with a prismatic plastic bottom for glareless light dis- 
tribution. In order to obtain a variation with a flare 
to the decorative, large element 4-ft x 4-ft squares were 
installed with new recessed prismatic lenses. The total 
light output achieved in the renovated area is between 
100- and 125-ftc. 

The picture is similar on the industrial lighting scale, 
as proved by the Killian brothers. (Incidentally, Mayer 
Electric Supply boasts of having three sets of brothers 
on the staff.) When called upon to provide some out- 
door floodlighting for the Vulcan Materials Co., of Moun- 
tain Brook (a Birmingham suburb), they employed sev- 
eral mercury vapor demonstration units for floodlighting 
the outside of the company’s main office building. Con- 
vinced by the demonstration, the sale was made. Actually, 
two 400-w mercury vapor lamps were installed with a 
lumen output of 41,000, as compared to the previous fif- 
teen 300-w PAR lamps with an output of 55,800. The 
mercury vapor lamps gave a more balanced effect to the 
installation, according to Gene Killian. 

With this combined effort in the residential and com- 
mercial fields, Mayer Electric Supply is boosting its light- 
ing sales volume effectively. 
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ENTRANCE to new home is decorated with glass globe type BEDROOM has fluorescent valence lighting over bed which 
incandescent fixture for antique affect. Crystal glass reflects fits in with modern decor of the furnishings. Fixture serves 
light in various-directions for better effect. both as indirect ceiling light and reading light 





See Beautiful 


| Creative REDWOOD ESTATES 


“ A Development of Floyd Development Co. 
Mr. Floyd Berman, President 


Visit these beautiful homes and take special 
ideas notice of the lighting fixture See how each and 
every fixture is designed to give i the very best 


lighting possible, plus the ultimate in beauty and 
convenience 


We are happy to have been selected to furnish the 


CUSTOM LIGHTING 


Visit our beautiful showroom, open to the public. 
Trained lighting consultants available to assist 


you at no extra charge 


Wehr Lite Spl Longary lt 
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3200 THIRD AVE., S. | HONE FA 2-4584 














BATHROOM fixture is slimline fluorescent type installed ADVERTISING of this type pays off in residential sales, 
over medicine chest for convenience. Unit has built-in outlet according to George Phillips, lighting department manager 
for electric shaver use. This is typical of selling to new home owners 


Lighting up the commercial sales picture . . . 





INTERIOR of new library in Liberty National Life Insurance 
building is shown with prismatic fixtures. 


RECEPTION room of insurance company’s offices shows 
square glass fixtures with prismatic lens. 
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CHATTING with contractor, Lon Gottschall says mark-up INSPECTING fixtures, Wilfred Romer says that big advan- 
gives realistic fixture price to consumer, contractor, builder. tage of mark-up is: electricians use tag prices instead of 
Firm is in more aggressive position. giving away 20- and 30% as they did before. 


Business Up! Why? 2X Markup. 


HIGHLIGHTS© Creative 


Duellman Electric Co., Dayton, Ohio, Ligitins 
, ‘ Sales 

went to a straight two-time markup with a 

discount of 25°. Results? Well received. 


“F OR QUITE some time there has been considerable 


ideas 


variation in list prices and contractor’s discounts 
on residential fixture list prices and discounts. 

[his will no doubt continue to a greater or lesser degree 
as long as there is a fixture business. 

“We have, therefore, decided to revise downward our 
list prices and adjust our discount. .. .” 

This is the introduction of a letter sent out by Duell- 
man Electric Co., Dayton, O., to its customers. It in- 
formed them that Duellman was going to a straight 
two-time markup and a new discount of 25% (before, 
the firm was on a three-time markup with a discount of 
50%) from the list price. By way of explanation, the 
letter said that the new pricing method was going into 
effect so that Duellman prices would be competitive with 
leading mail order houses “and other retail stores selling 
fixtures direct to your customer.” 

Effective date was May 1, 1960. A new set of price 
lists were also mailed out along with a list of fixture 
manufacturers affected by the change. The letter high- 
lighted these advantages to Duellman customers: “Your 
customers will be able to pick out fixtures without asking 
cost; provides a more realistic retail price (does not in- 
crease your cost); will enable you to retain the profit, 
which was previously given away in many cases; it will 
help us perform a better service to you.” 

What have been the results? According to H. L. Duell- 
man, president, “we’ve been able to salvage a lot of the 
business going to those mail order houses where elec- “PRICES,” says H. L. Duellman, “will be basically com- 
tricians don’t get rebates. We'll also increase the business petitive with mail order houses and retail houses selling fix- 
we already have because prices are more realistic.” tures direct to contractor’s customer.” 
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The men who reall 


UNIVERSITY HALL, University of Calif., Berkeley 


Meet Jim Mahaney, seasoned veteran of 22 years 
in the electrical construction field 

superintendent for the Coopman Electric 
Company; contractors specializing in complex 
commercial and industrial electrical 

installations. Jim, who has supervised some 

of the most interesting jobs in the West, 

insists on quality products... like those 
manufactured by Efcor, for a 

trouble free job. 


For instance, in the University of 
California’s new University Hall, Jim and 
his men have used Efcor fittings and 
boxes in an installation that they will 

be proud of for years. Men like 

Jim Mahaney take pride in their work 
... the men who really know— 

know Efcor. 


EFCOR 


ELECTRICAL FITTINGS 
CORPORATION 


WOODSIDE 77, NEW YORK 
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If you just figure ee 4 Oe, 
the cost of lamps a 
you only know about f d 

1[10th of the story! 


What about | 
costof s\ 
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of Lighting analysis can show 


«where the money really goes 
‘how you can really cut expenses 


HOW TO FIGURE YOUR TOTAL COST OF LIGHTING (TCL) 
alculations shown here are based on the average 7500-hour operating life of a standard 
Sylvania 40 CW lamp which requires 46 watts of power including ballast 
National average Put your 
per lamp costs here 


1. Net cost per lamp (at average discount of 35%) $ 81 
Power cost per lamp based on average indus 
trial rate of 1.5¢ KWH (watts x 7500 hours 
1000 = KWH) 
. Maintenance cost per lamp (one cleaning plus 
one replacement figured at average industry 
rate of $3.00 per hour) 2.06 


Total Cost of Lighting (TCL) per lamp 7.99 
Sylvania is so sure savings will TCL for 100-lamp installation $799.00 
result from figuring this way, (Note: If you use 100 Sylvania lamps, figure 
we'll even send our representative the 8% extra lighting value of 8 lamps over 
to show you how (or you can 100 ordinary lamps.*) US 


do it here — now!) Saving through extra Sylvania lighting value $ 63.92 


With cost of lamps amounting to These are the extra dollars you would have to spend per 100 ordinary lamps t 

only about 10% of your Total lumen hours of light you get from Sylvania 

Cost of Lighting (TCL), why 

should Sylvania be so interested 

in this new over-all way of figuring? Two good reasons He can also show you how and why, for every penny you 
spend for lamps, power and maintenance, you get more 
First, because TCL best demonstrates the over-all supe P .  P 8 
. value with Sylvania 
riority of Sylvania fluorescents , 


Second, because we believe that just in figuring TCL you'll And he'll show how Sylvania backs its claims to lowest 


discover a number of new opportunities for shaving costs 
And that's one of the things we like to help you do 


ICL with an exclusive Light Insurance Policy. Guaran 
tees Sylvania fluorescents will perform better in your own 
W TCL?C fl ! j opinion than the brand you are now using —or 7 
ha ‘ou ? Cost of lamps plus power plus main - ~ 
hat is your TC c re , ihe po P ‘ your money back! ad 
tenance. Add cost of fixtures, too, if you're remodeling erivanta 
Call your Sylvania representative. Or write us: Sylvania! 
Our representative can help Lighting Products, a Division of Sylvania Electric — 
figure special conditions in Products Inc., Dept. 62, 60 Boston St., Salem, Mass. In 
your plant. With his Ana Canada: Sylvania Electric (Canada), Ltd., Box 2190 


WITH TCL ANALYZER, a Sylvania rep- lyzer Kit, he can do it in Station “O,” Montreal 9 


resentative can figure in minutes ~ - 
how the specisi conditions in your nutes, give you a com EXCLUSIVE SYLVANIA LIGHT INSURANCE POLICY is your guar 


plant affect Total Cost of Lighting. plete lighting analysis fre« antee of lowest TCL — or your money back 
S . wees 


SYLVANIA 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS ‘Sx3) 


SYLVANIA 





: This advertisement appears in: 
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less Week « Electrical Con struct ntenance « ae 
Factory + Institutions « pr enance * Electrified Industry 
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From nuclear power to e/ectric energy... 


POWERIGHT 
PARANITE 


POWER CABLE 


The new Enrico Fermi Atomic Power Plant near Monroe, Michigan, will be operated 
by Power Reactor Development Company and The Detroit Edison Company for the ex- 
pressed purpose of demonstrating the practicability of the use of nuclear energy for the 
generation of electric power. Criticality is scheduled for December 1960. 


Paranite Wire and Cable was selected to supply 600 Volt network and 5000 Volt 
shielded cables for the nuclear section of this major new development. To us it’s evidence 
once again of the nationwide acceptance of Paranite’s 70-year record of dependability. 
From 600 volt network through 28,000 volt power cable, Paranite’s complete line is ready to 
serve you. If yours is a special application problem the Paranite engineering department 
invites your inquiry. 


Since 1890 
PARANITE WIRE & CABLE DIVISION 


ESSEX WIRE CORPORATION, Marion, Indiana 
MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. 
Sales Offices and Redistribution Warehouses in all Principal Cities 
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A. Paranite HIGH VOLTAGE 
CABLES are manufactured ina 
complete range of sizes—1000 
through 28,000 volt single conduc- 
tor, 3000 and 5000 volt three conduc- 
tor. Adaptable for aerial, direct 
burial or underground duct installa- 
tion, wet or dry location. 


B. Paranite manufactures a com- 
plete line of 600 volt NETWORK 
CABLES in gauge sizes through 
2,000 MCM., Insulations available 
include 60°C, 75°C and 90°C types 
for use in either wet or dry locations, 


| 
, 
‘a 


Paranite also makes 
a complete line of 
quality building wires. 


Vi 
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This is the new No. GE 409] 
grounding outlet... 


binding screws (2¥2 times tighter, as proven in laboratory 
tests). Yet wires may be released easily, when desired, by 
pressing a regular-sized screwdriver into release slots. 


New GE4091 grounding outlet gives tighter terminal con- 
nections — Your customers will be amazed to find that 
these screwless Pressure-Lock* terminals grip tighter than 


...and here are the General Electric plus” 


Permit more convenient wiring — Each Clamp type grounding terminal gives 
Pressure-Lock terminal takes 1 or 2 cut tight connection. Order GE4091. Double- 
wires, or 1 wire plus.a loop. “Captive” wipe contacts. 15A, 125V; U.L.-listed; 
mounting screws facilitate installation. meets Federal and REA specifications. 


Safer — G-E Pressure-Lock terminals 
are totally enclosed, to protect against 
shorts — won't loosen under vibration or 
temperature changes the way screws do. 


You get more of the “plus” values your customers. Specification, Standard, or Competitive Grades. Gen- 
are looking for in G-E wiring devices — whether in eral Electric features and quality make selling easier. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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*Trade-mark of General Electric Company 











This is the new No. GE 5451 
heavy duty AC switch... 





i, Ake — 
New GE5451 20-A a-c switch has lasting-quiet action — The age. It stays as quiet as when new. Silver contacts, rugged 
cam action in this new General Electric switch is superior construction and a special, arc-resistant body — give extra 
to ordinary toggle actions that tend to become noisy with long life from this switch. 


values that make them easier to sell! 








Shallow design leaves more room for Sturdy, gold-colored mounting strap — Captive mounting screws — Save time 


wires — This feature, plus enclosed Won't bend out of alignment, and iden- and tempers during installation. GE5451 
Pressure-Lock terminals, give excep-_ tifies switch instantly as a high-quality, is rated at 20A/277 AC. It is U.L.-listed; 
tional protection against wires shorting. 20-A, Specification Grade device. meets Federal and REA specifications. 


Get complete proof of why it pays you to do business _ representative. Or write: General Electric Company, 
with General Electric, from your G-E wiring device Wiring Device Department, Providence 7, R. I. 


Progress ts Our Most Important Product 
GENERAL @@ ELECTRIC 
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oF ©} od ted ©) P-L OO), mer ele] 4-7 wale), 
HELPS CLOSE THE SALE 


SOUTHWEST SHOPPING CENTER—“The architect’s 
problem was to eliminate utility poles and cables outside a beautiful, 
new shopping center,”’ reports Henry Rowe, Sales Manager for Cummins 
Supply Company, authorized Cope electrical wholesalers in Fort Worth. 
“With the close cooperation and technical assistance of Bernhard Engi- 
neering Sales Company, Cope representatives in Dallas, we were able 
to prove the advantages of Cope Aluminum Wireway for this unusual 
application.’’ The Wireway system, laid out in detail for installation by 
the local electric utility company, provides an attractive and completely 
weatherproof cable supporting system that eliminates the maze of wiring 
and low voltage connections usually associated with an installation of 
this size and type. 


1o25R 





COPE PRODUCTS ARE SOLD ONLY THROUGH AUTHORIZED COPE ELECTRICAL WHOLESALERS 


The only completely integrated line of cable support- 


WIREWAY LADDER CHANNEL 2 2 - 
y N ing systems for every installation requirement... 


backed by a company that really protects and pro- 
motes your selling effort. Cope distributors are sold 
on Cope—and they’re selling Cope! 


\A 4a 
‘ A A, sold exclusively through authorized distributors... 
\ A 





SERVING THE ELECTRICAL INDUSTRY SINCE 1885 


Division of ROME CABLE CORPORATION « COLLEGEVILLE, PENNSYLVANIA 
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New L-M Lawn-Glo Lights 
Designed for } 

Many Markets; @ = 
Offer Good Profit 






bp p40 
five Ff 







landscaping day and night 








Line Material’s line of LAWN-GLO lights consists of attractive, 

efficient units designed for applications where smart appearance and 

soft lighting are desired. This light is but one of the several 

excellent units designed and manufactured by Line Material Indus- 

tries, a leading manufacturer of outdoor lighting and outdoor 
° electrical distribution equipment. 


L-M offers distributors an unusual opportunity to sell this line 
of quality outdoor lighting equipment. We provide excellent prod- 
ucts, dependable service, sales tools and sales helps, national adver- 
tising, good profit margins and a firm and fair distributor policy. 
For information, contact the nearest L-M Field Engineer. Or mail 


the coupon. 
LINE MATERIAL 
Industries 


McGRAW-EOISON COMPANY 


Outdoor Lighting [IT 


MORE THAN 10,000 PRODUCTS 
FOR OUTDOOR LIGHTING AND POWER DISTRIBUTION 


DISTRIBUTION TRANSFORMERS + RECLOSERS, SECTIONALIZERS AND OIL SWITCHES 
FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - OUTDOOR LIGHTING 
LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS - FIBRE PIPE AND CONDUIT 








462 





EDISON 






The LAWN-GLO line is suitable for subdivisions, parks, swimming pools, motels, restaurants, 
recreation oreas, homes, private estates, and public grounds, where these lights enhance 










LAWN-GLO lights are available in seven 
colors; photo-control if desired 
Rust proof. Post-top unit is 25” wide and 35” 
high from post-top to socket cap 
up to 150 watts. Convenience outlet in slip 
fitter base 
tributors 


handsome 











For lamps 









Sold only through electrical dis 














OTHER L-M LIGHTING UNITS 








Wide variety of 
Fluorescent Luminaires 


Post Top 
luminaire 






Suburbonaire 









Toot ——— MAIL THIS. COUPON ——————— 
| tine Material industries, Lighting 
Division, Milwaukee 1, Wisconsin 
| (€) Outdoor Lighting Bulletin 

( Copy of L-M Distributor Policy 









Name. 





Tide 
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SOMETIMES IT’S CHEAPER TO LEAVE LIGHTS 
BURNING THAN TO TURN THEM OFF 


The life of fluorescent lamps is affected, of course, 
by the number of times they're started. Assuming 
you had 10,000 40-watt preheat lamps in a room, 
by leaving them burning during a 15-minute lunch 
period, instead of turning them off, you'd save 
about $150 in a workwear. 





are. /f DIFFERENT SHADES OF “WHITE” 
qnere IN FLUORESCENT LAMPS 


All seven basic ‘‘white’’ colors are needed to satisfy the 
color demands of a wide variety of commercial and indus- 
trial lighting users. The ‘‘cool’’ colors: Daylight, Cool White 
and DeLuxe Cool White are good for color matching. The 
‘‘warm”’ colors: Warm White, DeLuxe Warm White and Soft 
White approximate the color of incandescent lamps and 
accentuate the reds. Plain ‘‘White’’ offers the best effi- 
ciency and is used where no particular color ‘‘atmosphere”’ 
is needed. 


3,000 

DIFFERENT 
A LITTLE SOAP AND WATER CAN TYPES OF 
STOP THE LOSS OF HALF YOUR LIGHT LAMPS 
Dust and dirt allowed to accumulate on ALL PRODUCED IN 
lamps and fixtures can reduce the light 1 PLANT under 
they produce by nearly 50%. The owning 1 STANDARD OF QUALITY CONTROL 
and operating cost remains constant. By 
knowing how fast light is depreciating, it is 
easy to figure amortization and power 
waste and establish a cleaning program 
that gives you maximum lighting economy. 


Champion has continuously produced top quality lamps since 
1900. All research, development, manufacturing and test facili- 
ties are concentrated in one modern plant. . . all dedicated to pro- 
vide you with light at lowest cost. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT + YOUR BEST BUY IN LAMPS 
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YOU SPEED and ECONOMY OF 
INSTALLATION 


CRESCENT INSULATED WIRE & CABLE CoO., INC. 


TRENTON, NEW JERSEY 
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HOW TO provide modern appearance plus 
surface-mounting flexibility: 


DAYLUME? Only 3% inches thin! Most complete 
line of surface lighting elements available to- 
day. 50 models, 5 enclosures, for extraordinary 
light control and layout possibilities. 


HOW TO give schools and offices the best 
lighting for their money: 


LUVEX® Here’s solid value! Luvex goes up 
fast with ‘‘A-J’’ hangers. Baked white enamel 
finish and top relamping for easy maintenance. 
Plus over 80% efficiency. 


How Day-Brite can help you 


HOW TO create a glare-free environment 
where seeing tasks are critical: 


CFI°-25 Day-Brite Comfort For Industry fix- 
tures, with 8-foot Slimline or 4-foot Rapid-Start 
lamps, wipe out harsh ceiling contrasts—make 
plants look brighter, more cheerful. 


120 


HOW TO get top lighting design and effi- 
ciency on a limited budget: 


FAIRVIEW Day-Brite appearance, performance 
and quality at about half the price you’d expect 
to pay! First full 8-foot prismatic enclosure. For 
8-foot Slimline or 4-foot Rapid-Start lamps. 
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HOW TO achieve more light with fewer 
fixtures: 


POWER-GROOVE LUVEX® Day-Brite adds new 
versatility to this popular classic for use with 
extra high-output lamps. All metal fixture with 
louvers, die-formed and welded construction. 


HOW TO offer modular flexibility and econ- 
omy with unusual variety: 


TROFFER and MOBILEX® Sturdy, shallow, light- 
weight expression of the modular concept for 
all types of ceilings. Choice of glass, plastic 
or louvered enclosures. 


solve lighting problems 


As the captions here indicate, Day-Brite fixtures 
are designed to solve specific problems. 


That’s why you’re more likely to find the answers 
to your lighting problems in the Day-Brite line. 


Next time a “puzzler” comes along, why not try 
your Day-Brite representative? You'll find him 
ready to work with you developing a practical 
solution. Day-Briie Lighting, inc., 6260 N. Broad- 
way, St. Louis 15, Mo. and Santa Clara, Calif. 
In Canada: Amalgamated Electric Corp., Ltd. 
Toronto 6, Ont. 


DAY’ BRITE 


NATION’S LARGEST MANUFACTURER OF 


COMMERCIAL AND INDUSTRIAL LIGHTING EQUIPMENT 
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HOW TO reflect the ultimate in Day-Brite 
quality, prestige and performance: 


HOLIDAY Day-Brite’s finest for offices, stores 
and schools. Moulded acrylic plastic enclo- 
sures control light prismatically. An invest- 
ment in lighting comfort and efficiency. 





More power for expansion supplied 
with (iss) Tiger Brand Armorlokt Cable 


over unique suspension bridge 


This suspension bridge was built especially to carry high- 
voltage electrical cables from the power plant to mill at 
the Ohio Works of United States Steel in Youngstown. 
The old underground system has become inadequate and 
to replace it with a new underground system would have 
been more costly and would have disrupted mill operations. 

The largest of the several cables has 500,000 C/M 
conductors and is 3*4 inches in overall diameter. All are 
insulated with Amerzone B (Butyl) rubber and protected 
with interlocked armor. 


Armorlokt cable was used for utmost reliability. Failures of 
power distribution are costly, and represent production 
losses. This Armorlokt construction offered maximum 
mechanical protection and electrical reliability with the 
added “Plus” of complete flexibility of the finished 
distribution system. 


Advantages of open construction. Compared to an under- 
ground conduit system, the original cost was considerably 
less, it provided easy access to the cables for future 
changes and maintenance and the space on the bridge 
was large enough to carry double the number of cables 
for future expansion. 

The system was planned by the Electrical Engineering 
Department of the Ohio Works, United States Steel, 
of which Mr. M. J. Burger is General Supervisor. 

For complete information on USS Tiger Brand Armor- 
lokt Cable, write American Steel & Wire, Dept. )372, 
614 Superior Ave., N.W., Cleveland 13, Ohio. 


USS, Tiger Brand, and Armorlokt are registered trademarks 


A standard cable for every special job +» Asbestos Wire 
and Cable e Mold-Cured Portable Cord « Shovel & 
Dredge Cable e Paper & Lead Cable « Varnished Cambric 
Cable « Interlocked Armored Cable e Special Purpose 
Wire & Cable « Aerial, Underground and Submarine Cable 


Suspension bridge carrying six USS Tiger Brand Armorlokt Cables out in the 


open for easy access, 








USS Tiger Brand Armoriokt Cables offer maximum mechanical protection and electrical reliability 
They can be installed in half the time required for other systems, and can be easily pulled around turns 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & tron Division, Fairfield, Ala. Southern Distributors 
United States Stee! Export Company, Distributors Abroad 





BUSINESS INDEX for JUNE 1960* 








ATIONAL SALES PICTURE:| 


“-MAMJJASONDJFMAMJJAS 
1958 1959 


SALES INVENTORY 
——(% Change) ——(% Change) 
1960 
From From From From From 
June '59 May '60 1959** June '59 May '60 


NATION ..... +6 +4 “2 


NEW ENGLAND __.. +10 


MIDDLE ATLANTIC... + F 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


Cap cap <r 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC ... ‘ — 3 + 8 — 3 + 6 -2 


*For electrical apparatus, supplies distributors: Source: Bureau of Census **&6 months 1960 from & months !959 
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* r It Just 
eg Makes Sense to Use 


STYLE-MATCHED HOODS 
by Fasco 







Sess 


Yes, it certainly does make 
sense because most house- 
wives today prefer attractive 
style blending in kitchen 
hoods. Fasco has engineered 
powerful and efficient hoods 
in matchless “Slim-Trim”’ styl- 
ing to meet the demands of 
modern housewives. Now you 
can install modern Fasco hoods 
to meet every kitchen need. 
It will pay you to install Fasco 
hoods .. . you'll get trouble- 
free installation, guaranteed 
performance and the comfort- © 
able feeling that your cus- 
tomers will be proud and 
satisfied. So blend with the 
trend toward kitchen harmony 
and utility . . . look into the 
proven Fasco line today. See 
')) your distributor for informa- 
= tion or write direct. 


soo. first with the finest: Cladayt ! —_ FASCO_ INDUSTRIES, INC. 


North Union at Augusta 
Rochester 2, New York 


Please send additional 
information on your 
Fasco Range Hoods. 


Address 


Fas co INDUSTRIES, INC. 


ROCHESTER 2, NEW YORK Zone__State__ 
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NEWS FOR T 





HE INDUSTRY 





INDICTMENTS BY PRODUCT GROUP 


General Electric 


Power Switchoear Assemblies 


Oi! & Air Circuit Breakers 


Low-voltage Power Circuit Breakers* 
Bushings 
Insulators 
Ypen Fuse Cut 
Lightni Arroet 
tributi 
unt Il — Intermediate & Statior 
Count Ill — Arrester-cutout Combinations 
Distribution Transformer 
Power misf C 
Instrument Trar € 


Navy & Marine Switchgear 


Isolated Phase Bus 


r 


Industrial Control Equipment 


4 


Low-voltage Distribution Equipment 
Turbine-Generators 
ndensers 


Named Co-conspirators: 
“Named Co-conspirators 
R 

Named Co-conspirator: 
4 

Named Co-conspirators: 
P 

Named Co-conspirators: 


4 
Named Co-conspirators: 


Named Co-conspirotors 


t See Newsletter Feb. 16, 
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McGraw-Edison, Moloney Electric, Wagner Electric 
Allis-Chalmers, Federal Pacific 
Sangamo Electric 
A. B. Chance, Cole Electric, Hubbard, McGraw-Edison, MEMCO, Royal Electric, USCO Power Equipment 
Allis-Chalmers, Arrow-Hart & Hegeman, Ward Leonard 
Norbute (General Switch Div.), Murray Mfg, Wadsworth Electric, Zinsco Electric Products 
Carrier, DeLaval Steam Turbine, Worthington 
May 27, 27 and July 1 
ae, Oe ay Source: ELECTRICAL NEWSLETTER 7-8-60 


ticGraw-Hill Publishing Co. 


Scorecard on Antitrust Indictments 


OU can’t tell the manufacturers infractions on the sale of power Named as conspirators are: General 


without a scorecard! Pr 


»vided switchgear assemblies. Electric, Westinghouse Electric, Allis- 


above is a chart of electrical ¢ Eight Charged— Five electrical Chalmers, Federal Pacific Electric. 


equipment manufacturers, and t 


he in- equipment manufacturers have been and I-T-E Circuit Breaker Co. Co- 


dictments and charges filed against charged with conspiring to fix prices conspirators named are: McGraw- 


them by the federal governme 
antitrust charges for the first 


which is set for September 19. 


nt on on the sale of power switchgear Edison, Moloney Electric, and Wagner 
trial assemblies and three have been named__ Electric. This is the first in the series 
The as co-conspirators. A total of twelve of indictments expected to bring many 


initial proceeding will concern alleged individuals have also been indicted. court battles in ensuing months. 
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ROYAL iines FIT together... 
WORK together... 
SELL together... 











WIRE and CABLE Fast-working, flexible Royal 
wire and cable cut job time and trouble. Rubber, 
neoprene, plastic-jacketed portable cords, lamp 
and fixture wires, thermostat cables, and more 
—all put up in easy to handle, clearly- 
labeled packages. 





WIRING DEVICES Designed for rugged duty 
and fast, simple wiring—a complete line of 
Royal unbreakable PVC caps and connectors, 3 
to 2-wire adapters, range and dryer receptacles, 
switches, wall plates. Longer-lasting, too — just 
can’t be beat for stamina and dependability. 


—— — | 
_— a 

Talk to your nearby Royal Representative \ L 

ROVAL ELECTRIC CORPORATION, PAWTUCKET, R. I. 











rus © ~ — 
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No. 1959-AR No. 1958-AR 


NEW kLein 


Replaceable Gaff 


Adjustable Climbers 


These new Klein Replaceable Gaff 
Climbers assure maximum quality 
and safety. We recommend leg 
irons be replaced after three sets 
of gaffs have been used. 

The easily replaceable gaff is 
held in position by a self-locking 
screw. Full impact is absorbed by 
the gaff and leg iron. No load is 
transmitted to the screw. 

Adjustable to 14%, 15, 15%, 
16, 16%, 17, 1744, 18, 18% and 
19 inches. Made in matched pairs, 
right and left. Available with tri- 
angular ring at ankle or riveted 
ankle loop. Aluminum finish. 
Every climber individually tested. 

WRITE FOR BULLETIN 554 
Bulletin 559, giving full information on Klein Re- 


piaceable Gaff Adjustable Climbers, will be 
sent on request. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York. 
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NAED Central Region Meeting Program 


Grand Hotel—Mackinac Island, Mich. 
September 25-28, 1960 


SUNDAY—September 25 
10:00 A.M.—Registration 
6:00 P.M.—Welcoming Cocktail Party 


MONDAY—September 26 

7:30 A.M.—Breakfast Meeting 
Workshop Session Leaders 

8:45 A.M.—General Session 
Members and Guests 
Welcome and Orientation 

9:10 A.M.—Workshop Sessions Begin 
Members and Guests 
Session No. 1 
PROCEDURES 
EQUIPMENT MANAGEMENT 
INVENTORY 
Session No. 2 
FINANCIAL MANAGEMENT 
MANAGING FOR THE FUTURE 
Session No. 3 
PERSONNEL MANAGEMENT 
Session No. 4 
SALES MANAGEMENT 

10:45 A.M.—Workshop Groups Shift 
Coffee Served 

11:00 A.M.—Workshop Groups in Session 
Session Ends 12:30 P.M. 

2:00 P.M.—Central Region 
Golf Tournament 

6:30 P.M.—Manufacturer Cocktail 
Party 





TUESDAY—September 27 


9:00 A.M.—Workshop Groups in Session 

10:45 A.M.—Workshop Groups Shift 
Coffee Served 

11:00 A.M.—Workshop Groups in Session 
Session Ends 12:30 P.M. 


2:00 P.M.—Central Region Golf 
Tournament Continues from Monday 


2:00 P.M.—Consultation Hours Open 
Members and Manufacturers 


5:30 P.M.—Manufacturer Suites Open 
7:30 P.M.—Central Region Banquet 


WEDNESDAY—September 28 


9:00 A.M.—General Session 
Members and Guests 
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200 -AMP 


SERVICE 
Mepeiteysit=vah' 


HINGED MAIN PULLOUT! 


STOCK LESS 


Why? Because the special A-H “‘Add-On” feature 
provides a flexibility and versatility that lets you 
meet practically any 200 amp service requirement 
with just one basic unit. And because the “Add-On” 


pullout and branch circuit units are also inter- 


changeable with A-H 100 Amp “Add-On”’ units. 
This new 200 Amp “Add-On” unit is factory- 
assembled with one main 200-amp pullout, four 
30- or 60-amp pullouts and twelve fused branch 
circuits. To meet individual needs, you can add 1 or 
2 pullouts and 2 or 4 branch circuits with a maxi- 
mum of 6 pullouts and 16 branch circuits. 


SELL MORE! 


Why? Because these units appeal to your customers! 
Exclusive full-hinged main pullout. ““Add-On”’ flexi- 
bility takes care of both present and future electrical 


needs. Compact enclosures—smaller than other com- 
parable units—save space and make faster installa- 











tions. Extra space 

in the enclosures including 

5” head space for incoming service 

lines. Ample knockouts adjacent to the branch 
terminals, and other features insure easy installation. 


GET ALL THE FACTS. Write today for complete 
information. Department EW, The Arrow-Hart & 
Hegeman Electric Company, 103 Hawthorn St., 
Hartford 6, Conn. 


ARROW © HART 
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OIL TIGHT PUSH BUTTONS 
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FEATURING EXCLUSIVE 
“TURN-TO-TEST”’ 
ILLUMINATED 

PUSH BUTTON! 


TURN BUTTON TO TEST 
LAMP FOR FAILURE. 


PILOT LIGHTS IF LAMP IS 
OPERATIVE. 


PUSH BUTTON TO START, 
WITH FULL ASSURANCE 
PILOT WILL GIVE A TRUE 
INDICATION! 


Satisfy Every Control Need . . . with this complete 
line that includes: Standard, Mushroom, Extended, 
Metal and Lock-Type Buttons; Pilot Lights; Stand- 
ard and Lock-Type 2- and 3-Position Selector 
Switches: and variations, modifications and acces- 
sories to meet individual needs. 


Meet Highest Performance Standards . . . push but- 
ton and pilot devices all interchangeably mounted, 
are sturdily constructed from quality materials and 
deliver long life and dependable operation on the 
toughest, heavy-duty industrial applications. 


Write today for complete information on these A-H 
Oil Tight Push Buttons . . . and also on our stand- 
ard Duty and Heavy Duty Push Button Lines. The 
Arrow-Hart & Hegeman Electric Company, Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 


ARROW (T) HART 
Kiley wnce 1890 


MOTOR CONTROLS + ENCLOSED SWITCHES 
APPLIANCE SWITCHES + WIRING DEVICES 
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Business Outlook: 





Consumer Purchases 
Reaching For Record Level 


Here is the latest monthly report 
on business, as prepared by the Mc- 
Graw-Hill Department of Economics. 


S a whole, business in the USA 

is good, is getting better and 

promises to continue to keep on 
getting better through 1960 and on 
into 1961. 

This is the upshot of mid-summer 
soundings on the general business out- 
look. 

In summary these soundings show 

that: 
(1) The volume of consumer purchases 
which accounts for about 65% of the 
total volume of business, alias the 
GNP, is inching upward along the 
highest level on record, and that con- 
sumers will have what it takes to keep 
it going that way. 

Thanks to more and better paid 
people than ever on the job, con- 
sumer income is hitting all time highs 
right along (at $406 billion it was 
$1 billion higher in June than in May). 
It will keep on doing it in the months 
ahead, and consumers can be counted 
on to spend enough of their expand- 
ing income—in fact most of it—and 
buy enough on-the-cuff to keep the 
total of consumer purchases moving 
on up. 

(2) While the volume of purchases 
by business firms (of capital equip- 
ment and of materials and products 
to put in inventories) will give only a 
modest lift to business in the months 
ahead, there will be no repetition of 
the sharp cut-back of inventory build- 
ing that imparted sogginess to some 
sectors of business earlier this year. 

The sector where the sogginess 
caused by inventory shifts made a wet 
sponge seem positively brittle was, of 
course, that occupied by the steel in- 
dustry. There, a virulently contagious 
movement by steel users not to rebuild 
their steel inventories back to pre-steel 
strike levels has accounted in major 
degree for the shockingly low rates 
of steel production. That scaling down 
in inventories cannot be a repeat per- 
formance, and there is no comparable 
cutting in orders elsewhere 

Most of this year’s increase in busi- 
ness investment in new plant and 
equipment, as compared with that of 
1959 (about 13% ), has already taken 
place, but this type of investment is 
scheduled to continue at the present 
level or better for some time to come 
In the second quarter of this year the 
McGraw-Hill index of new orders for 
machinery, except electrical machin- 
ery, rose 6% 





(3) The net balance of exports over 
imports which has risen rather spec- 
tacularly so far this year, promises to 
keep on rising, if somewhat less spec- 
tacularly in the months ahead, and 
thus give a continuing lift to the 
volume of business in the USA. 

The business boom in Europe, 

which still has tremendous vitality, 
has greatly perked up orders from 
that quarter for things made and pro- 
duced in America. Our imports have 
not gone up apace. Result—a stimulus 
to business in the USA and an easing 
of the balance of payments “crisis” 
—for the present. 
(4) Regardless of whether the flood 
gates of federal government expendi- 
tures are soon to be opened, these ex- 
penditures will be moving up in the 
months ahead and, in their own spe- 
cial and often lamentable way, ex- 
panding the nation’s total volume of 
business. 

Right now, federal expenditures are 
feeling the expansive impact of that 
$700 million a year pay increase for 
federal employees, voted by Congress 
over President Eisenhower’s angry 
veto. And it is only a matter of a few 
months before a bulge in new orders 
for defense equipment will be swell- 
ing the volume of business on this 
grim account. 

A continuing squeeze on business 
profits would, of course, put a lid on 
the upward course of business as a 
whole before long. For business prof- 
its still constitute the carrot which 
tempts most of American business to 
keep moving ahead, as well as much 
of the wherewithal to buy those new 
producing facilities which must be 
purchased to keep business on a 
steadily expanding course. But the 
profit squeeze, present and prospec- 
tive, is neither severe enough nor 
relentless enough to clamp the lid on 
the general expansion at any time in 
the immediate future. 

In the meantime. many companies 
can get a long way toward extricating 
themselves from the profit squeeze by 
buying the cost-cutting equipment 
available to them. And in bountiful 
depreciation reserves many of them 
have the wherewithal with which to 
do it. 

What is done along this line can, 
of course, be much influenced by the 
coming presidential campaign, and 
even more by Premier Khrushchev 
who, though not directly billed as one 
of the leading players, can and may 
well have a key role in it. If the cam- 
paign unfolds as a test of business 
nerve and nerves, as the platforms 
give it potentialities of doing, decisions 
on capital investment which are crucial 
to the longer-run course of business 
may be much involved, and have 
many far-reaching complications. 
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120-277 volts, ac only 
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Quiette Switch. Gb price-wiae 


Here’s why ... 





EXTREMELY SHALLOW BASE... 

only 5%” from face to back. FITS 114,” BOX. 
GREATER WIRING ROOM ... 

making wiring easier, faster. 


TWO WIRE ANCHOR HOLES... 
at each binding screw for holding wire when looping 
around binding screw. 


BIG BINDING SCREWS... 
with deep-cut slots, for gripping wire firmly, assuring 
permanent holding and strong, positive connections. 


QUIET, MECHANICAL ACTION 


AVAILABLE IN BROWN OR IVORYLITE 


FOR FULL INFORMATION ... on the new Arrow-Hart 
Space-Saver Quiette Switch and the complete line of 
Arrow-Hart Quiette Switches, write to Dept. EW, The 
Arrow-Hart & Hegeman Electric Co., 103 Hawthorn St., 
Hartford 6, Conn. 


ARROW ‘AH, HART 


Kualy wuce 1890 


WIRING DEVICES * ENCLOSED SWITCHES 
APPLIANCE SWITCHES + MOTOR CONTROLS 














a gentle tap... 
and you'll never. “settle for ordinary 











LEVITON AC. 


TOUCH 
SWITCH 


Installs in any position...small enough to fit any gem box and standard wall plate 
...and notice that quiet, ‘‘love tap’’ operation! Leviton’s new 15A—120-277V. AC 
Touch Switch is a natural for homes, schools, apartments, office buildings, hos- 
pitals, industrial plants... anywhere! Tap it from any position, any angle! 





CHECK THESE SPECIAL FEATURES: 


SAFE OPERATION—install vertically, horizontally or upside down, yet a gentle tap gives 
positive, non-stalling action. Can’t hang up...in any position. Special heavy silver 
contact points increase safety margin, prolong service life. 

EASY INSTALLATION—side wired for convenience. Only 1” in depth. Large head brass 
terminal screws, backed out and staked, accommodate up to No. 10 conductors. 
Mounting screws are locked in straps ready-to-install. Interchangeable with any 
standard switch and wall plate. 

HIGH CAPACITY—will accommodate high inductive loads of fluorescent systems, or full 
rated capacity of incandescent filament lamp loads. Take full load currents up to 
80% of the switch rating for motor control. 

RUGGED CONSTRUCTION—simplified construction and advanced design assure maxi- 
mum efficiency, long life under heavy duty use . Heavy gauge steel plaster ear 
straps are riveted to housing for permanent assembly. 

Creatively engineered and subjected to exhaustive ‘‘in-use’’ tests, Leviton AC Quiet 
Switches have proven themselves ideal for the new 4-wire electrical systems requir- 
ing switches rated at 277 volts. Available with brown or ivory button. 


Listed by Underwriters’ Laboratories, Inc. For complete details write to: 


Your best jobs are done with... 


Leviton Manufacturing Ce Brooklyn 22, New York « Chicago « Los Angeles« Leviton (Canada) Ltd., Montreal. 


For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORP. Pawtucket, R. 1. 
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But over the short-run—through 
1960 and into 1961—the course of 
business as a whole is clearly going 
to be onward and upward. 

In this line of endeavor they have 
just completed an operation which, so 
far as the annual Gross National 
Product is concerned, eliminates what 
was believed to be the well-known re- 
cession of 1957-58. This was accomp- 
lished by revising the GNP for 1958 
upward by $2.5 billion. As a result, 
there is no dip at all between 1957 
and 1958 in the record of the general 
volume of business. And thus, with 
gentle irony, those who apologized 
for not having foreseen the recession 
of 1957-58 now find their apologies 
refuted by the record, so far as the 
annual figures for the total volume of 
business are concerned. There still 
remains a record of a sharp decline 
in business by quarters, and a record 
of sharp declines in various aspects of 
business. But for business as a whole 
it was smooth sailing from year-to- 
year—on the record. 





NEWS 





New York Host To 
“Electra City, U.S.A.” 


NEW YORK — The New York 
Coliseum, Sept. 10-18th, will be the 
site of the nation’s first electrical liv- 
ing show, “Electra City, U.S.A.” 
With “Try Before You Buy” pre- 
vailing as the slogan throughout the 
eight day show and with more than 
thirty different categories of elec- 
trical appliances, both major and 
portable, on display, the show, gives 
promises of being the mecca for 
electric-minded American  home- 
makers and their families. 

An Electric Clinic sponsored by 
the Electrical League of New York 
with representatives of manufactur- 
ers, utilities, and distributors will be 
on hand to answer all consumer elec- 
trical problems. 


Minnesota Distributor 
Expands Operations 


MANKATO, Minn.—H & C Elec- 
tric Supply Co., in this city, has com- 
pleted construction of a 7,000 square 
foot addition to present facilities. 
The new space provides additional 
display area, two model kitchens, and 
an enlarged warehouse. Other im- 
provements include an expanded city 
desk area, new general offices and a 
conference room which will accom- 
modate 150 people. The new offices, 
meeting room and display area are 
electrically heated and air con- 
ditioned. 
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Increase your outdoor lighting sales by 
using Revere’s professional layout service 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Lighting layout service helps you sell 


Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts — fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience — you’re 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer — no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 
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OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 
Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 ¢ Telegrams: WUX Niles 
In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 


7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles) 











POWER CIRCUIT 


CURRENT 
LIMITER 


SHAWL 


Aniptrep 


s The higher the short-circuit, the quicker 
Amp-trap clears the fault and limits the 


current to safe levels, Remember .. . interrupting 
capacity is not protection without 
current limitation. Interrupts up to 
200,000 Amps: symmetrical over the entire 
Ampere range. Stops short circuits short. 
Anticipates and prevents destruction 
before it can occur. Faster than any ordinary fuse. 
Use Amp-trap on all general power circuits, DC circuits, Networks, 
Entrance Switches, Busways, etc. Be safe, not sorry 
— ask for, get and install Amp-trap. 


There is one for every purpose. Write today. 
Ampirap®  - >huabe “ Jhe Surleh” 
THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of |-T-E CIRCUIT BREAKER CO. 


© The Chase Shawmut Co. 1960 
Ce. <3 
@ i 

G&S i. 
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Housing Starts 
Statistics Revised 

NEW YORK—Housing starts sta- 
tistics, long regarded as inadequate, 
have now been improved. This report, 
largely a technical description of the 
new series, explains the revisions in 
the housing starts statistics which are 
important to those concerned with the 
trend of residential construction. 

A recent switch of responsibility for 
publication of statistics by two gov- 
ernment promises _ better 
housing starts statistics in the future. 
The Census Bureau now tabulates 
housing starts formerly tabulated by 
the Bureau of Labor Statistcs (BLS) 
and in return the BLS has taken over 
the publication of unemployment sta- 
tistics from the Census Bureau. 

Rather than continue the old, often 
criticized housing starts series, the 
Census Bureau decided to compute 
an entirely new series which would 
accurately reflect the number of new 
homes started each month. This report 
brings you completely up to date on 
the changes the Census Bureau has 
made in this important economic in- 
dicator. 

Although housing starts are ex- 
pressed as a number of homes begun 
in a month, the figures give a clue 
to the dollar expenditures that will 
be made for housing several months 
in the future. And since residential 
construction accounts for about 4% 
of the nation’s gross product, accur- 
ate housing starts statistics help make 
accurate forecasts of GNP possible. 

In addition, the volume of home 
construction has an important bearing 
on other segments of the national 


agencies 


economy. 

The most striking feature of the 
new housing starts series is that its 
level is about 13% higher than the 
level of the old BLS figures 

Why is the new series higher? First, 
because the Census Bureau does a 
more complete job of counting hous- 
ing starts than was done by the BLS. 
A larger sample of permit issuing 
areas is now used to determine hous- 
ing starts than before. This accounts 
for about 57% of the difference be- 
tween the two series. In localities 
where permits are required for build- 
ing some new housing is started with- 
out permits. The Census Bureau now 
estimates the amount of this construc- 
tion which accounts for about 23% 
of the difference between the two 
series. 

Second, the new series includes 
some new items never included in the 
old series. Total housing starts in 
Alaska and Hawaii are part of the 
new series, and farm housing starts 
are now counted for the first time. 
In addition, the new series includes 
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_ DOSSERT . 
DESIGNED 


f TWO POSITION VARIABLE TAP 
with YOU 'in mind! ced OD 


For cross, pzrallel and tee tap connections. 









SPLIT BOLT CONNECTOR 
(Type DS) 

For taps. dead-ends, entrances, 

motor leads, junction boxes, etc, 





VARIABLE TERMINAL 
(Type G) (Type D) 
{ For economical, all-purpose cable connections. Connects a wide range of copper 


LIGHT DUTY VARIABLE LUG 


conductors to flat bar. 


For YOU, the contractor... 
For YOU; the wholesaler... 





TWO BOLT SERVICE CONNECTOR 


(Type DSU) ~ ; 
mata , The products shown here are in constant demand 
For all service cable connections. 


Best for larger sizes. by contractors and are fast moving stock items. 
All items accept a wide range of cables, 
thereby, minimizing the number of stock sizes. 
They are packaged in convenient quantities 
for ease of handling and are attractively 
labeled for quick identification. 





HEAVY DUTY VARIABLE LUG = Ask for pocket catalog. 
(Type HL) 
Takes various conductor sizes. 
Quickly installed. 
-Z 





U.S.A and Canada by 


INTERNATIONAL GENERAL 


ELECTRIC COMPANY 


50 East 42nd Street 
wy . 





| Distributed outside the 
| 
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For “off-the-shelf” 


delivery service... 





‘ 
You can always figure on 


KEYSTONE 


Wherever you are, whatever you want— Keystone has a complete 
line of quality wiring installation equipment ready for immediate 
delivery! Coast-to-coast warehouses stock all sizes, shapes and types 
of U.L. listed wireways and auxiliary fittings, cabinets, boxes and 
enclosures—J.1I.C. equipment, too. So, for prompt service all ways— 
you'll find it always . . . pays to figure on Keystone. 


KEYSTONE MANUFACTURING CO. 


Division of Aris INDUSTRIAL CORPORATION 





23328 Sherwood Avenve . Warren, Michigan 
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some temporary and vacation housing 
not included in the old series. Su 
prisingly enough, all these factor 
combined account for only one-fifth 
of the difference between the new 
series and the old. 

Only one difficulty with the new 
statistics on housing starts has de- 
veloped so far. Reports from field 
representatives seem to reach the 
Census Bureau so slowly that large 
revisions (about 5%) of the prelimi- 
nary figures have been necessary. But 
business forecasters need more accur- 
acy than that in month to month 
changes to make timely and accurate 
forecasts of business conditions. 

Within the next few months the 
Census experts should be able to 
master their new statistics and pro- 
duce more accurate preliminary fig- 
ures than they have up to now. When 
this happens, the users of houstsy 
starts statistics will probably not itu 
fault with the quality of the new esu- 
mates—until the next complete Census 
of Housing. 


Home Lighting Not 
Functional, Report Says 

NEW YORK—Home lighting is 
not functional. Too much emphasis 
is placed on decorative aspects. Con- 
sequently, the homeowner is not get- 
ting the lighting he needs and is 
entitled to, according to Electrical 
World, McGraw-Hill publication, in 
a special report. 

The lighting industry could learn a 

lesson from the telephone company 
and the appliance industry which 
have tailored their products along 
functional lines and made them prof- 
itable, the magazine states. The po- 
tential for profit is available to the 
lighting industry, it adds. Total mar- 
ket for residential lighting fixtures 
today is $90 million. This is expected 
to double in the next five years. 
e Increased Revenues—For utilities, 
revenue from residential lighting will 
be $1.5 billion this year. By 1970, 
revenues could reach $4.1 billion, a 
170% rise. Total kilowatt hour sales 
for residential lighting, which now 
stands at 60.2 billion, will jump to 
167.7 billion in ten years, a 118% 
increase, the report pointed out. 
Light bulb manufacturers can expect 
2 50% increase in sales, which now 
stand at $110 million. 

All these figures are contingent on 
heavy promotion by the lighting in- 
dustry, directed at functional light- 
ing, according to the publication. 
Along these lines, 66% of the utilities 
surveyed by the publication said they 
would step up promotion in the 
future. This should definitely include 
promotion emphasis by utilities to 
their own employees. 
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Attractive LPI VeeLens corridor luminaire has V-shaped 
prismatic diffuser and convex reflector which concentrates 
greatest amount of light on wall areas. Viewed endwise, it 


provides excellent brightness control 


does not exceed 350 footlamberts in the 45° to 90 


maximum brightness 
zone. 
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Light distribution for LPI VeeLens. Percentage fig- 
ures show amount of light (based on 100% for half 
the luminaire) which falls in various sectors. Up- 
ward component permits proper brightness ratios 
and relieves contrast on the corridor ceiling. 


New, low-cost LPI VeeLens puts high levels 
of useful light on corridor walls 


The VeeLens fluorescent corridor luminaire is engi- 
neered for efficient application to school corridors, 
library stacks, stock room aisles, and pedestrian 
tunnels. It solves the two important corridor lighting 
problems at lowest possible cost: (1) most of the use- 
ful light is directed where you want it—on the ver- 
tical surfaces, and (2) brightness down the corridor 
is controlled to a comfortable level without glare. 


Formerly, only far more expensive fluorescent 
luminaires with intricate shielding, or incandescent 
luminaires with special lenses directed the useful 
light so effectively. Now, LPI’s VeeLens does the job 
better at lower cost because it utilizes a clear pris- 
matic diffuser containing thousands of 8-sided 
prisms. This diffuser combined with the unit’s convex 
reflector distributes useful illumination in the pat- 





tern most desirable for corridor lighting—the “‘but- 
terfly curve.” The result is a high level of illumina- 
tion on the vertical surfaces with controlled bright- 
ness when viewing parallel to the luminaire. 


VeeLens luminaires are available for surface or 
pendant mounting, individually or in continuous 
rows. They utilize one 48” rapid-start lamp in a 4-ft. 
luminaire, or two 48” rapid-start lamps, tandem, in 
an 8-ft. luminaire. Diffusers hinge from either side. 


For complete information, write for VeeLens bulletin 





FLUORESCENT 
LIGHTING 








Lighting Products Inc., Highland Park, Illinois 


the odds are : to now 


vowtt sett more CHANNELLOCKS 


Your CHANNELLOCK 
sales opportunities are 
better than ever... 4 






times better. The reason? 
You now can offer your cus- 
tomers their choice of not merely 
one but four distinct sizes of 
CHANNELLOCK Pliers. The 
wider the choice, the surer the 
sale! Best of all, each member 
of this CHANNELLOCK family 
foursome has established itself 
as a fast-seller . . . hundreds of 


Of 






thousands of them are sold every 


WES 





iz zg year. Show ’em all four... 
ize ss . 
ait 25 and you’ll sell all four. 
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send for information 
on our 


special Channellock 
“foumily torusomp,” 
display board 
No. 400-D 


(also availa 
smooth jaws-—-No. 415) 
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e Unlighted Areas—Two important 
home areas that are generally under- 
lighted are the kitchen and the bath- 
room, the magazine says. Statistic 
show that 40% of the major acci- 
dents occur in the kitchen, 30% to 
the hands. 

The average American bathroom is 
the most badly lighted area in the 
home, according to the American 
Home Lighting Institute. Researchers 
found the bathroom lighting in hun- 
dreds of homes checked to be 
“poverty lighting” in otherwise well- 
appointed homes. 

In a survey of its customers, one 
utility company discovered that 73% 
of the homes had only one fixture 
in the bathroom, yet 67% of these 
customers were satisfied with the 
lighting. 


Webster Named 
1961 NEW Chairman 


NEW YORK—Harold A. Web- 
ster, president of the National Elec- 
trical Contractors Association, has 
been named chairman of the 1961 
National Electrical Week observance. 

Webster, president of T. Frederick 
Jackson, Inc., Long Island electrical 
contracting firm, succeeds N. J. Mac- 
Donald, president of the Thomas & 
Betts Co., Inc., Elizabeth, N.J., and 
president of National Electrical Manu- 
facturers Association. 

Other officers for the 1961 ob- 
servance are: vice chairman, T. O. 
McQuiston, vice president, Metro- 
politan Edison Co., Reading, Pa.; sec- 
retary, Arthur W. Hooper, executive 
director, National Association of Elec- 
trical Distributors, New York; treas- 
urer, L. W. O’Brien, manager of 
Monogram & Syndicated Informa- 
tion, General Electric Co., New 
York. 


GE Lowers Prices 
For Mercury Lamps 
CLEVELAND—Lower prices and 
performance improvements for its 
line of mercury lamps for industrial, 
floodlighting and streetlighting ap- 
plications have been announced by 
the General Electric Co. Perform- 
ance improvements result from the 
extension to other mercury lamps, 
ranging in size from 100 to 1,000-w. 
Only three types of the former 
mercury line will be continued. They 
are the 400-w clear, color-improved, 
and white lamps, prices of all of 
which have been reduced substantial- 
ly. The changeover in design will re- 
sult in reductions in the cost of 
mercury light of about 25%, depend- 
ing upon the type of lamp employed, 
according to a GE spokesman. 
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LOAD CENTERS 


More F'reatures-More Versatile! 











NOW - a// Frank Adam Load Centers have sequence 
bussing with main lugs at bottom which makes possible 


any combination of 2-pole circuits. 


NOW — all lugs are dual rated to allow the use of copper or 


aluminum wire in centers 100-amps. and higher. 


NOW-—the number of branches can be greatly increased 
simply by the use of Frank Adam Duplex breakers. 
Duplex and single breakers are entirely interchangeable. 


NOW- both QP and Duplex breakers are Class NI Non- 
interchangeable per NEC. 


NOW-— all these improvements are in addition to the many 
other features that have already made Frank Adam Load 


Centers tops among quality equipment. Write for catalog 


RANK NCE 1691 
DAM ELECTRIC COMPANY 


e 


busduct + panelboards + switchboards + se alety switche ad centers + Quikhete 
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To its string of tough, high-spirited, Bronco blue-ribbon champions Western Wire 
now adds hi-voltage cables bearing the proud brand BRONCO 66 CERTIFIED. The 
outer protecting jacket is certified to contain not less than 67.32% neoprene— 
highest content in the industry! And now—on the inside— BRONCO 66 Hi-Voltage 
cables are insulated with BRONCO XL BUTYL. This double-barreled protection 
assures you championship performance...a neoprene hide with maximum resist- 
ance to ozone, sunlight, oil, abrasion... a heart of butyl, dielectrically strong, amaz- 
ingly resistant to high temperatures, corona, and aging. A big plus value is Bronco's 
patented branding; complete identification is repeated at precise two-foot intervals 
on the jacket—vulcanized in so it won't rub off. Bronco 66 Certified Hi-Voltage types 
W, G, and SH (shielded types A, B, C, and D) are now available immediately to users 
through Electrical Wholesale Distributors. They're champing at the bit, raring to go 
to work for you. When you invest in a big cable for the long haul, call for the service 
a 66 CERTIFIED! Enjoy the long-term economy of top quality. 
——— Se Write for a complete description of portable Hi-Voltage Bronco 66 Cer- 
tified. Also ask for data on our duct and direct burial hi-voltage items. 





Electric Heat: 





Utility Modifies Rates 
For Electric Heating 


PHILADELPHIA — The Philadel- 
phia Electric Co., as part of its Elec- 
tric Service Tariff, has a new provision 
which makes available the total 
electric heating of homes by a modi- 
fication of existing residential electric 
rates. The electric house heating pro- 
vision is available only to residential 
customers who use electricity for the 
main source of heat supply and whose 
homes meet the construction quali- 
fications incorporated in the rider. 

The first of these qualifications 
covers home construction and spec- 
ifies maximum allowable heat loss 
limits. The second covers acceptable 
electric heating systems which must 
be of a permanently installed type with 
Capacities engineered to meet the 
heating needs of the home. The pres- 
ent residential electric heating rate 
in the Philadelphia area is about $.02 
per kwh. The heat loss shall not 
exceed 30 btu per square foot of floor 
area, according to the electric-house 
heating rider. 


Electric Heat Show 
Set For March ‘62 


NEW YORK—The Second Na- 
tional Electric House Heating Sym- 
posium and Exposition will be held 
March 19, 20 and 21, 1962 in the 
Sherman Hotel, Chicago, Ill. The 
show is sponsored by the Electric 
House Heating Equipment Section of 
the National Electrical Manufacturers 
Association. 

The announcement was made to 
quell reports that the symposium and 
exposition might be held in 1961. 
Sponsoring manufacturers stated that 
the 1962 symposium and exposition 
will emphasize and detail such elec- 
tric house heating specifics as the 
proper installation of equipment, re- 
quirements and installation techniques 
of various types of insulation ma- 
terials, electric house heating for both 
new and remodeled homes, and case 
histories on the use of electric heat 
and its advantages over other meth- 
ods of heating. The program also will 
feature a review of the most effective 
electric heating promotions being em- 
ployed by the industry as a whole, 
by individual manufacturers, distribu- 
tors, commercial power companies, 
REA cooperatives, municipal power 
companies and by TVA and other 
organizations. 





Federal Pacific Electric Co. has ac- 
quired for about $5 million in cash 
and stock Pioneer Electric Ltd., a 
Canadian manufacturer. 
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National Homes Corporation's 1960 French Regency “‘Lorraine’’ home 


“NATIONAL HOMES” SELECTS DUPLEX PUSHMATIC 
CIRCUIT PROTECTION 


National Homes Corporation gives buyers a 
“‘bonus’”’ in electrical convenience and dependa- 
bility. BullDog Duplex Pushmatic® circuit 
breakers are now standard equipment in these 
quality prefabricated homes. Buyers get double . 
safety . . . Duplex Pushmatic gives thermal element and coil- 
magnetic protection. And positive bolted connection assures years 
of dependable, trouble-free service. There’s economy for you, too 
... Duplex puts two breakers in the space of one standard breaker, 
permitting use of less costly panels. 

Famous Pushmatic pushbutton means extra convenience. The 
button pops up on overload or short circuit, where it can be 
quickly identified by either sight or touch . . . and returned to 
service instantly. 

Consider the advantages of BullDog Duplex Pushmatics and 
service panels for your homes. You’|! find this extra measure of 
quality will assist in making buyers out of shoppers. And 
Pushmatic costs no more. Our BullDog representative will be 
glad to show you why Duplex Pushmatic is your best bet for 

DUPLEX PUSHMATIC lasting owner satisfaction. 

GIVES YOU ALL THESE BullDog Electric Products Division, I-T-E Circuit Breaker Company, 

od Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. 

® Coil-magnetic protection for lamps Export Division: 13 East 40th St., New York 16, N.Y. 

and appliance cords. 
® Positive, bolted connection to busbar 

for trouble-free service. BULLDOG ELECTRIC PRODUCTS DIVISION 
e Pushbutton convenience for a 1-T-E CIRCUIT BREAKER COMPANY 

ease of operation. 





x. | HIGH VOLTAGE 
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.. for Distributors who 
know their cosadrheys" needs. 


, : 
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Now you can give your customers 
the latest thing in non-modular lumi- 
nous ceilings. Picture hundreds of 
Cylindricell panels, joined and sus- 
pended without visible means... a 
broad, unbreakable expanse of low- 
brightness ceiling...no clips or 
supports visible to the untrained eye 
Clever interlocking design eliminates 
objectionable patterns created by 
unsightly seams in free-form and 
floating ceilings. Also perfect when 
used with standard grid systems, 
compatible with sprinkler and air 


conditioning systems 


NON-MODULAR APPEARANCE 
MODULAR CONSTRUCTION 


APPROVED UNDER SPRINKLER 
SYSTEMS 


INSTALLED AND REMOVED 
WITHOUT SPECIAL TOOLS 


LOW INSTALLATION COST 


Also manufactured and sold as 


Infinilite* by — 
united/4 LF 
LIGHTING gB ceiLiING co 


* TRADE MARK 


2828 FORD ST. * OAKLAND 1, CALIF. 


by Bill Murray 





Cylindricelf 


Meeting at Mackinac (pronounced MAC-IN-NAW) Island, 

Michigan, this month? This four-for-one four-day event will take 
place September 25-28, and EW’s own Bob Bush will be on hand 
to report the proceedings. Central Region members have a combi- 
nation of land, sea, and air travel as a means of reaching the island. 
Motoring members can reach it by means of the world’s longest 
suspension bridge, over Mackinac Straits. Panel plans intro- 
duced by various utilities throughout the nation are getting a favor- 
able response from electrical wholesale distributors. Most distributors 
favor the plans, but with some reservations. Many are looking for 
a larger share in selling the materials. In one area, distributors re- 
port they prefer having the panels installed within the premises, 
rather than on the outside, as the local utility presently requires. 


A re you heading for the second annual NAED Central Region 


Cost Cutting 

Big business is presently on a cost-cutting campaign. Purchasing 
agents report they are under heavier pressure to obtain the lowest 
possible price on materials. . . . Ohio distributors note. . . . an 
intensive Medallion Home promotional program is being planned in 
your area to tie in with National Home Week—September 24 to 
October 2. . . . Flowerescence—A Milwaukee florist has discovered 
that electric heat creates the best atmosphere for displaying flowers 
and merchandise, and gives even temperature control. 


Signs of the Times 


The kids are returning to school . . . World Series bets are being 
made . . . and never-say-die vacationers are reminiscing about past 
summer fun days. One vacationing distributor talked his way out of 
why he didn’t send any—“Wish You Were Here’—postcards to 
friends. Reason: “There wasn’t enough light in the bar to write by.” 
... “New York is a Summer Festival” has been stowed away in 
mothballs for another year . . . but the big city is preparing for a 
busy Fall and Winter. Most of New York’s major avenues are now 
arranged for one-way traffic . . . usually opposite to the way you 
want to go. But the busy thoroughfares are not without new lighting 

. bright, clear mercury vapor units. Most of the avenues have 
been widened to handle the heavy flow of one-way traffic . . . but 
the sidewalks have been narrowed . . . which only goes to prove we 
live in an era of . . . wide cars and narrow people. 


Follow the Leader 

With the free world’s acknowledgement that the U. S. is now the 
leader in the space field, it is also gratifying to learn that Russian 
scientists admit that in the development of electronic computers they 
are four years behind the U. S. and Great Britain. . . . Los Angeles 
police report that a burglar who ransacked a luminous materials 
producer made two costly mistakes . . . first, he dropped his busi- 
ness card .. . and after officers produced a black light, that makes 
materials shine in the dark, it disclosed that the suspect had walked 
through luminous materials at the scene of the burglary, and his 
shoes shone in the dark. . . . He was booked on suspicion of bur- 
glary. . . . Electric heat markets are getting larger. The Bulova 
Watch Company, Inc. has acquired exclusive rights to produce and 
market a line of precision automatic radiant heating controls. 
._... The M & W Electric Mfg. Co., East Palestine, Ohio has filed 
a legal action in a U.S. District Court against Gatto Electric Supply 
Co., Cleveland, on alleged patent infringement charges. The items 
involved are reportedly manufactured by the Atlas Electrical Fitting 
Co., Scranton, Pa. 
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Laboratories, Inc 


1 Approved by } Kj 
Underwriters . in Or 


designs for 


fluorescent 
lighting 
, Support 





YSTEM 
Be cyprACe RACEWAY SYSTEM SIMPLEX S 








Specially designed for use as a combina- A fluorescent fixture support system only, its channel 










tion surface raceway and flush-mounting is applied slot-side down, and is not intended for use 
fluorescent fixture support. Completely as a raceway. This system combines economy of 
enclosed from outlet box to fixture to investment with maximum strength and rigidity. It is 
‘ eliminate the clutter of external conduc- easy to install and fixtures may be attached, or 
tors, this system also protects the wiring relocated, without lowering, or otherwise disturbing 
from physical damage. It’s simple ‘“‘slot- ; the basic channel assembly. 
‘ up” design makes it easy to install... . X 
easy to wire. e 






designed by electrical engineers 
made by a leading electrical manufacturer 
for the electrical trade. 










Write for our 

product bulletin g-2. 
“STEEL CITY lighting supports 
(Kindorf channel type).”’ 















products of 


STEEL CITY 


ELECTRIC COMPANY 


PITTSBURGH 33, PA. 
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babetéz evbed. 
CONDUIT and PIPE 


WRENCHES - CUTTERS - THREADERS 
a 


6” to 48” 








DIE HEADS 


RATCHET TYPE 


%"' to 2” %"" te 1” 
CAPACITIES 3-WAY TYPE 


CONVERT HAND TOOLS TO POWER 


* 


PORTABLE 
POWER DRIVES 


*6B"’ “88-a" 


cet] 
NEW, Advanced Features 


Here are a few of many Toledo Quality Checked Pipe Tools 
with extra values built-in, yet they sell at popular prices. 
When you see and buy Toledo Pipe Tools you get advanced 
design and Toledo engineered mechanical features that 
give you better job performance and long service life. 
Don’t settle for anything less than the best— 
INSIST ON TOLEDO! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


Write For New Catalog 


EDO (eabatsy Checked 


PIPE THREADERS e WRENCHES ¢ MACHINES ¢ TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 





Bright Outlook For 
Industrial Construction 

This is the study of industrial con- 
struction in the decade ahead. It pro- 
vides a 10-year forecast of industrial 
building volume. But it is more con- 
cerned with a description of the key 
forces that will affect industrial con- 
struction in the future than with a 
detailed forecast of construction vol- 
ume. 

New products, new trends in trans- 
portation and in natural resource us- 
age, changes in the labor force and in 
income levels are a few of the forces 
that will have a bearing on industrial 
construction in the future. And in the 
10 years ahead there is likely to be: 
e A shift in the geographic distribu- 
tion of new industrial building 
e A greater emphasis on construction 
of moderate-size plants 
e A greater emphasis on esthetics in 
plant design 
e Turning Point—For the first time 
in two years industrial construction is 
beginning to show new signs of life 
this year. Having dropped from a 
record $3.6 billion in 1957 to $2 bil- 
lion last year, the dollar volume of 
industrial building put-in-place is now 
definitely on the upswing. Neverthe- 
less, for 1960 as a whole industrial 
construction volume will come to only 
$2.7 billion. (Industrial construction 
for purposes of this report consists of 
factories and related warehouse build- 
ings.) 

Compared with the $3.6 billion vol- 
ume chalked up in 1957, this year’s 
industrial construction outlays won’t 
be very impressive. But looking farther 
into the future, the outlook for indus- 
trial construction is sure to brighten. 

Industrial builders in the 10 years 

ahead will enjoy a volume of business 
well in excess of that of the 1950s. 
In fact, this sector of the construction 
industry is likely to be a growth field 
in the coming decade. If the economy 
as a whole grows fairly steadily over 
the decade, we can look for industrial 
construction outlays well over $5 bil- 
lion (in 1960 dollars) for the year 
1970. 
e Forecast—On the basis of develop- 
ments covered in this report, the fore- 
cast indicates that industrial construc- 
tion volume for the next ten years 
will hit $45 billion, an average of $4.5 
billion a year. (All values are in terms 
of 1960 dollars.) At this level, the an- 
nual volume of industrial building will 
be two-thirds greater than the $2.7 
billion annual average for the preced- 
ing 10-year period. And if a very rapid 
introduction of new products occurs 
in the years ahead, this forecast of an 
annual average of $4.5 billion in new 
industrial construction may be sur- 
passed. 
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NEW 
VIGOR 
a 


Virden 





Expanded sales support! In the past 36 months Virden Lighting has expanded its field sales force by over 
500%! There isn’t an important market in the United States that isn’t now covered in depth by Virden sales 
personnel. Experienced men.all.. . fully knowledged in the lighting fixture business, backed by a chain of 
command that intimately knows all facets of this business. Here is manufacturer field support that already 
has helped Virden distributors win healthy sales increases and assures them of an even larger share of the 
expanding lighting market in the future. 


VIRDEN LIGHTING 


a division of John C. Virden Company « 6103 Longfellow Ave., Cleveland 3, Ohio 


SUBSIDIARIES. LIGHTING DYNAMICS, INC., LOS ANGELES, CALIF. AND DALLAS, TEXAS: JOHN C. VIRDEN, LTD., TORONTO, ONTARIO 
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Many years of sound engineering 


and field testing are built into the 


advanced design of 
i lcaaule products, to provide 


all Furnas 


the leading motor control: 


on the 


) 
FURNAS (S 
ELECTRIC 5 


Furnas Electric standardized 
design and exclusive ‘‘in- 
between” starter sizes reduce 
stock inventory and allow 
wider application with fewer 
units. You are assured of su- 
perior performance, longer 
life and unmatched economy. 
SEE FOR YOURSELF! Write foday for Port- 


folio 5412 — 1069 McKee Street, Batavia, 
Minois. 


<H2 


_ 
FURN Sales Representatives 
| in All Principal Cities 


BATAVIA, ILLINOIS 





market 


iy 
MAGNET ASSEMBLY 
Magnet features just one 
moving part. Dual voltage 
coils, 110-220 or 220-440 
volts at no extra cost. 


f 


THERMAL OVERLOAD 
RELAYS 


Trip-free. Manual or auto- 
matic reset. Third over 
load relay kit can be added 
in the field. 


CONTACT BLOCK 


Non-tracking, impact- 
resistant material. Visible 
and front removable 
silver-cadmium oxide con- 
tacts. Extra switchlets can 
be added to either side 


a | 
ieaaae? eg 
teleii dies wale), i 4ue-) 


Include push button, selee- 

tor switch, pilot light, and 
third overload re for 

quick and easy fie 
ification.,Starter in 

is simplified and reduced 





Where Will Expansion Occur? 


The growth in industrial construc- 
tion outlays can be drastically altered 
by shifts in consumer tastes or by a 
major scientific breakthrough in key 
industries. But barring any major 
shifts, current capacity and growth 
prospects suggest the following trends 
in industrial construction outlays for 
major industries: 

e Nonferrous metals, instruments 
and machinery (including electrical) 
industries will step up considerably 
their expenditures for new plant con- 
struction. 

e Among the chemical 
group, chemicals, paper and pulp, 
glass, rubber and cement manufac- 
turers are likely to spend at above 
average rates for new plants during 
the 1960s. 

e Food and textile producers are 
planning to increase their plant ca- 
pacity at approximately the average 
rate for all manufacturing. 

e In the transportation equipment 
industry (railroad equipment, ship- 
building and aircraft), on the other 
hand, excess capacity is a critical 
problem. Plant expansion in the near 
future thus is likely to be relatively 
modest. 

e Similarly, in autos, current ex- 
cess capacity rules out major addi- 
tions to plants in the near future. U.S. 
auto firms now can turn out more 
than 10 million autos and trucks a 
year—clearly a far greater output 
than they'll be called on to produce 
for some time. 

e Petroleum refiners reported in 
the latest McGraw-Hill annual survey 
that they now plan to increase ca- 
pacity by only 1% a year during 
i960-63. At that rate the petroleum 
refining industry will be adding little 
to the nation’s industrial construction 
volume. More substantial additions to 
refining capacity won’t be needed for 
some time to come. 

Even without drastic changes in 
consumer tastes or in existing indus- 
tries, there are likely to be significant 
changes in the industrial building pic- 
ture in the years ahead. The forces 
we noted at the outset—new products, 
income and population changes and 
others—are bringing new trends in 
industrial building. In the remaining 
pages we describe in detail what these 
new trends will be in the decade ahead 
and what they will bring 
e Role of New Products—Industry 
is spending $9.6 billion for research 
and development this year, and al- 
ready has plans to increase R & D 
outlays to nearly $11 billion by 1963. 
Out of this investment in R & D will 
come a steady flow of new products 
that change industrial construction 
needs. 


process 
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Contractors agree... 


You cant beat Phelps Dodge 
Dependable PD-X Cable 


for fast, easy stripping! 


Habirshaw type NM nonmetallic-sheathed cable 


saves vital on-the-job time and money! 


PHELPS DODGE COPPER PRODUCTS 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mas 
Cincinnati, Cieveland, Dallas, Dayton, Denver, Detroit, Fort 
N. C., Houston, indianapolis, Jacksonville, Kansas City. M 
Milwaukee, Minneapolis, New Orleans, New York. Phila 

Ore., Richmond, Rochester, N. Y., San Frar 

Washington, D. C. 
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New products will account for 12% 
of the sales of manufacturing com- 
panies, on the average, by 1963. If 
industry continues to step up its R & 
D effort, there is a good possibility 
that more than one-third of the sales 

| of manufacturing companies in 1970 
will be in new products—products 
not currently produced. Plant con- 
struction for producing such new 
products requires substantially greater 
outlays per unit of capacity added 
than does expansion of facilities to 
produce existing products. A heavy 
flow of new products thus will call for 
a large increase in plant construction 
to house machines and other equip- 
ment used in production. New prod- 
ucts will be particularly important in 
the sales of machinery and electrical 
machinery producers, where they will 
account for about 40% and 50% of 
sales respectively by 1970. 

Such changes in turn will call for 
changes in construction equipment 
and in the industries producing this 
equipment. 

One of the most impressive develop- 
| ments of the postwar period has been 
| the migration of population from our 
older urban centers to newly develop- 
ing cities in the southern and western 












Easy to install . . . requires shal- 
low hole . . . fixture can be re- 
moved and replaced without 
loosening anchor...a few ham- 
mer blows set anchor firmly . . . 
conical-shape nut expands lead 
sleeve to provide strong holding 
power... widely used by elec- 
tricians, plumbers, carpenters, 
ornamental iron workers, main- 
tenance men, awning and sign 
men and other tradesmen. 












Cutaway drawings show how 
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sleeve around conical nut 









HAMMERLESS SETTING TOOL 





ax parts of the United States. This is 

most clearly illustrated by the sharp 

Expander hammerless ; : a growth in population in Florida and 
setting tool for easy installation of Arro Machine California over the past decade. And 
Screw Anchors in hollow tile, bottomless or weak-bottom holes. projections of future population 








growth indicate that these trends will 


: continue. 
THE ARRO LINE OF MASONRY With these shifts in population go 


ANCHORING AND DRILLING DEVICES important shifts in markets for con- 


sumer goods and producers’ goods as 

——ee [ES well. And changing markets create 
ARRO., Gat) ARRO-CORE MASONRY DRILL needs for new industrial construction. 
In 1940 California had an annual steel 
A.C-E EXPANSION SHIELD MACHINE SCREW ANCHOR 7] output of less than a million tons; 
a =e Sn OO Saw) today, it can produce more than 5 


ARROFLUTE CARBIDE MASONRY DRILL million tons of steel annually. Pre- 








Seonemeiall 


EXPANDER HAMMERLESS SETTING FOOL 


O-E EXPANSION SHIELD — ———} sumably that state has witnessed simi- 
A, ee, ——- , - lar developments in other industries. 
es aig 





FOUR-FLUTE HAND STAR DRILL ach : ° . P 
Rising incomes, and redistribution 
of incomes, too, will have a pro- 





HOLD-IT EXPANSION SHIELD = F 
R 
, ppannciyney' FOUR-FLUTE DRAL PONT nounced effect on the type and loca- 
, ~ tion of plant construction over the 
DOUBLE EXPANSION SHIELD decade. U. S. incomes will be up 
STUD BOLT ANCHOR sharply in the future. Forecasts of . 


family income (in real terms) indicate 
an increase in the range of 25% to 
30% for the decade ahead compared 
with an increase of about 17% in the 
sg Gena RUBBERGRIP DRILL POINT HOLDER past decade. And recent trends in 

income distribution suggest that a 


Camm) much larger proportion of our fami- 





SPIRAL-DRIVE NAIL ANCHOR 












eo JUTE PLUG LITTLE MAJOR TURNBUCKLE lies will be in the $10,000 and over 
iL } ° 9 _ . 
| income class in the 1960s than in 
mera — DISTRIBUTORS | the 1950s. There thus may be grow- 
— 6 nA a aeons ing emphasis on construction of plant 
SILVER KING in Leading Publications Di- aw 2m; . : , 
SELF DRILLING SHIELD rected to Your Customers to meet new demands for luxury 


items. The current popularity of pleas- 
boating is =xample of 

ARRO EXPANSION BOLT COMPANY market created by recent gains and 

DEPARTMENT 8, P. 0. BOX 388, MARION, OHIO Continued on page 152 
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eee to sell the 
aim thoroughbred name! 


There's a 
BULL DOG TAPE 
for every purpose 


e FRICTION You sell tape without effort when your cus- 
tomers see the famous BULL DOG name. And 

¢ RUBBER BULL DOG’S blue-ribbon performance brings 
them back for more! Smart packaging attracts 

* PLASTIC the eye — keeps stock fresh and new. Self- 
service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 
Tape on your “want list” now! 





Sold only 
through verified 
wholesalers 


Another quality product of 
WOVEN HOSE & RUBBER COMPANY 
OV OF AMERICAN GUL TRHITE RUBBER CO. mC 
BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 


CORPORATION 


Ashton ° Rhode Island 


GE Gives Correspondence Course 


Distributors learn control operation and applications. 


HILE most students were en- 
W ivvin summer vacation more 

than 2,000 electrical distribu- 
tors and their salesmen were boning 
up on control operation and applica- 
tions. A unique, eight lesson Control 
Operation/ Application course offered 
by General Electric’s General Pur- 
pose Control Department, Blooming- 
ton, Ill., was the reason behind all 
this extra study. 

Some 4,000 courses, including 
reading material and question and 
answer sheets were sent out this 
spring to the company’s Intermediate 
Distribution Sales Engineers. They, in 
turn, enrolled distributor personnel in 
the course. 

Each business house named a co- 
ordinator who collects each lesson, 
forwards them for correction and 
comments, and handles questions 
within the house for the students. 
According to O. W. Fuller, catalog 
editor at Bloomington and course 
director, some 2,700 sales people 
have completed lesson one and 2,400 
have finished lesson two. 

The question and answer sheets 
contain ten true-false questions, ten 
multiple choice questions and ten 
problems. “The problems give the 
distributor a chance to work with 
our catalogs and _ publications in 
figuring out prices, ordering infor- 
mation and promotional information 
needed,” Fuller explained. 

Reasons behind initiation of the 
course were explained by another 
GE spokesman, who said, “Successful 
selling of industrial type products 
today depends more and more upon 
the salesman’s technical knowledge 
of the product. Manufacturers of in- 
dustrial equipment face an_ ever- 
growing dependency on the second- 
ary channels of distribution for sale 
—and it is this person that must be 
educated as to the product’s capa- 
bilities. This includes not only the 
actual salesman but the counterman, 
the order clerks and the other people 
in the distributor’s organization,” he 
pointed out. 

“We decided we had to get some 
sort of course for these people. We 
couldn’t have them all come to 
Bloomington or set up fifteen or 
twenty centrally located schools be- 
cause of the costs involved. So, we 
decided to try the correspondence 
course and make it thorough and 
complete. We think we've done that 
with the Control Operation/ Applica- 
tion course,” he added. 





Sie, a 


ORNER AL PURPOSE | 
GENERA 


QB eectaic 
cocmengpen a e oe 





TEXT, bulletin and catalog references 
are included in complete course. 











TYPICAL assignment sheet is shown with 
sample question and answer. 
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Stores, office buildings, public areas 
are dramatically flood-lighted with 
Stonco’s tapered “‘Flair’’ bullet. Avail 
able flush or stem-mounted to high 
light merchandise, textures, colors 


Smart, decorative cluster-lighting of 
hotels, motels, restaurants, residences 
with Stonco’s crisp. ‘“Dart’’ bullet. 
Available in 2, 3 or 4 light clusters 
for wide-area illumination 


For dramatic, glare-free accent-lighting 
in banks, libraries, schools, hospitals, 
specify Stonco’s deep-contoured 
“Cone” bullet. Available fixed-focus 
or fully adjusiable 


..»With STONCO cast aluminum outdoor bullets! 


Don’t let the styling of Stonco’s new “Award Series’ fool you. These are 
outdoor bullets. Solid cast aluminum. Completely weatherproof. “Air-Condi- 
tioned” for cooler, cleaner operation. The only truly decorative floodlights 
designed specifically for any outdoor application 


g . 
Write for Award Series catalog LP-A 
See Sweet's Architectural file ta/ST. 









Cluster Lights e Power-Beams e Mercury Vapor e Vaportight e Emergency Portables 


© 1960 Stonco Electric Products Co., Kenilworth, New Jersey 


EVERYBODY 


Dispenses Fittings 
as needed 







& 


GAINS 






pres-SURE-connectors 
E | in 
EB SMALL QUANTITY PACKAGES 


YOUR SMALLER CUSTOMERS don’t have to make big cash 
outlays to get the quantities they need. 


YOUR LARGER CUSTOMERS don’t have to handle or count 
out small quantities from large packages. 


YOU will make more sales to more customers because you 
can now give them the best product in preferred quantities 
in better packages. Simpler for you to stock and to sell — 
eliminates counting, stops spillage, speeds order filling, 
simplifies stock records. 

YOU AND ALL YOUR CUSTOMERS will like the new SLIP- 
TOP Boxes® — an exclusive Buchanan development — 


NOW BEING ADVERTISED TO CONTRACTORS, 
MAINTENANCE MEN AND OTHER USERS. 


* Small Splice Caps and Insulators — 100/box, 10 

boxes/std. package. Large Splice Caps, large Insulators, 

Termend® lugs 50/box, 10 boxes/std. package. (Insu- 
Write for Bulletin EW-9 


lators packed in regular boxes. ) 
© 
and distributor information. WY ww 


Representatives in principal cities throughout the U. S. and Canada 
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Construction ... 


Continued from page 148 


shifts in incomes. A sharp increase 
in luxury buying could lead to a 
step-up in construction of moderate- 
size plants to turn out custom made 
products. 

Meanwhile, regions of the country 

that have traditionally lagged behind 
in income are gradually shifting from 
agriculture to industry, and in this 
process average incomes are expand- 
ing. The Southeast, the Southwest, 
the Plains and the Rocky Mountain 
states will continue to improve their 
relative income positions. In these 
regions, growing incomes will mean 
wider markets for numerous products, 
both old and new. And thus addi- 
tional industrial building will be at- 
tracted to these areas. 
e Geographic Location—Our supply 
of natural resources and changes in 
modes of transportation will also affect 
the geographical pattern, and the vol- 
ume of industrial building over the 
coming decade. Low-cost electrical 
power, for example, will become 
harder to obtain in the Pacific North- 
west where an abundance of natural 
water resources has hitherto provided 
ready sources of cheap electricity. 
Other areas, however, are beginning 
to show promise of developing low- 
cost power from other conventional 
sources. In Texas and in the Ohio 
River Valley construction of new 
power plants burning conventional 
fuels has begun to cut electricity costs. 
Firms seeking additional production 
sites are likely to weigh developments 
such as these before making final de- 
cisions on location of new producing 
facilities. Supplies of natural resources 
that have long been taken for granted 
—fresh water, for example—will be- 
come more important in the calcula- 
tions of firms building new plants. 
e Transportation—The expanding na- 
tional highway system will also be an 
important factor governing decisions 
on plant location and plant size. When 
the nation depended primarily on 
mass transportation — namely, rail- 
roads—industrial firms sought plant 
locations near centers of rail transport 
networks. At such sites they had ready 
access to supplies of labor and raw 
materials, and to principal markets 
for their products. They thus concen- 
trated production in a relatively small 
number of large plants. 

Automobile and truck transporta- 
tion have changed that picture. Plants 
can be located along any of the nu- 
merous primary highway routes and be 
within reach of their labor supply 
and their markets for goods. Workers 
can travel to their jobs by car. Sup- 
plies can be brought in, and finished 
products shipped by truck. Plants, con- 
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¥ Non-Raveling 

Y Straight Tearing 

Y High Tensile Strength 
Y Strong Adhesion 

Y Highly Insulating 


For the 

finest 

in friction, 

rubber 

or plastic tape 

always 

look to ACCURATE... 
suppliers of 

“your best buy 

in tape.” 






sequently, can be located closer to final 
markets, and their capacity limited to 
local market needs. Production is de- 
centralized. And many major pro- 
ducers now have a relatively large 
number of plants of moderate size. 

The realities of traffic congestion, 
too, play an important role in de- 
termining plant size today. If a plant 
can be kept relatively moderate in 
size, parking lot problems are likely 
to be less serious and traffic bottle- 
necks less likely to develop when 
employees enter or leave work. 

Also, experience has shown that 
bigness does not assure efficiency. In 
fact, beyond a critical capacity the 
efficiency of a plant is likely to decline 
drastically. For all these reasons firms 

will prefer to build a larger number 
KRALOY PVC RIGID CONDUIT . . . 
before encasement in of plants of more modest proportions 
concrete slab. Its mirror- in the decade ahead. 
smooth interior walls 
make fishing easier. e Labor Force—Changes in the qual- 
ity and makeup of the labor force will 


also have a significant impact on plant 
CONTRACTORS REPORT INSTALLATION COSTS | sess ie the suture. me piant of to 


day is not merely a utilitarian shell 


built to house producing facilities at 
CUT 20% USING KRALOY PVC RIGID CONDUIT minimum cost. It is frequently a work 


of fine art, designed to enhance the 


* . . . beauty of its surroundings. 
..» Ast PVC Conduit with U/L Listing [ tiesc'ansnses ‘in plant design nave 


to a considerable extent, been brought 
about because of the changing make- 


Because of its extreme light weight and ease of handling, cutting and up of the labor force. The increasing 


joining, the use of KRALOY Pvc conbuIT allows appreciable savings over | jumber of white collar workers in in- 
use of other conduit. Approximately % the weight of steel, % that of | dustry, for example, and the growth 
aluminum, KRALOY’s many advantages make it the ideal conduit. | in the number of female employees 


: , : have induced firms to put greater em- 
, i - i i make fishing easier, and it can BI 
KRALOY’s mirror-smooth interior walls . 8 ? phasis on comfort, convenience and 


be cut and joined with simple tools and solvent cement. For your | sttractiveness in sient declan. 
customer’s complete satisfaction, remember that KRALOyY is rust-proof, As white collar workers — and 
pit-proof, non-magnetic, non-sparking, and won’t support combustion. | women—become more important in 
Consider the dollars to be saved using u/t listed* KRALOY—its trouble- industry, we can expect still greater 
ae siya emphasis on amenities in plant design. 
free characteristics—and you'll insist on KRALOY Pvc conDUIT for your | |, addition, there will be a growing 
next job. Send the coupon today for the full story on kKRALoy—the only | proportion of older workers in the 
pve conduit with v/t listing*! labor force. Safety, consequently, will 
get greater attention in plant layout. 
All these changes in the labor force 
“ - ee suggest that the addition of new pro- 
Trade Size “a” a" 2" La : a - : ducing capacity needed for a point 
KRALOY PVC | 15.0 | 29.0 | 63.0 253.0 | 326.0 | increase in the FRB index in the fu- 
ALUMINUM 27.4 53.0 115.7 465.4 612.9 | ture may require even greater outiays 


STEEL 79.0 153.0 334.0 1334.0 1771.0 | for plant construction than in the dec- 
A ade just past. 


NOTE THESE WEIGHT COMPARISONS (LBS.) 
































Kraloy Plastic Pipe Co., Inc., Dept. EW-9 KRALOY PVC CON- In renerent fe expanding industrial 
402 West Central Avenue, Santa Ana, Calif. DUIT is sold only production in the 1960s will call for 
Gentlemen: Please send me your new Brochure on through wholesale a substantial addition to producing 
KraLoy PVC Conpuir which gives complete information electrical supply facilities in many industries. As a re- 
and installation directions. houses. sult, industrial construction expendi- 
tures in the decade ahead are likely 
> to be in the neighborhood of $45 
CT eens ; j billion. 
City. a State___ These underlying forces will play 
: a key role in the growth of industrial 
construction over the decade: popula- 


| tion growth; population shifts; rising 
VO CONDUIT REPLACES KRAI OY incomes; a changing labor force; 
; *For direct under- 


better highways and new products. 





Name 








ground burial or 
encased in concrete Continued on page 158 
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Recently, I decided to show the 
little woman how to do some smart buying. I 
combed the paper for “specials,’’ made notes on 
store addresses, and set out full of confidence. 
However, at her insistence we stayed in one 
store the whole time. Never did go after my 
specials ... and I'll have to admit the place we 
shopped had about everything desired by civi- 
lized man. 

Later, back at the office, I realized the wasted 
gasoline, rubber, energy and shoe leather just 
wouldn’t have been worth the saving. The lesson 
was clear. You and I, as electrical wholesalers, 
can save time and money by consolidating pur- 
chases wherever possible. For every extra pur- 
chase order that isn’t written, there are also 
receiving reports, checks, inventory sheets, 
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that don’t have to be written. There are fewer 
shipments coming in. Fewer cartons to open 
and then there’s always the savings in freight. 
One way to cash in on thse efficiencies is to buy 
electrical supply items from Porcelain Products 
Co. They make 127 different items for sale 
through recognized electrical wholesalers. They 
can furnish you a well rounded line including 
wireholders mast kits, house brackets, Copper- 
weld ground rods, racks, spools, clevises, wedge 
grips, split bolts and many, many others. Porce- 
lain Products Co. has been serving the industry 
since 1894. Let their full line help lead you to 
more profit. 

For more information just write for the name 
of your local representative. 

PORCELAIN PRODUCTS CO. 225 N. PATTERSON ST., CAREY, OHIO 











tRATVRED 
BRASS 
OR 
ALUMINUM 


FINISHES 
Nmom) Mon 


Von-Metalte 


FIXZAIUR ES! 


Non-Staining 
Non-Corrosive 


199AL-WT 


168N-AL 
U. L. Listed 


WRITE FOR 
CATALOG 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


More Courses ... More Distributors 


THIS month EW presents the members of the National Association of Electrical 
Distributors who attended the Wholesale Executive Management Course at the 
Wharion School of Finance and Commerce at the University of Pennsylvania. 
The course is sponsored by the National Association of Wholesalers. Seated, left to 
right are Herbert McCalley, Tristate Electrical Supply Co., Baltimore, Md.; Carl 
Watson, Noland Co., Inc., Kingston, N.C.; John J. Kelly, Glens Falls Electric Supply 
Co., Inc., Glens Falls, N.Y.; A. A. Wilson, Graybar Electric Co., Inc., Charlotte, 
N.C.; C. E. Woodhouse, Brady Supply Corp., Elmira, N.Y.; A. Paul Jensen, Electric 
Wholesale Supply Co., Madison, Wis.; standing left to right are Thomas M. Cassidy, 
Nat'l Assn. of Elec. Distributors; Arthur Faut, Seamans Supply Co., Inc., Man- 
chester, N.H.; Jack H. Muntz, Henry Muntz & Sons, Co., (not a member) Rockford, 
Ill.; Howard Ruderman, Rockland Electric & Supply Corp., Nanuet, N.Y.; John 
Richardson, American Factors, Ltd., Honolulu, Hawaii; Andrew P. Torres, Graybar 
Electric Co., Miami, Fla.; A. R. Barnes, Morley Electric Supply Co., Clearwater, Fla. 





Distribution Asset to Economy 


Study reveals economic contribution of distributor in 
terms of the concept of “value added by distribution." 





tors do serve directly on the pro- 

duction line in virtually every 
manufacturing plant, is revealed in 
a new book: “Value Added by Indus- 
trial Distributors and Their Produc- 
tivity,’ by Dr. Robert D. Buzzell of 
Ohio State University. 

Dr. Buzzell’s book thoroughly inves- 
tigates the problem of measuring the 
value added. He cites two firms man- 
ufacturing electrical apparatus. “Sup- 
pose Firm A operates on an integrated 
basis; he produces his own components 
and he assembles them. Firm B, how- 
ever, purchases his components and 
simply assembles them. Unless he, 
Manufacturer B, is grossly inefficient, 
he should have substantially higher 
sales per employee than Manufacturer 
1 gg 

Dr. Buzzell’s book, has pioneered a 
new method of measuring the produc- 
tivity of industrial distributors; he 


ics aos that industrial distribu- 


uses the concept of value added by 
manufacture adopted by the Bureau 
of the Census, extending it to mea- 
sure the productivity of industrial 
distributors. 

In place of sales volume alone Dr. 
Buzzell bases his data on such pro- 
ductivity ratios as manhours of labor, 
dollar values of total assets, dollar 
values of net worth, and square feet 
of space utilized. The value added by 
the distributor to the product, there- 
fore, is that part of its sales price 
that represents performance of his 
functions and services, and includes 
freight, cartage, storage and packing 
costs, sales and maintenance and 
repair expenses, and similar costs. 

Dr. Buzzell agrees that the ineffi- 
cient distributor cannot hide his inef- 
ficiencies by charging higher prices-— 
an assertion sometimes made by in- 
dustrial buyers. His competition tends 

Continued on page 158 
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A few of the many places where Sealtite guards electrico! connections in the plo 
Olin Mathieson Chemical Corp., 











custa Paper Division of 


Pisgoh Forest, N. C. Sizes range from * in Type EF black, 


A PAPER MILL NEEDS LOTS OF WATER—BUT NOT IN ITS 
ELECTRICAL CONNECTIONS, WHICH STAY DRY IN SEALTITE 


Unprotected motor leads are potential trouble spots in 
a paper mill—where they are constantly exposed to mois- 
ture, chemicals, and physical damage. The simple, eco- 
nomical answer is Sealtite, Anaconda’s flexible, liquid- 
tight conduit, providing low-cost insurance against 
shutdowns due to machine hookup failures. 

Wherever service conditions are rough—from mois- 
ture, corrosives, weather, movement, vibration, separately 
or in combination—Sealtite gives dependable protection 
to electrical wiring. Its tough, extruded polyvinyl jacket 
proves itself in arctic cold and tropical heat. It resists 
moisture, oil, dirt—even salt spray and corrosive chemi- 
cal fumes. Its flexible metal core absorbs vibration. 


CUTAWAY OF Type U.A. Seal- 
tite shows tough polyvinyl chlor- 
ide jacket over flexible metal 
core. Copper conductor wound 
spirally inside conduit provides 
positive ground, 


LISTED UNDER LABEL SERVICE PROGRAM 
OF UNDERWRITERS’ LABORATORIES, INC 


That’s why Sealtite conduit often outlasts rigid conduit. 


FOR YOUR CUSTOMERS... . be ready to supply Sealtite. 


They'll ask you for the genuine — the quality conduit 


printed ‘ ‘Sealtite” and “ staggered every foot on the cover. 
Stock both types of Sealtite—U. A. and E.F.* Available 
in black or gray—in standard cartons and on nonreturn- 
able reels, at no extra cost. 

Free Booklet S-542 gives full information on Sealtite 
Write: Anaconda Metal Hose Division, The American 
Brass Company, Waterbury 20, Connecticut. In Can- 
ada: Anaconda American Brass Limited, New Toronto, 
Ontario. Sealtite is approved by 
Association. *Patent Applied For 60137W 


Canadian Standards 


Insist on the conduit marked 


SEALTITE 


FLEXIBLE, LiIQUID-TIGHT CONDUIT 


an AN AC O N DA product 














® | Construction ... 
Continued from page 154 
And these trends in industrial con- 
struction will develop: 
e A pickup in industrial building 
in the South and other areas 


where incomes will grow rapidly 


P R oO D U Cc T Ss e An increase in construction of 


plants for producing luxury goods 


A COMPLETE LINE OF ANCHORING AND DRILLING | + A ae igen 2 ee 


better-looking plants 
, e A step-up in construction of 
DEVICES FOR FASTENING ANYTHING TO MASONRY Paty Rate ste: 
ucts 

Indeed, a very heavy schedule of 
new product development over the 
decade could lead to a volume of in- 
dustrial construction well in excess 
of the $45 billion we have forecast. 


aN 


ee 





Distribution . . . 
Continued from page 156 
to keep him performing up to mark, 
Rawiplugs Saber-Tooth Multi-Calks Calk-ins | in service and in prices. When Dr. 
Buzzell compared general line in- 
dustrial distributors with other whole- 
THIS COMPLETE LINE LETS YOU FILL THE BILE | sii tics “Were found to be sub. 
stantially more productive in terms of 
value added per manhour, and about 
on a par in terms of capital productiv- 
ity. The more efficient the operation, 
the higher the value that was added. 
He concluded that, over the years, 
distributors have become increasingly 
more efficient. Dr. Buzzell’s book is 
composed of eight chapters, and nine 
charts. Included are such topics as: 
Functions and Services of the Indus- 
trial Distributor, Gross Margins and 
Value Added by General-Line Indus- 
trial Distributors, Productivity and Ef- 
FOR WHATEVER YOUR CUSTOMERS NEED FOR ficiency of Industrial Distributors, and 
Classes and Types of Industrial Dis- 
tributors. 


(Dr. Buzzell’s book is available from 
the Bureau of Business Research, 
College of Commerce and Administra- 
tion, The Ohio State University, Co- 
Y lumbus, Ohio, Price $3.50) 
7 Y | JAEL To Hold 25th 
\ \\ | 
Leo 








Raw!-Drives Hammer-Sets Scru-Leads Lag-Shields 





Annual Conference 


NEW YORK—The twenty-fifth an- 

Spring-Wings M/T-R/T and 1/S-S/T forged drills Fast spiral and deep flute nual conference of the International 

carbide érills Association of Electrical Leagues will 

FASTENING TO OR DRILLING IN MASONRY. | & held in Kansas City, Mo., October 

5-7. Conference headquarters will be 
the Hotel President. 

The four sessions of the conference 
will be held in conjunction with the 
Missouri Valley Electric Association’s 
annual conference. 

Subjects at the conference meetings 
will include: electric heating, elec- 


ANY INC | tronics in the appliance field, associa- 
, 7 tion management, the Medallion Home 
| Program, the 1961 Live Better Elec- 


202 Petersville Road, New Rochelle, N. Y. | trically Program, and the direct mail 
Rs | as a medium for leagues. 





If you'd like to know more about this full line of high profit, 
user accepted masonry anchors and drills, please call or write 


J. E. BURKE — Marketing Manager—Wholesale Division 
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HOLOPHANE Prismatic Control 


Assures Effective, Economical Lighting 


oy-4nlemy 4-'- lame) i 
W-t-Col-la-iall omia| 


Quality for Commerce and Industry 
Ilumination 





Holophane quality products provide 
the answer for those who seek high 







lighting levels... visual comfort... 






economies in maintenance... Holophane’s 






recognized leadership in commercial 






and industrial illumination is backed by 






long experience, concentrated 






knowledge and the constant development 









of new and better lighting equipment. 









: NO. 6000: DECOLITE* ... One-piece, 4-foot-long, 
ceiling-attached luminaire with TWIN-CONTROLENS*... 
PRISMALUME* (acrylic plastic) 


: NO. 6500: REALITE*... PRISMALUME*, CONTROLENS* 


: NOS. 480-481... Wal!-mounted Luminaire for wide-spread 
outdoor lighting; incandescent or mercury vapor lamps. 


: NO. 635 LOBAY* Reflector for 400 W.-mercury 
vapor lamps. 
: NO. 04343 POSTOP* ... One of series; fan-shaped light 
distribution; slip-fit for 3” pole 


: NO. 440 WIDE-SPRED* Outdoor Refractor with 
cast-aluminum bracket (No. 0877) 






























had 
— 






Write for Engineering Data 


HOLOPHANE COMPANY, INC. 


Lighting Authorities Since 1898 
342 Madison Ave., New York 17, N.Y. 


THE HOLOPHANE CO., LTO., 418 KIPLING AVE. SO., TORONTO 18, ONT 








; 

: 
> i. a ae 
For Better Lighting B « to Specify HOLOPHAN’E 
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NEW APPLICATION LITERATURE 
DEMONSTRATES DOZENS OF USES 


Dozens upon dozens of photographs taken all over 
the nation show PLUGMOLD in actual use in all 
kinds of situations. Now prospects can readily 
see that they’re not pioneering but are merely 
joining thousands of others in the smart, 
modern way to achieve complete 
wiring satisfaction. 


Every distributor knows how profitable the Wiremold line 
has always been, thanks to our steadfast distributor support 
policies... and every Wiremold distributor will increasingly 
feel the impact of our efforts to achieve greater stock 
turnover. 


IN ADDITION TO THESE SALES HELPS our pro- 
gram supports you by: advertising that reaches more pros- 
pects than ever before . . . new specification literature that 
helps customers figure jobs . . . and the Genuine Electrical 
Eagle-Eye plan. Your Wiremold man will show you 
how to gain full advantage of the Wiremold Turn- 
over Program. 


THE WIREMOLD COMPANY - DEPT. WO-9 - HARTFORD 10, CONN. 
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CALENDAR OF EVENTS 





SEPTEMBER 


American Home Lighting 
Fixture Month 
September 1-31 


Missouri River Club 
Sixth Annual Meeting 
Excelsior Springs, Mo. 
September 15, 16, 17 


National Association 
Of Electrical Distributors 
Central Region Meeting 
Grand Hotel, Mackinac Island, 
Mich. 
September 25-28 


OCTOBER 


International Association 
of Electrical Leagues 
25th Annual Conference 
Hotel President 
Kansas City, Mo. 
Meetings, panels, talks 


October 5-7 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick Springs, Ind. 
October 8-12 


American Institute 

of Electrical Engineers 
Fall General Meeting 
Morrison Hotel 
Chicago, Ill. 
October 9-14 


National Electronics 
Conference 
Hotel Sherman 
Chicago, Ill. 
October 10-12 


National Association 

of Electrical Distributors 
Western Region Meeting 
Stardust Hotel 
Las Vegas, Nevada 
Meetings, talks 
October 18-21 


National Electrical 
Contractors Association 
1960 Annual Convention 
Convention Center 
Las Vegas, Nev. 
October 23-27 


1960 Electron Devices Meeting 
Washington, D. C. 
October 27-29 
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Circle CIRCLOC® Interlocked Armored Cable com- 
bines flexibility with mechanical protection in one 
lightweight, economical construction. It trains 
easily over obstructions; is ideal for future plant 
expansion. Available in galvanized steel, bronze or 
aluminum armor—from 600 to 15,000 volts. 
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how good should 
power cable be 


.. for long term stability ? 


Ir isn’t enough to meet or barely surpass specifications — not 
when it is possible to build maximum performance into power 
cable—as Circle does. Take, for example, the IPCEA-NEMA 
60 cycle water absorption test. 


Circlesheath® Type RR Power Cable Performance 


In the IPCEA-NEMA “Accelerated Water Absorption Tests,” Sec- 
tion 6.9, a sample of power cable is immersed in 50°C water for a 
period of 14 days during and after which time specific inductive 
capacity and stability factor are measured. 

Not only does Circle butyl-insulated power cable far surpass all 
minimum specifications after 14 days immersion—but continues 
to do so after one year and eight months of continuous immersion. 
And the test is still going on! 


Date of original immersion: September 1958 Date of last test: April 1960 























CABLE DESCRIPTION: CIRCLESHEATH ® PERFORMANCE 
15KV, UNGROUNDED, SHIELDED CHANGE SIC STABILITY FACTOR 
700,000CM 4.3% 6% 
300,000CM 3.9% 5% 
300,000CM 3.6% 4% 








IPCEA-NEMA Requirements: Change SIC 1 to 14 days: 5°% max.— stability factor after 14 days: 17% max. 


The manufacture of high-reliability power cable is no acci- 
dent. It requires expert knowledge of compounding techniques, 
absolute quality control—and production men who not only 
care enough ... but know enough to produce the very best. 


@CIRCL 


RUBBER COVERED WIRE & CABLE + VARNISHED CAMBRIC CABLE - 
PLASTIC INSULATED CABLE + NEOPRENE SHEATHED CABLE + CIRTUBE* EMT 


WIRE & CABLE 
a subsidiary of 


Cerro ve Pasco Corporation 
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Rertectors > Introduce New Billing System 


QUALITY INCANDESCENT 
REFLECTORS FOR 37 YEARS 


INDUSTRIAL LIGHTING 


Quadrangle offers 
America’s most 
complete line of 
RLM reflectors as 
well as many other 
type reflectors 
There is a wide 
range of sizes and 
a large variety of 
socket fittings. 
Many utilize the 
Quad exclusive 
Easy-Tach discon- 
nect socket. 














Quad floodlights 
incorporate design 
and manufacturing 
features that are 
the result of years 
of research and en- 
» gineering. There 
are five different 
types and more 
than one hundred 
and twenty differ- 
ent unit designs to 
choose from. 


There are more 
than 15 Quad sign 
reflectors, ina 
multitude of shapes 
= and sizes, to ac- 
©, commodate lamps 
from 60 to 1500 
watis. There is a 
size and design for 
illuminating the 
smallest signs to 
the largest outdoor 
display bulletins. 


All Quad Reflectors are rust- 
proof, weatherproof, finished 
lustrous porcelain enamel. 


Available with Easy-Tach or 

Quick-Detachable horizontal, . 
vertical, feed-through or box- 

type easy-to-wire sockets. 


QUADRANGLE MANUFACTURING CO. 


Dept. 85, 32 8. Peoria St., Chicago 7, Illinois 


SEND FOR FREE LITERATURE 


GENTLEMEN 
Please send catalog: 


C) Industrial Lighting ] Flood-Lighting 








Sign-Lighting 
Name. pan 
Addres 
City =— 
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EMERSON ELECTRICS 
NEW oF 


CENTRAL 
BILLING 
SYSTEM 
ADVANTAGES FOR DISTRIBUTORS. 


ICITY 


aaa ot 


SAVINGS 


EMERSON ELecTRic 


yYNe 
EMERSON ys 
, PIAL RITTENHOUSE 
mpernie iy 





POINTING out advantages of new central billing system is Edward L. O'Neill, 
vice president and general sales manager, Emerson Electric Manufacturing Co. 


S part of a planned program to 

help distributors increase their 

profit margin, Emerson Electric’s 
Builder Products Group has an- 
nounced a new central billing and 
order service system. 

Effective immediately, distributors 
will receive only one bill every 
month for all shipments of Emerson 
Electric and its Emerson-Pryne Com- 
pany subsidiary. And effective in the 
Fall, the same bill will ‘also cover 
products of the Emerson-Imperial 
Lighting Company subsidiary. Ac- 
cording to this plan, distributors will 
only have one purchase order to 
write and mail for over a thousand 
different models in eleven product 
categories ranging from all types of 
home ventilating equipment to elec- 
tric heat and air conditioning to re- 
cessed and decorative lighting. 

To further simplify distributor 
paperwork, each distributor will have 
an order processor assigned to his 
account. This means that all distrib- 
utors will have one point of contact 
for all order tracing and processing. 
eTime Reduced—Concurrent with 
this policy, Emerson Electric has also 
installed teletype and other order 
processing data equipment reducing 
the time required to ship orders from 
two days to two hours. All orders 
from eastern and mid-western states 


are now sent by the distributor direct 
to St. Louis, where they are edited, 
put on a tape and sent immediately 
to factories at Keyser, West Virginia; 
Kennett, Mo., or Latrobe, Pa. Upon 
receipt of the tape, shipment is made 
immediately. Distributors in the thir- 
teen western states send their orders 
direct to Pomona, Calif. where ship- 
ment is made immediately from the 
factory warehouse. The order pro- 
cessing and billing system at Pomona 
is identical with that in St. Louis. 
This new system also enables the 
company to further reduce distribu- 
tor paperwork by offering 2% 10th 
prox. or net 30th prox. on all builder 
product orders instead of the previ- 


ous policy on some lines which 
called for 2% 10th and 25th. In 
other words, distributors may now 


pay their bill once a month, instead 
of twice under the previous arrange- 
ment. 

“This new centralized billing and 
order service system is only another 
step in our long range program for 
the electrical distributor which has as 
its objective increasing the distribu- 
tor’s profit margin by making it 
easier to do business with us,” said 
Edward L. O'Neill, vice president 
and general sales manager. “We 
started out by broadening our line, 
through mergers and new product 
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Better volume... 






bigger profits with 


A 


ROYAL ‘ . 
. 4 
feccerarc/ HEAVY DUTY EXTENSIONS 


Be sure you’re ready to meet the growing demand for safe, power- 
protecting, dependable “POWR-KORD” heavy duty extensions. 
Available for immediate delivery in Black Rubber (2 and 3 wire, sizes 
18 thru 12), Red Rubber (2 wire, sizes 18 and 16), Yellow or Red 
Thermoplastic (2 wire, sizes 18 and 16) .. . all with molded caps 
and connectors . . . individually packaged. Rubber cord lengths 

10’ to 100’, vinyl 25’ to 100’. 

See your Royal representative for complete details, 

or write for new Catalog No. 3-59. 


? O ROYAL ELECTRIC CORPORATION 
a <« PAWTUCKET, RHODE ISLAND 





in Canada: ROYAL ELECTRIC COMPANY (QUEBEC) LTD. 
Pointe-Ciaire, Quebec. 








+ + an associate of 


September, 1960—ELECTRICAL WHOLESALING 163 





INCANDESCENT FLOODLIGHTS 
MERCURY VAPOR LUMINAIRES 


BY 





THE MOST DEPENDABLE 





NAME IN LIGHTING 





Now, with the acquisition of the Nepo line of Mercury Vapor lighting 
equipment and the introduction of a newly designed line of Flood Lighting 
Units, Multi offers a complete line for outdoor lighting. These new lines 
will combine the same excellence in engineering, design and precision 
manufacturing that have made Multi the choice for dependability by en- 
gineers, wholesalers, contractors and maintenance electricians for more 


than 35 years. 














MULTI 
FLOODLIGHTS GAMERS MERCURY LUMINAIRES 


NEW 
ALUMINUM 
ENCLOSED 
ANGLE TYPE 
FLOODLIGHTS 


ALZAK FINISH 
WIDE OR 
NARROW BEAM 


INCANDESCENT 
750-1500 WATT 
LAMPS OR 
MERCURY VAPOR 
400 WATT LAMP 


HINGED GLASS 
COVER LENS, 
HEAT & IMPACT 
RESISTANT GLASS 


WATERTIGHT 
CABLE 


CATALOG NO. 7200A 


ENTRANCE 
FITTING 
AIM. SIGHT- 
STOP SETTER 
LOCKING ARM 
CATALOG NO. 7200C A QUALITY 
FLOODLIGHT 


GENERAL 
PURPOSE 
ALUMINUM 
FLOODLIGHT 
ALZAK FINISH 
300-500 WATT 
HEAT & IMPACT 
RESISTING 
CONVEX LENS 


PORCELAIN 
ENAMELED 
ELLIPTICAL 

FLOODLIGHT 
OPEN TYPE 
300-500 WATT 
750-1500 WATT 


CATALOG NO. 8075B 


SEND FOR YOUR COPY OF 
CATALOG LITERATURE 


CATALOG NO. 510CC 
A one-piece cast aluminum housing that 
provides for ballast in-head Alzak re- 
flector, prismatic glass refractor for use 
with 250W and 400W lamps. 


CATALOG NO. 500G 
Same general construction as 510CC, but 
for conventional ballast mounting outside 
unit. Ideal for expressway, streets, inter- 
sections, parking lots, playgrounds, etc. 


CATALOG NO. 600 


For use with Mercury Vapor or 
Incandescent Lamps. For side 
or pendant mounting. Cast alu 
minum head, Alzok reflector 
and stainless steel fastenings 


CATALOG NO. 400P 


Mercury Vapor perimeter 
floodlight. An all-purpose out- 
door unit for building exte- 
riors, industrial ond recreation 
areas, parking lots, etc. 


CATALOG NO. A300 


A mushroom luminaire with 
open Alzak reflector sealed 
over glass, cast aluminum 
base. For service station 
plazas, patios, parks, prome 
nades, campuses and other 
open areas. Utilizes 250W and 
400W Mercury Lamps. 


Write for literature on the complete iine 
of Multi-Nepo Luminaires, poles, fittings, 
mountings, efc. 


ELECTRIC MFG. INC. 


§4231W. LAKE ST 


CHICAGO 24 








research going from a manufacturer 
primarily of consumer fans and small 
motors to a company that today 
makes virtually every building prod- 
uct for the home except major ap- 
pliances and basic building materials. 
The amount of time and paperwork 
involved for a distributor in buying 
all of these items from _ separate 
manufacturers can seriously cut into 
his profits. 

eSimplify Job—‘Therefore, we try to 
simplify the distributor’s job. He has 
less salesmen to see, less bills to pay 
and there is one central point re- 
sponsible for shipping and order serv- 
ice and consistent guaranteed quality. 
In addition, the distributor benefits 
from our extensive advertising and 
merchandising program that con- 
stantly presents our complete line to 
his customers. With the modern 
home having more electrical acces- 
sories every year, we feel that this 
type of policy and organization is 
the one that can serve our customers 
best—and the one that offers the 
greatest opportunity to our distri- 
butors.” 





PEOPLE IN THE NEWS 





J. L. (Jack) Blackledge has been ap- 
pointed executive director of the 
Electrical League of New York, Inc. 
Blackledge was formerly vice president 
and general manager of Glens Falls 
Electric Supply Co., Glens Falls, N.Y. 
He is a veteran of 36 years in the 
electrical industry. Previous to joining 
Glens Falls Electric Supply, Black- 
ledge was vice president and general 
manager for J. A. Edwards & Co.., 
New York. Prior to that, he was 
eastern district sales manager for 
Westinghouse Electric Supply Co. Dur- 
ing the year preceding the changeover 
from Electrical Associates, Inc. to the 
Electrical League of New York, Inc.., 
Blackledge was chairman of the mem- 
bership committee. 


Arthur G. Curtin has been named 
to the newly created post of man- 
ager, construction marketing of I-T-E 
Circuit Breaker Co. Hugh Maxwell, 
formerly manager, resale marketing, 
recently resigned 


ELECTRICAL WHOLESALING—September, 1960 


















\ DECORATOR STYLED 
BUILT-IN ELECTRIC 


WALL CLOCES 


AT SUCH LOW PRICES YOU OWE 
IT TO YOURSELF TO COMPARE! 


Two entirely new lines—6 models—that can 
be your biggest profit makers this year! 


oe MW as 









THE DECORATOR LINE* 






The “Decorator Line” of Leigh Built-In Electric Wall Clocks will on apr een | 
° ne 

add a touch of elegance to any room. World renowned Synchro- 1 * wai si eene! 

' fee 


nous movements fully guaranteed. In two distinctive designs... 
“classic bar” or “tempo round” hour markers in either popular 
colonial black or sparkling polished brass. 


THE ECONOMY LINE* 


Rich, custom design at a budget price will make this clock 
a sure-seller for you! Same Synchronous movements as 
the ‘‘Decorator Line’. Available in either colonial black 
or polished brass with unique “half-oval’’ hour markers 
Will add the “quality touch” to project builder's homes! 


ee ae ee ee 


CLIP and send in for bulletin 277-L and complete 
price information! Mail to 


LEIGH BUILDING PRODUCTS 
2260 Lee St., Coopersville, Michigan 


Name 








Address 
City State 
C) Dealer [-] Wholesaler 


= oe ee oe ee ee ee ee ee oe oe an nll 


LEIGH BUILDING PRODUCTS, Coopersville, Mich., Division of Air Control Products, tnc., 92960 Lee Street 
West Coast Warehouse: Leigh Industries (California), Inc.,649 South Anderson, Los Angeles, California Made in Canada by Leigh Metal Products Ltd., 72 York 
Street, London, Ontario. Prairie Provinces Affiliate: Leigh-Tornel Distributors Ltd., 549 Archibald Street, St. Boniface, Manitoba—Copyright 1960 LBP-ACP, Inc 








* Any model fits both 9” or 11” diameters. Easy to install in 
plaster, dry wall or wood. Each clock individually packaged in 
2-color salesmaker display cartons that will both ‘‘tell-and-sell ". 


= oe oe oe on onl 


a 
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=> TURNLOK 


Built 
0 
Take It 


P&S TURNLOK wiring de- 
vices are designed to give 
trouble-free service no matter 
how tough the going gets. 
TURNLOK devices are avail- 
able in 10 and 20 Amperes, 2-, 
3-, and 4-wire types: recep- 
tacles, connectors and caps. 


All P&S TURNLOK devices 
have extra large head binding 
screws and ample wireways 
for quick, easy wiring. Ar- 
mored sections are anchored 
securely. Cap blades. are 
positioned accurately. Con- 
tacts are anchored securely. 
Fastening screws in connec- 
tors are secured in body .. . 
cannot fall out in wiring. Rat- 
ings are plainly visible. 


For information about PéS 
TURNLOK Line, write Dept. 
EW-96. 





D 
|_| 


PERFORMANCE 
SPECIFIED 














® 





60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, I! 
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7313 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


in Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 





Kenneth D. Rose has been named 
vice president of Blackhawk Industries, 
Dubuque, Iowa. He has been general 
manager of the firm since its begin- 
ning. 


William D. Jameson has been named 
manager of the Buffalo district sales 
office of I-T-E Circuit Breaker Co., 
Philadelphia, Pa. He will handle sales 
of electrical equipment in western 
New York and northwestern Penn- 
sylvania. 


Robert B. Kurtz has been appointed 
general manager of General Electric’s 
General Purpose Control Dept., 
Bloomington, Ill. 


J. W. Dahlgren and W. C. Jansen 
have been appointed central and 
eastern regional sales managers, re- 
spectively, for the Educational Equip- 
ment Div. of Edwards Co., Inc. 
The newly formed division will mai- 
ket a language laboratory system and 
other electronic teaching aids. 


Delbert P. Stuart has been named 
southeastern sales manager for Pass 
& Seymour, Inc., of Syracuse, N.Y. 
He succeeds the late James C. Major 
of Atlanta, Ga. 


Gordon R. Trenholme has beén named 
manager of Systems and Procedures 
for the Appleton Electric Co., Chi- 
cago, Ill. He has had many years ex- 
perience in business systems, man- 
agement controls, industrial engi- 
neering and production planning. 


R. A. Millermaster, Cutler-Hammer 
vice president-development, has been 
elected to the Milwaukee electrical 
firm’s board of directors. In 1952 he 
was named development manager and 
in 1956 was appointed vice presi- 
dent-development. 


Michael N. Flynn has been appointed 
sales manager of the Benjamin Divi- 
sion of Thomas Industries Inc., Louis- 
ville, Ky. In his new position Flynn 
will be responsible for the sales of 
commercial and _ industrial lighting 
fixtures, floodlighting and audible 
signal lines. 


Is Our Face RED! 


This department reported in the 
August issue (p. /24) that recently 
retired, 22-year veteran C. P. (Pax) 
Andrew had been appointed electrical 
department manager of merchandis- 
ing, Noland Co., Inc., Newport News, 
Va. It sholud have read, of course, 
that he had retired. To Pax, our 
apology, and a rewarding retirement. 
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almost as good... 
is never good enough! 


When there is a shadow of doubt. When there is a question of 
acceptance. When there is no difference or little difference in 
price. Almost as good is never good enough! 

Electrical conduit for example. There is no substitute for 
quality—no substitute for Republic ELECTRUNITE E. M.T.—best 
known, best accepted brand in the business. 


This reputation for quality has been earned over the years, 





on jobs big and small, even in concrete, by electrical contractors 
who must meet the challenge of most difficult installations. 

They know the big difference of ELECTRUNITE is in the cost- 
saving features. “INCH-MARKs” for easy measuring; “GuUIDE- 
LINED” for keeping bends in the proper plane to avoid “wows’”’; 
“INSIDE-KNURLING” with SILVERSLICK inside surface that makes 
wire-pulling up to 37% easier, wire-pushing easier, too. 

Ask any electrical contractor. He will tell you why he prefers 
Republic ELECTRUNITE®. Summed up in simple words... 


“THE BEST COSTS LESS INSTALLED” 


Profit through quality. Stock and sell Republic ELECTRUNITE E.M.T. and 
Rigid Steel Conduit. Their performance is a proved and accepted fact. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION «+ DEPT. C-9787 
215 EAST 131st STREET ©¢ CLEVELAND 8, OHIC 


I want to learn more about “INCH-MaArxKs’”®, “GuIDE-LINED’’®, 
“INSIDE-KNURLING”, and SILVERSLICK®, the quality selling 
features of Republic ELECTRUNITE® E. M.T 

Name = Title 

Firm 

Address 


City Zone State 
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NEW LITERATURE 





Rigid Aluminum Conduit—Data on 
rigid aluminum electrical conduit is 
issued in an illustrated detailed 32- 
page manual available from Kaiser 
Aluminum & Chemical Sales, Inc., 
Dept. NR-45, 300 Lakeside Drive, 
Oakland 12, Calif. 





Home Lighting—Progress Mfg. Co. 
Inc., Philadelphia, Pa. has issued the 
publication of the “Home Lighting 
Handbook,” a 36-page handbook 
whose aim is to bring to the public new 
home lighting ideas. The 36-page 
book is fully illustrated. 


Fixtures—A new catalog on com- 
mercial and residential lighting fix- 
tures has been announced by The 
Heifetz Co., Clinton, Conn. Number- 
ing 64 pages, the new catalog incor- 
porates photographs, drawings, charts, 
tables and complete specifications on 
chandeliers, pendant and wall fixtures. 
Also included is data on all materials 
used in manufacture. Write for Cat- 
alog A. 


BS 
Pas 


. 


W, 

</ 
¥ 
4 


AN 
KS 
ALA 


Shelving—A new 36-page catalog de- 
scribing a complete line of industrial 


tion on boltless T-line shelving, angle 
shelving, tool storage inserts, drawer 
th case units, bin units, custom shelving 
arrangements and truck shelving. 


4 and commercial steel shelving is avail- 
ROC e able from Penco Div., Alan Wood 
Steel Co., Oaks, Pa. This publication, 
“fe catalog 2400, contains full informa- 

wi 


Mercury-Lamp Ballasts — GEA-7056 


CF«I Galvanized Steel Strand 
—ten page publication discusses how 


Galvanized Steel Str: is ¢ y ial f : 

{ é on Strand is a prov en material for ground- to select and apply General Electric 
ing power transmission lines. The wire used in CFal Steel mercury-lamp ballasts. Ballast types 
Strand is subjected to rigid quality controls for overhead include, standard indoor and special 


ground wire and is carefully galvanized, assuring long- purpose weatherproof and high tem- 
perature units. Publication contains 


lasting protection agains wenaiin ¥ 

eee eet ae elements. list prices, dimensions, wiring diagrams 

C vanized Strand is made in accordance with and other data for selecting and ap- 

ASTM Specification A-363, in seven- or three-wire con- plying both standard and special mer- 

structions. For guy, messenger and other applications, cury-lamp ballasts. Write General 
CF&I strand is made to ASTM Specification A-122. CFal ee ee ones 

is also equipped to S j 

esi pire oa manufacture strand to our customers Power Tools—A new full line 8¥-in 

. a x 11l-in two-fold mailer catalog with 

For quick delivery, contact the nearest CF&l office. photos and condensed specifications 

of power tools for building and con- 

struction, mechanical trades, plant 

production and maintenance, and au- 

tomotive use has been announced by 

CF GALVANIZED STEEL STRAND Skil Corp., Chicago, Il. 

THE COLORADO FUEL AND IRON CORPORATION 

STEEL. Fixtures—A new 4-page brochure 

to the West THE COLORADO FUEL AND IRON CORPORATION— Albuquerque + Amarillo + Billings describing its new and complete lines 

Lincoln « Los iauin + Gdhed Gaene pa en al . Pedi o Seb take - - — = wan f er —— 

San Francisco « San Leandro « Seattle « Spokane « Wichita cent lighting fixtures is available from 

In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta » Boston « Buffalo « Chicago « Detroit the Advertising Dept., Moe Light di- 


New Orleans * New York « Philadelphia « CF&I OFFICE IN CANADA: Montreal | vision of Thomas Industries Inc. 
CANADIAN REPRESENTATIVES AT: Colgary + Ed + Vao « Winnipeg | Louisville, Ky 
o . ~ ad , a? 
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CIRCLE F's new “Smoothie” Wall teem 


Plates—smooth and clean in design—are ideal for eee 
residential, commercial and institutional I bs 
. applications. The completely smooth surface 92072 


prohibits dust and dirt accumulation and makes these 
plates ideal for painting. The simple classic design with its 
compound parabolic curves blends well with modern 

’ or any other decor. 


Moulded of non-combustible non-absorbing 92091 
thermosetting plastic all Smoothie Wall Plates j 
have reinforced rib construction to give added 
strength and eliminate warping. All Smoothie 
plates are individually packaged in cellophane and a | 
have an envelope containing mounting screws ~ a 
sealed in the package. 

j 


See your distributor or write us direct. 








CIRCLE F MFG. 


TRENTON 4, NEW JERSEY 
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NEW 


from Miami-Carey 





A DUCT-FREE 
HOOD THAT 
MAKES SENSE! 


The New Miami-Carey Duct-Free 
Coverange Makes Sense 
to Housewives... 


* ‘Directional Filtering”—twin filter in- 
takes directly over the range burners for 
greatest air-cleaning efficiency . . . an 
exclusive Miami-Carey feature. 


* Triple filter elements—successive layers 
of heavy-duty aluminum mesh, spun 
fiberglass and fine granules of activated 
charcoal for the most complete elimi- 
nation of odors and grease. 


* Centrally-located exhaust fan—built- 
in work lamp—choice of Coppertone or 
Stainless Steel. 


And it Makes Sense to Dealers 
and Home Builders, Too! 


* Completely pre-assembled, pre-wired 
at the factory—only one electrical outlet 
required. Entire unit in just one package 
for easier handling, more efficient 
storage. 

* Fast, simple installation in less than 
30 minutes! 











Rigid PVC Conduit—A new 20-page 
catalog on rigid polyvinyl chloride 
electrical conduit is available from 
Kraloy Plastic Pipe Co., Inc., Elec- 
trical Conduit Div., 402 West Central 
Ave., Santa Ana, Calif. 


Troffers—A 44-page catalog on its 
line of multi-purpose Lumi-Flo troffers 
is offered by the Benjamin Div. of 
Thomas Industries Inc., Louisville, Ky. 
The catalog includes detailed illustra- 
tions and specifications covering all 
elements of the troffers. Available by 
writing Advertising Dept., Benjamin 
Div., Thomas Industries Inc., 207 East 
Broadway, Louisville, Ky. 


Flow Rack—Photographs, drawings 
and diagrams are used to explain prin- 
ciples, operation and installations of 
a flow rack for live storage in a new 
8-page, 2-color bulletin offered by the 
Rapids-Standard Co., Inc., Grand Rap- 
ids, Mich. For bulletin, write The Rap- 
ids-Standard Co., Inc., 342 Rapistan 
Bldg., Grand Rapids, Mich. 


Motor Selection Guide—GDE-3909A, 
3 x 7-in pocket-size card, provides 
quick reference to frame size (182 
to 445U) and book price for ac mo- 
tors from %4- to 125-hp. Data are tabu- 
lated for both drip-proof and totally 
enclosed fan-cooled horizontal motors. 
Available from General Electric Co., 
Schenectady, N.Y. 


Condulets—“Condulets for Corrosive 
Locations” is the title of a 20-page 
Crouse-Hinds bulletin, just reissued 
with additional information. Corrosive 
substances are listed in tabular form 
with appropriate corrosion-resistant 
metals and finishes. Also contains 
brief descriptions of the metals and 
finishes, and includes listings of con- 
dulets for hazardous and nonhazar- 
dous locations. Write for Bulletin 
2699, Crouse-Hinds Co., Syracuse, 
N.Y. 


Ballasts—GEC-983P — Twenty-page 
bulletin contains tables of data and 
prices for General Electric’s full line 
of ballasts for fluorescent lamps as of 
July, 1960. Publication describes ap- 
plications and operating data for rapid 
start, instant start, preheat start and 
trigger start ballasts. Available from 
General Electric Co., Schenectady 5, 
Nz. 


The new Miami-Carey DUCT-FREE COVERANGE HOOD 


P i . | Luminaires — Complete application 
will make sense—good sense—to you because it’s going to 


| and technical data on new Trend se- 
ries luminaires for schools and offices 
is contained in a bulletin now avail- 
able from Lighting Products, Inc., 
Highland Park, Ill. Bulletin provides 

> Miami Capinet Division photometric charts, dimensional data, 
a THE Pumie Carey Mec. CoMPANY ordering information and other de- 

ia! | scriptive and technical data. 


MippLetown, Onto 


mean more sales, profits and satisfied customers for you! 
Write Dept. EH-960 for full details on how to stock, sell and 
install this fine new star of the Miami-Carey Coverange line! | 
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CHIEF STRATEGIST 


All in one day, you’re a strategist, diplomat, purchasing agent, salesman, for- 
tune-teller, banker, tax expert, traffic manager, and counsellor. € No wonder it 
takes a special kind of guy to go into the electrical wholesaling business! €{ You’re 
the first to hear when things go wrong for a customer, and often you’re the last to 
hear when they go smoothly. Your job is to give service. Service. Service. Service. 
«| So you surround yourself with the best people, the best products, and the best tech- 
nical information you can get. €. Today you get more backing than ever before, 
through the combined strengths of Rome and Alcoa. Integrated into a single sales 
force, our men are ready to apply all their talents and experience to help you solve 
customer problems and improve sales. Call us when you can use this help. € As you 


reach for the phone, we’ll reach for our hat. ROME CABLE 


Rome Cable Division of Alcoa, Dept. 17-90, 


Rome, New York. DIVISION OF ALCOA 


Se 











heifetz 


design 
gallery 


egypt lane, clinton, conn 
showrooms 16 east 53 st., ny 








STEEL CONDUIT, 
ELBOWS & NIPPLES 


Dependable hot dipped galvanized quality with a 
special zinc coating, backed by excellent service 
and prompt delivery. Distributed solely through 
electrical wholesalers. 
Westmoreland also manufactures E. M. T. Steel 
Conduit and Elbows 


r—< Westmoreland Metal Manufacturing Corp. 


Milnor St. and Bleigh Ave. «+ Philadelphia 35, Pa. 
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MANUFACTURERS’ EXPANSIONS 





Chicago, Ill.—Electro Lighting Corp., 
1535 South Paulina St., Chicago, has 
added 50,000 additional square feet 
to their manufacturing facilities. 


Lexington, Ky.— Another 68,400 
square feet of factory space has been 
added to the Lexington plant of Square 
D Co., This brings that plant’s total 
urea up to 238,000 square feet. 


Boston, Mass.—Construction is under 
way here on a new branch warehouse 
for Westinghouse Electric Supply Co. 
Located at Harrison and Troy Streets. 
The new building, which will have 
27,000-sq ft of office and warehouse 
space, will replace the present facil- 
ity at 95 Brookline Ave. The struc- 
ture is expected to be completed by 
this November. 


Louisville, Ky.—Thomas Industries, 
Inc. announced recently that it has 
centralized all engineering functions 
under a new administrative depart- 
ment as part of plans for future growth 
and expansion. Named to the new 
post of director of engineering was 
Frank J. Marriett, previously chief 
engineer of the Benjamin division. 


Hykon Wire and Cable 
Measuring Unit 








stops waste and cuts costs 


Model TUMS Wire Measuring Unit takes 
any flexible material up to one inch in 
diameter. Measuring dial reads feet, 
10's of feet and 100's of feet with in- 
stant reset to zero for next measure- 
ment. Highly accurate and inexpensive. 
Meter and Take-up Reel mounted on 
all-welded steel framework for quick, 
simple installation. 

Write for new catalog. 


HYKON MANUFACTURING CO. 


BOX 923, ALLIANCE, OHIO 
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DISTRIBUTOR SALESMAN 
meets a4 


TIME SWITCHES 


Result: MORE SALES 
qm: | e ; 








® 


































George A. Rumsey 


George A. Rumsey, chairman of the 
board of Rumsey Electric Co., 1007 
Arch St., Philadelphia, Pa. died July 
21 at his home in Spring Lake, N.J. 
He was 89. Rumsey with his brother 
Eugene, founded the company in 
1895. In the early days of the com- 
pany, Rumsey supplied the equipment 
and installed over 150 small central 
station electric light plants in Penn- 
sylvania, New Jersey, Delaware, 
Virginia, West Virginia and North 
Carolina. 





William A. Shafer 


William A. Shafer, 63, head of the 
sales department of Peerless Electric 
Supply Co., Indianapolis, Ind., died 
July 11. Shafer had been in the elec- 
tric business 50 years, and had joined 


the Peerless company on its founding This scene is repeated every day throughout the nation. Contractor asks 


for a time switch that does the tough jobs best—a switch that can be depended 





i 928. ; . ‘ é : 
ae on to work faithfully and precisely without time-consuming call backs. The 
Lk. 2 Carth Counterman shows Intermatic with a brief explanation . . . and a sale is made 

ouis B, McCarthy on the spot! Countermen take it for granted . . . Intermatics always sell because 


Louis B. McCarthy, 63, vice pres- Intermatics are designed for easy operation with built-in reliability that makes 
ident. treasurer and director of Mac- | them easy to explain—that’s why they’re the sellingest. If you’re in doubt 
Allen Co.. of Newmarket. N.H. and | Which switch to pitch... sell Intermatic! 


hicag ; » 12 > M: en | 
—— poe — ae ag ht | THESE ARE THE REASONS “WHY" INTERMATIC IS THE BEST BUY! 
peern ~~ bores st Snap-out mechanism for faster, easier mounting . . . 31 cubic inches of wiring 
and Thomas Allen. ; pe : j 
| space to work in without getting finger cramp . .. Top on the job performance 
with a heavy duty motor and 40 Amp rating (4375 watts tungsten rated)... 
| Hi-Power switching mechanism and U-Beam Switch Blades assure long life 
Gas, Electric Utilities, vee E-Z See Dial for faster, more accurate settings. It figures: Intermatic 
Both Expanding gives more switch for every dollar . . . more performance for every job. 


NEW YORK CITY—The nation’s | OVER 100 MODELS TO CHOOSE FROM 
electric and gas utilities recently furn- © 125-250 Volts ® 10 seconds to 23 hour timings ® 1 
ished figures showing a continued in- to 96 operations per day ® Up to 55 Amps ® One or 
creasing expansion program. two circuits @ Standard or ‘'Skipper'’ models 

According to Edison Electric In- | one Gk DRE Ser - wre 
stitute, 70% more electrical generat- | INTERNATIONAL REGISTER COMPANY — 
ing equipment was ordered in the 2624 W. Washington Bivd., Chicago 12, Illinois 


first half of 60 by U.S. power systems Gentlemen: Please send me your catalog on the com- 
jome ducsuitin bmw? +: hae yore plete Intermatic Time Switch line. Bulletin 90-Q 
s § ‘ é a Cc = 








parative *59 period. Power transform- ae ee ees 
ers orders rose 96%. COMPANY i eitetbadeiel PERS ARE Nes 

ee - ——— 
Commission authorized over $1 billion a zONt__ STATE_. 


of construction permits for an addi- 
tional 11,547 miles of gas pipeline. 





| 
| 
e Gas—lIn 1959, the Federal Power 
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Remember! 
I cover the switch plate, too... 


not just around the smudgy plate! 


RIGID, 
HEAVIER- 
GAUGE 


PLASTIC PLATE 


PRE TESTED 


HOLDING POWER 










USE DIAMOND 


[D-IL 
HAMMER 
DRIVE 
ANCHORS 


Where holding 
power counts... 
use this expansive 
anchor . . . for all 


Forged Aluminum An- kinds of masonry 





chor and Hot Galva- : 

nized Nail Assembly. @ Nail Type 

Size range: He" as @ Vibration Proof 
affons as ” 

oe ilies @ Rust Proof 









TRIAL OFFER: Write for catalog sheet and trial samples. 










: DIAMOND EXPANSION BOLT CO., INC. 
<> / 


GARWOOD, NEW JERSEY 


i 








\ 














KESSLER 
sparkling 
thansparen' 

PLASTIC 


WALL PLATE 


SHIELDS 


PROTECT 
WALL and PLATE 












































. hugs the wall for complete, permanent, 


dust-free protection. Won’t discolor . . . plate as well as the wall. | 
and wall always look new. = 

Smooth edges and rounded corners protect 
fingers and sleeve edges. 


Terrific Profit-Maker Since 1938 


Kessler Mfg. Co. 


2517 N. Elston Ave 








The ONLY Shield | 
that 


covers the plate 


Sizes to fit all types 
of outlets and switches. 


Chicago 47, Ill 





Distributor Guided 
Nuclear Submarine 


NEWARK, N.J.—Not every elec- 
trical distributor can be an author 
and an expert on Ferdinand Magellan, 
the first man to circumnavigate the 
globe, and as a result be considered 
an inspiration by the commander of a 
nuclear powered submarine on a re- 
cent 34,000-mile journey around the 
globe, as is Charles McKew Parr. 

Parr, who is chairman of the board 
of Parr Electric Co., Inc., Newark, 
N.J., is the author of “So Noble A 
Captain,” a book based on the life 
of Magellan. While still at sea off 
the Delaware Capes, Captain Edward 
L. Beach, USN, skipper of the nuclear 
submarine Triton, wrote to Parr, 
“May I state unequivocally that your 
book was our inspiration.” The Tri- 
ton’s voyage record includes these ex- 
cerpts: “It is not hard to form the 
opinion . . . that Charles Parr knows 
more about Magellan than any man 
of the present era .. . it is Parr who 
delves deepest into the decisions made 
and the processes of Magellan’s mind 
which led to them.” In a letter to 
Parr, Beach wrote, “I hope you will 
accept my deep and sincere gratitude 
for having made Magellan come alive. 
He was with us the entire trip, as 
you were.” 

















Transformer Adaptor Plates 
ak | FOR DIRECT POLE MOUNTING 


Mount 0.S. Transformers directly 


{ to the pole with 2 thru bolts . . . 
io} = Cross Bar and Channel Function 
adhe are welded . . . Plates and Bolts 


are hot-dipped galvanized. 





THIEL TOOL AND E 








1417 N. Morket St. 
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Cited For Interest 
In Lighting Seminars 


TAMPA, FLA.—At recent gradua- 
tion exercises for more than 100 
students completing the 1960 Ad- 
vanced Lighting Seminar, held in 
Tampa, Milton O. Hollis, executive 
vice president, Raybro Electric Sup- 
plies, Inc., was cited for his interest 
and able assistance in making the first 
five seminars such an outstanding suc- 
cess. 

The annual Advanced Lighting 
Seminar is jointly sponsored by the 
Lighting Department of Tampa Elec- 
tric Co., the Florida Section of the 
lliuminating Engineering Society, and 
the Tampa Electrical Contractors As- 
sociation, featuring courses in general 
design, office and store lighting, resi- 
dential lighting, luminous ceilings, 
ballasts, exterior lighting, and main- 
tenance. Experts in the field of light- 
ing from leading electrical manufac- 
turing firms, conducted the two-hour 
sessions throughout the seminars. 

Hollis received a citation for his 
“untiring interest, assistance and co- 
operation” toward the success of the 


first five annual schools conducted } 

“ee pig iss wa of ‘fetid te y The M. & W. ELECTRIC MFG. CO., Inc. 
cause of adequate illumination in the : p ; EAST PALESTINE, OHIO 

Tampa Bay area. 


Make installations fast, 
built to last with 


Ms W 


SERVICE ENTRANCE 


MAST KITS 


Now, you can have exactly the right fittings for any 
mast installation ...quickly...at lower cost. Just select 
the M&W Mast Kit to fit your needs. Varied assort- 
ments for 114”, 114”, 2” or 214” sizes, split-clamp or 
pipe strap conduit support, make it easy for you to 
pick the one kit that best suits your requirements. Best 
of all, M&W Kits cost less than individual fittings. 


Kits include all necessary parts for mast installation as 
illustrated, except conduit. Fittings available separately. 


New Catalog 59 gives details and prices on complete 
line of electrical fittings. Write for your copy today. 











SAFETY SWITCHES SERVICE EQUIPMENT 
That Meet the New NEMA Standards A Fusible Device for Every Need 











KNIFE BLADE INDUSTIAL DRYER — RANGE — WATER HEATER 
FUSIBLE AND NOT FUSIBLE HEATING PANELS — AIR CONDITIONERS 
- cont 30 
Counlinos _ r 
§ — 200 
ote $ AMPERES 

















SWITCHING 
NEUTRAL 


15 to 50 Ss. 
for right—tight connections DIMENSIONS ee! 





FULL INSIDE 

















Accurate tapping, careful chamfering 1 TO 5 FOOT 

and rigid inspection combine to give LENGTHS Quick 

users — satisfactory installa- MAKE & SUBAK 

tions. Conduit Couplings are hot-dipped : 

galvanized or black enameled . . i WIRING TROUGHS ‘*E-Z-RED”’ 

available in all sizes from 1%” to 6”. With Knockouts and Without CIRCUIT BREAKERS 

Sizes 4%” to 2” are conveniently pack- 

aged at no extra cost. Shipped promptly A COMPLETE LINE OF FITTINGS 40 to 210 Amp. Enclosures 
INDOOR & OUTDOOR 


from factory or from one of ten stra- 
tegically located warehouses. 


CONDUIT PIPE PRODUCTS CO., es mi 
The ADSWORTH Checleic 





COLUMBUS, OHIO 






hoe) Semee), |S mai.) telticl Bai. leles7 182 3) 
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Latrobe 


the KEY 


to the 


DISTRIBUTORS 
RECEPTACLE 
BUSINESS 


“UNLOCK” the source. Receptacle source now 
the DISTRIBUTOR’S SHELVES with these 


popular standards’ ability to be “LAID-IN” 


FULLMAN’S 
Adjustable 
STEEL 
BOX 


190 Series of NR 
(No Receptacle) 
Boxes 


TO INSTALL—You simply drop the round 
KEY into slots in adjusting ring—“LAY-IN” 
receptacle you select and “LAY-ON” recep- 


tacle ring—that’s ali—very simple operation. 


Sales Representatives 
in all principal 
Cities 


MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 





New Company in 


| Electric Heat 


NEW YORK — American Time 
Products, Inc., wholly-owned subsi- 
diary of Bulova Watch Co., Inc., ac- 
quired the rights to produce and mar- 
ket a line of precision automatic radi- 
ant heating controls for industrial 
residential and commercial purposes. 

Bulova Watch president, Harry. B. 
Henshel, says the potential for this 
market can be read from industry 
figures indicating that there will be 
six million residential heating installa- 
tions by 1970—an average of about 
one new home in four. 

“Add to this,” continues Henshel, 
“the homes that today have major heat- 
ing problems of some sort in which 
electric heating can be used to supple- 
ment conventional heating systems and 
the industry sales potential is a market 
of upwards of 50 million homes in 
need of electric radiant heating con- 
trol in this country.” 





CHICAGO—Automation, the key 
to manufacturing during the 1960s, 
will be the theme of most exhibits at 
the Production Engineering Show, at 
Chicago’s Navy Pier, Sept. 6-16. It 
will run concurrently with the Machine 


| Tool Show at the International Amphi- 


theatre. 


SIZES OF SPECIAL 


LARGE RADIUS 
































radius “‘A’’ offset = length pipe sizes 
ininches ‘“‘C"’ end “‘D’’ unbent 
12” 1’9” 9” 3’o” 
15” 2’'0” 9” 3’6"” 1”.3” inc. 
18” 2'4" 10” 4/0” 1%-34_" ine 
24” 211" 11” 411" 1”.4” inc. 
30” 7s” 7" Sy" Ue ee. 
36” 31 1 ” 1 1° 6'6" 1”.6” inc 
42" 4'6" 1 2° 7'6" 1”.6" inc 
48” 6'0” Zs. Ce Pre’ we. 
Also available 45°, 30° and 60°. 
All are U.L. approved. 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 


1”-24_" inc. 


SOLD ONLY THROUGH WHOLESALERS 


THEY STAY ON..... 
All VICTOR “MAGIC* CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your 


VICTOR products are 
neatly packed, clearly 
and attractively labelled. 
Orders for stock items 
shipped within 24 hours. 





Write for the new 
Victor Strap Catalog. 
Lists over 600 items 
to fasten Wire, Cable, 
Tubing and Conduit 


WW ictor SPECIALTIES, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y. 














_ Greatest Single Source for Clamps and me 7 





fx FONG puLL| 
Y-eER Eas 


Wire Pulling Lubricant 











Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lu- 
bricant. Never greasy or 
messy. 

Prevents sticking or set- 
ting. Specially helpful on 
saddles and turns. 

Does not run back on 
cables. 

Never harmful to hands 
or clothing. 

Permanently non-harmful 
to cables or conduit. 


Write for 
descriptive 
booklet 
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for convenient, 
money-saving connections 


Conduit hot-dipped galvanized nip- 
ples are carefully threaded and 
chamfered, rigidly inspected and U.L. 
approved. Available in all sizes for 
prompt shipment from factory or 
ten strategically located warehouses. 
Sizes: 4%” x close to 2” x 6” are all 
attractively packaged. Larger sizes 
2%” to 6”, in various lengths, also 
available. 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 






soe) Geme), |S api.) felticl. Mai. lelesy ies 2) 





PORTABLE POWER 
CUTS YOUR COSTS 





WATT 






« Sizes—600 Watt to 
youn Al Voltages. 





USE POWER TOOLS WITH DEPENDABLE 


WIND WE ELECTRIC 
=F OWER p.iants 


You save 4 big ways with a 

WINPOWER electric plant: 

q) eutematicalty idles 1 when load 
is off . . . cuts el cost. . 

mg noise . . . extends engine 





















life; 
(2) costs less to buy . . . priced to 
beat all competition; ? 
(3) speeds up production by the fobs 
low cost, instant power on f 

(4) gives you long and dependa 
sorvies backed by 35 rear of 
manufacturing experience. Po 
cradle units or two wheel dolly 
types. 





FREE BROCHURE AND COMPLETE INFOR- 
MATION SENT BY RETURN MAIL. 


WINPOWER MFG. CO. 
Dept. GJ 
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NEWTON wa 








| operas 


GON IE 


Reorganizes Lighting 
Sales Force 


LOUISVILLE, KY.—Thomas In- 
dustries Inc., Louisville, Ky. has an- 
nounced it has reorganized its sales 
forces to form “the first wholly inte- 
grated merchandising and sales en- 


gineering service for residential, 
commercial, and industrial lighting 
fixtures. 


Thomas R. Fuller, vice president, 
general sales, explained the new sales 
organization is made up of two 
groups of men: 

“First, what we have chosen to call 
merchandising salesmen will sell all 
lighting fixture products and work 
with distributors, contractors, home 
builders and other users to stimulate 
promotional programs, stocking pro- 
grams and merchandising activities. 

“Secondly, a special corps of light- 
ing sales engineers will provide tech- 
nical information and assistance to 
architects, electrical contractors and 
specifying engineers in an effort to 
stimulate and expedite work from the 
technical side.” 

The new set-up, which includes 
more than 100 men divided into 12 
geographic divisions, eliminates the 
old division of sales responsibilities 
along product lines, Fuller said. 





GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


Simply sli 
AND GUID 
trated. 


Made of indestructible spring steel 
wire. Nothing to break gst out ef 
order or replace. Will last ndefinitely. 


Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER remeved. 
Nothing te unlock, fuss with or lock, 
when changing lamps. 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp inte secket, en- 
abling maintenance man te change 
lamp in 106 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE GUARD 
over the fixture, as illus- 





GETS-A-LITE Company, Dept. EW-90 
3865 N. Milweukee Ave., Chicage 41, Iti. 


THE 
OLD HIGH 
PRICE 





CONTINUOUS COLOR 


WELCOME LIGHT 


OBSOLETES 

ALL OTHERS, 

WITH NEW 
DESIGN 


NEW 
LOW 
PRICE 


Now, you're doubly assured of bigger volume, 
more profit. The new WELCOME LIGHT has 
two built-in selling points that have already 
won consumer acceptance all over America. 





The continuous color feature has re- 

placed the old metal cage with new 

translucent fluted-light rotating cylin- 

ders in four wonderful colors, producing 

a warm glow of continuously changing 

colors punctuated every minute by 48 brilliant 

flashes of color . . . red, green, blue and amber 

. Sure to hypnotize your customers, hypo 

your sales. Once your customers see the 
WELCOME LIGHT, they'll want to buy it. 


And the new low price clinches the sale 

. . guarantees high volume, because all 

five models now sell for 40% less than 

any other on the market . . . puts the 

TRIPPE CONTINUOUS COLOR WEL- 

COME LIGHT in a tow price class by itself, and 
you in an enviable profit picture. 


Ask us how you can get on the TRIPPE band- 
wagon. We'll rush you complete information 
and 4-color catalog sheets for this unique 
motor-driven rotating light. 


WELCOME LIGHT is a registered trademark of 












division of 


RIPPE MFG. CO. 
133 N. Jefferson St. 
Chicago 6, Illinois 







SINCE 1922—designers and manufacturers of 
special lighting equipment for automotive, 
| . commercial, civic, and consumer use. 
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industrial Lighting 
Course Set For Fall RIGID 
NEW YORK—This coming Fall the 

Electrical League of New York wiil 

offer its members training RUNNING THREAD 
course of special interest to electrical —— PIPE 
contractors. It is the Edison Electric <> 
Institute’s newest training course en- HH 
titled, “Fundamentals of Industriai 
Lighting.” It is a six lesson course, 
designed to train non-technical per- 
sonnel in the fundamentals of indus- 





BELL 


Weather proof 
SAF-T-LOK* 


SOLID 
nn 
BRASS ‘“\ 


a new 


Mn 


i 


PLATES me ; trial lighting. 
r F| The six, two-hour, demonstration 
type lectures cover: the science ot | 
. seeing, lighting fundamentals, lighting k 2 
design, office lighting, and industria | SS 
| . 3 
Ss 
S 
S , 
SS 
SS 
SS 


lighting. The students are taught how 
to make simple lighting layout, as well 
light 





VERSATILE. . for use with receptacles, 
switches or combinations. SAF-T-LOK 
cover plates for every need... I, 2, as how to select the proper 
3-gang and specials, with or without source and fixtures to do the job. 
devices. The course will be held at the Con = 
Edison Company, 4 Irving Place, New aS 
York City. —— SSE 
bulletins announcing the — SF IN STOCK 
Y4"’ to 6” sizese 3 ft. lengths 


Raw black 
Raw black, threads electro-galvanized 


Hot galvanized, threads electro-galv 


CAST ALUMINUM BOXES in complete 
line for 1- and 2-gang devices. 3 to 7 
%,"; hole 


threaded outlets '2” or 
spacings fit most standard covers 


Special 
course and providing the reservation 
cards will be sent to all concerned. 
Dates for the two hour sessions are 
October 4, 11, 18, 25 and November 
| and 15. The tuition for the course 
including textbooks and supplies is 
$15.00 for employees of meraber co- 
panies of the League and $20.00 for 


PITTSBURGH 12, PA. 





WRITE for CATALOG SHEETS & 
PRICES today! 


BELL ELECTRIC CO. 


Chicago 36, Ill 


1455 SPRING GARDEN AVE. 





non-members. 


MINERALLAC 


STEEL 


Hangers-Clips-Straps 





Put Your Name 
In Your Customers’ Hands 
ELECTRICIAN’S 


KNIFE 


5735 S$. Claremont Ave 








= 





BELL Wap GRAIN 


A. a 


match 


all popular 
wood paneling 












Two high carbon cutlery steel 
blades. Screwdriver and splic- 
ing blade lock in open posi- 
tion. Knife handle contains 
your 4-line advertising mes- 
sage. A practical, low-cost gift. 


Look like WOOD 
Feel like WOOD 


Weal like IRON! 


For use in dens, recreation rooms, 














kitchens, offices, motels, etc. 
OD srcixing popular wood grains, ‘ 
Minerallac Cable, Conduit and M Hang- 
all styles, 1- to 10-gang: oon -_ STEEL. Redes, po ce to inetall;, quate 
epereyes am wiring; ical. Also in Ever- 
ur... Porcelain | ing Bushings availab! 
144......75¢ 576......69¢ 
Jiffy STEEL Clips (Pipe-clamp) require only one 288 72¢ 1152 67¢ 
Sample on request 


@® WALNUT @ BIRCH 
@ MAPLE @ LIMED OAK 
match most ak won't screw, nail or bolt; rib-strengthened; for hanging 
peel, chip, crack . resists high pipe, conduit, BX cable, mounting coils, etc. 
humidity and corrosion. 
FREE! 40-page catalog 
iisting over 250 proven 


interiors 





Millions in use. 
Steel Straps for Messenger-cable services on outlet 
boxes; may be used in conjunction with hangers. : 
executive gifts and ad- 
vertising specialties 


ALSO complete lines of METAL 
WALL PLATES in wide range of 
styles and finishes. ORDER FROM YOUR ELECTRICAL WHOLESALER 
WRITE TODAY FOR CATALOG | Send for Litereture 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 
R. Frank Advertising Specialties, Inc. 
253-10 Center St., Williston Park, N. Y. 


BELL ELECTRIC CO. MINERALLAC 


Chicago 36, Ill 
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Correction 

An item highlighting a charge by 
the Federal Trade Commission against 
Minnesota Mining and Manufacturing 
Co. incorrectly stated (EW—Aug. 
60, p. 116) that Prehler Electrical 
Insulation Co. and Insulation And 
Wires, Inc., both acquired in 1956 
by 3-M, were “makers” of insulation 
products. Actually, Prehler and IWI 
are described in the FTC complaint 
as distributors—Prehler as “the 
second largest distributor of such in- 
dustry products, selling in the mid- 
west” and IWI as “the third largest 
distributor and one of the few selling 
on a nationwide basis.” 


Infrared Detector 
Controls Traffic 


NEW YORK—An infrared traffic 
detector designed to cope with chang- 
ing traffic patterns, is the newest 
means of controlling the traffic con- 
gestion of busy thoroughfares. The 
unit, called the Traffitrol Detector, is 
designed by the Heiland Division of 
Minneapolis-Honeywell Regulator Co. 
The device reportedly offers wide 
flexibility to traffic engineers and law 
enforcement officials in studying and 
controlling traffic. It can be connected 
with all types of existing traffic con- 
trol boxes and central computers to 
actuate semaphores in accordance with 
traffic flow. 

The use of infrared techniques, en- 
gineers said, makes the device highly 
accurate and able to detect and count 
cars traveling up to 80 miles an hour. 

The unit, when in use, is positioned 
so that an infrared beam projects 
downward onto the traffic lane or 
lanes. The beam is reflected from the 
pavement back into the receiver lens. 
When vehicles break the beam, they 
are detected and counted. 








L. B. ALLEN CO., INC. 
9301 W. Berenice 
Schiller Park, tl. 





CLASSIFIED 





ADVERTISING 


SELLING OPPORTUNITIES 








The rate for Employment is $16.00 per inch for 
advertising appearing on other than a contract 
basis. Contract rates quoted on request. Sub- 
ject to Agency Commission 

Other advertising is $14.50 per inch. Not subject 
to agency commission 

An advertising inch is measured %” ey on 
a_column—3 columns—30 inches to a 





DISPLAYED RATES 


UNDISPLAYED 


$1.50 per line minimum 3 fines. To figure ad- 
vance payment count 5 average words as a line. 


Box numbers—counts as 1 line 
Position Wanted ads are % the above rate 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 


Send NEW ADS or Inquiries to. ‘Clossitied Adv. of ELECTRICAL WHOLESALING 
P. O. Box 12, New York 36, Y. for October issue closing September 15th 








ADDRESS BOX NO. REPLIES TO: Box No 
Classified Adv. Div. of this publication. 
Send to office nearest you. 
NEW YORK 36: P. O. BOX 12 
CHICAGO 11: 520 N. Michigan Ave 
SAN FRANCISCO 4: 68 Post St 








( see, | FLUX i 





‘a (In Metropolitan Chicago) J 


' 


SELLING OPPORTUNITIES AVAILABLE 


Representatives wanted: Outlet ard Switchboxes, 
complete line, Inquiries from interested agents 
invited. RW-9470, Electrical sptestmasstant 


Monufacturers yr wanted for growing short- 

line fittings company Protected Areas. Exclude 
Illinois, New Jersey. Quicktime Electrica] Prod- 
ucts Co., 3643 W. 115th Pl. Chgo. 43, Il. 


SELLING OPPORTUNITIES WANTED 


Established monufacturers representative or- 

ganization wishes additional lines to be sold 
to electrical wholesalers in Ohio and Indiana. 
RA-4842, Electrical Wholesaling. 


Mfr's om. invites quality lines for ean follow- 

ing of electrical wholesalers in Metropolitan 
New York and New Jersey. RA-4934, Electrical 
Wholesaling. 


Montreal | Coneda known canis opened short 
fill in Canadian Standard Approved lines. 
Write J. W. Lefebvre, Box 7, Mount-Royal. 


Long established successful pus line represen- 

tative and party thoroughly experienced in 
electrical sales joining forces. Seeking product 
representation to wholesalers in greater Phila. ; 
South Jersey, Del. area. Excellent contacts with 
distributors and contractors. RA-5162, Electrical 
Wholesaling. 


Established agent traveling Mass., Conn., & R.!. 
desires lines—now carying boxes & sealants 
ete. RA-5134, Electrical Wholesaling. 





Experienced Electrical Manufacturers A ent 

covering Tennessee (Warehouse) desires lines 
of service entrance equipment, fuses and smal! 
cable or technical wire. Have OEM following. 
RA-5034, Electrical Wholesaling. 


POSITION: WANTED 


30 years experience with independent and chain 
organizations desires position operations man- 
ager. Supervision of all inside personnel with 
complete charge of industry, inventory control, 
purchasing. PW-5111, Electrical Wholesaling. 





SPECIFICATION 
LIGHTING LINES 
WANTED 


Successful Philadelphia-based sales group 
now represents prominent manufacturer 
of interior fluorescent fixtures, commercial 
ind industrial only. Sales opportunities 
are daily encountered for non-conflicting 
lighting lines, including commercial and 
industrial incandescent, as well as out- 
door, stage and church requirements. 

Now forming a hard-hitting, well financed 
sales agency of experienced sales person- 
nel. Delaware Valley, Eastern Pennsyl- 
vania, Southern New Jersey and Delaware 
are being thoroughly and aggressively 
covered and sold through franchised elec- 
trical distributors 

Have excellent following of contractors, 
architects and engineers and plan to sell 
an entire lighting package of top quality 
lines. Companies must be financially well 
established, offering proper service and 
pemees to back up a substantial volume. 
eplies held in strict confidence. Send 
catalog and pertinent information to 

RA 5072 Electrical Wholesaling 
Class. Adv. Div., P.O. 12, N.Y. 36, 








MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


Nationally known Manufacturer of Quality 
Line of Competitively Priced Wiring DOe- 
vices seeks Agency Representation in Mid- 
West and Western States. 

Please forward resume including territory 
covered, experience, references and lines 
now carried 

Send full details to 
RW4925 Electric Wholesaling 
P.O. Box 12 
New York 36, New York 











Need established manufacturers’ representative 


with background and contacts in municipal, in 
dustrial and recreational fields. Established firm, 
manufacturers of well known line, has new concept 
in outdoor lighting—unequalied for motels, drive-ins 
shopping centers, playgrounds, etc No investment 
Top earnings. Reply to Sterner Industries 


300 Washington North, Minneapolis, Minn. 








AVAILABLE 
FIELD SALES ENGINEER 


Age 38, desires change. Six years experience ogvertng 
architects distributors, contractors, large indus‘ria 
accounts covering northern Ohio and eastern half of 


Michigan 
Pw 5171 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 





——MANUFACTURERS! 


You will receive better results from your 
“Representative Wanted” advertising if 
you will state in your copy what territory 
or territories are available. 








DISTRIBUTORS WANTED 


To sell Electrician's knives 


Most territory open. Send for catalog sheets 
and particulars 


Ric-Hor Co., 183 Fuller Si., Brookline 46, Mass. 

















September, 1960—ELECTRICAL WHOLESALING 








TWO GOODWILL WINNERS 
mut saned measuRre CLECTRICIAN'S OMIFE 
e d with your ising 





25 or more $1.50 each. Write for cotsleg 








MEASURE, CUT 


AND REWIND 
your own 


FOOTAGE METER 


* New Advanced Design Measures 
Wire from Ye" to 1%” O.D. 


REWIND MACHINE 


Pe ere anne 5 oe 
° Hydraulic Jack permits one easy 
lifting of reel. 
Ya, Ve, 1, 1¥2 & S-h.p. drives. 


eee 


* Both Coiling & Reeling with only 
one rewinding machine. 
ALSO AVAILABLE: 
* Variable Speed 10-70 RPM 


* Collapsible Coiling Reel 
* Shaftless Rewind Machine 








Write to: 


COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 
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CEASSITIED ADVERTISING 
E. J. Eberle. Pusiness Mgr. 
SELLING OPPORTUNITIES 
EQUIPMENT 
Used or Surplus New) 
For Sal Hwee 
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WHEN IT’S COLD -THE SPLICE WILL HOLD 










of ice at 14) F below zero. 





At 14 F below zero, this remarkable vinyf tape 


® Strips easily from the roll... 

@ Remains completely flexible . . . 

®@ Sticks down instantly — molds perfectly — 
holds permanently! 


Try it in your home freezer 
— write for a sample roll 
on your letterhead today! 


TAPES By 


SOLD ONLY 
THRU 





m RECOGNIZED 
A DISTRIBUTORS £ 








A roll of Slipknot CW is frozen solid in a block 








MMM ( 
PANO GY 


, Tape is broken out of ice... 
stillat 14 below... 









a 


and in this frigid atmosphere remains com- 
pletely. flexible — strips perfectly from roll — 
even with ice still imbedded in the core. 


4 a ~ 






, ae 


35 seconds later perfectly conforming splice 
is made. Temperature .. . still 14° below! 


... offer you new Profits in selling fuses 


for loads from 600 to 6000 amperes 


Today's circuits require a type of protection not 
dreamed of a few years ago. Increased power demands 
and rapid growth in network capacity means that the 
device protecting entrance mains may be subjected to 
a fault current as great as 200,000 amperes. 

Hence, to protect the electrical system against damage 
from shorts, a device must: 


1. Have sufficient interrupting capacity to handle any avail- 
able current. 


2. Open fast enough to limit current to safe values. 


. Clear circuit fast enough to hold down the magnetic 
forces to values harmless to a properly designed bus 
structure. 


. Be depended upon to clear the circuit whenever fault 
conditions demand it. 


BUSS Hi-Cap Fuses were designed to meet these 
conditions. Exhaustive laboratory and field tests have 
shown them able to handle promptly and safely any 


current normally available today on voltages up 
to 600. 


How to turn BUSS Hi-Cap fuses into sales 


Whenever you find one of your customers or 
prospects is interested in increasing his electrical load 
or in modernizing his circuits or in putting in a new 
installation, you have a sales lead for BUSS Hi-Cap 
fuses. 


Since proper installation of these large amperage 
fuses may require engineering data, remember the 
BUSS Fuseman in your territory. 


He is in a position to help you show your prospect 
all available fuses and various types of terminals and 
such information. 


. and there is a “plus” profit in BUSS Hi-Cap fuses 
for you and your house. 


Bussmann Mfg. Division, McGraw-Edison Co., St. Louis, Mo. 





Electrical Protection Goes 


MODERN with BUSS FUSES 











